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You always find the EXACTLY RIGHT 
TERMINAL — in the Complete line 





Shown above, at center, is one of the various Multi-Slit Tapered Sleeve lugs in the Penn-Union catalog. 
You'll also find E-Z lugs with Post-and-Nut, Vi-tite, Multifit, and numerous clamp types. These pic- 
tures can merely suggest the variety. 
Below are shown Thread-On, Shrink Fit and screw types, soldering lugs, a wide selection of 
sheet metal terminals, etc. Penn-Union makes the terminal you need. 
Also, Tee Connectors; Cable Taps; Straight, Parallel, Elbow and Cross Connectors; 
Bus Supports, Clamps, Spacers; Grounding Clamps; Service Connectors, etc. 


Penn-Union fittings are the choice of leading users, who have found that if 
Penn-Union makes it, it’s dependable—mechanically and electrically. 


SOLD BY LEADING WHOLESALERS. WAREHOUSE STOCKS CARRIED BY— 


BEN K. PATTON L. MORRIS LANDERS WALTER J. HUEMMER 
Gulf Sales Agency 624 Spring St., N.W. Dallas Transfer & 
3022 Metairie Road Atlanta, Ga. Term. Warehouse Bidg. 
New Orleans, La. Dallas, Texas 


WILLIAM ROBINSON BECKER DRANE 
Gulf Sales Agency Gulf Sales Agency 


524 East 14th St. 731 Wingfield St. 
Little Rock, Arkansas Jackson, Miss. 


PENN-UNION ELECTRIC CORP., Erie, Penna. 


The Complete Line of Conductor Fittings 
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1008—Electrical Equipment. The latest edition of the Federa- 
tug has just been issued by Federal Electric Products Co., 60 
Paris St., Newark 5, N. J. This profusely illustrated catalog 
contains complete details of Federal’s newest motor controls, 
safety switches, service equipment, circuit breakers, panelboards, 
switchboards, and busduct. 


1028—Porcelain Insulators. A loose-leaf catalog of porcelain 
insulators and pole line hardware is available from Illinois Elec- 
tric Porcelain Co., Macomb, Illinois. In addition to the 
pages of product specifications, the catalog contains a special 
section of useful tables. 


1030—Condensed Lighting Catalog. This 8-page descriptive 
bulletin issued by Pittsburgh Reflector Co., 450 Oliver Bldg., 
Pittsburgh 22, Pa., describes in detail the most popular items 
in the Pittsburgh line of fluorescent and incandescent _— 
equipment. Each item is fully illustrated and cataloged, an 
many are accompanied by installation dtawings. 


1032—Receptacles, Plugs, and Connectors. Russell & Stoli 
Co., Inc., 125 Barclay St., N. Y., has released a bulletin No. 
EL-4-46, describing the new Ever-Lok receptacles, plugs and 
cord connections for 30 amperes, 440 volts, a-c. Typical uses 
are for heavy duty industrial purposes. 


1034—Building Wire. A fully illustrated 48-page booklet call- 
ed “Hazard Building Wires” is now available from the Hazard 
Insulated Wire Works Division of The Okonite Co., Wilkes- 


Barre, Pa. ¢ manual contains complete engineering informa- 
tion on the many types of wire and cable required by the build- 
2} industry ‘Tables showing dimensions and weights of all 
cable constructions are included. 


1042—Wire and Cable. An illustrated booklet containing de- 
scriptions of thermoplastic building wires, rubber-insulated and 
leaded building wires and cables, Flameno: coras, rubber cords, 
Neoprene cords, and many other items has been published by 
the General Electric Co., Bridgeport 2, Conn. 


1048—Plug-In Strip. A complete revision of Catalog CF-2 has 
recently been published by National Electric Products Corp., 


Pittsburgh, Pa. This 8-page, illustrated brochure pictures the 
3 ft. and 6 ft. standard lengths of the redesigned multi-outlet 
branch circuit assembly. Several pages are devoted to detailed 
instructions for cutting the Plug-In strip on the job. 


1054—Fluorescent Fixtures. Catalog No. 48 illustrates the 
commercial, industrial and residential designs offered by the 
Kayline Co. Featured are troffers, glass and louver type, re 
cessed incandescent units, and many others. The as is 
— from the Kayline Co., 2480 E. 22nd St., Cleveland 
, Ohio. 


1058—Conductor Fittings. A complete catalog, illustrated and 
listing prices, has been issued by Penn-Union Electric Corp., 
Erie, Pa. Described is the company’s complete line, including 
a wide vanety of service connectors, terminals, tees, and taps; 
also many other types of conductor fittings. 


1068—Wire and Cable. Rome Cable Corporation, Rome, 
N. Y., has just published a new “Bare and Weatherproof Wire 
and Cable” catalog, No. 22. By word and picture the story 
of Rome wire and cable including specifications and a tech- 
nical section, is brought to the reader. 


1076—Modular Lighting. A 20-page booklet containing in- 
teresting and useful information about the “modular system” 
of lighting can be obtained by writing to the Mitchell Manu- 
facturing Co., 2525 Clybourn Ave., Chicago 14, I]. 


1078—Electrical Fittings & Devices. ‘his is a 10- 
covering solderless connectors, cable and conduit fittings, and 
wiring devices, announced by Buchanan Electrical Products 
Corp., 1290 Central Ave., Hillside, N. J. It contains complete 
data on “Splice Caps” and “Termend” lugs for wire splicing 
and terminating box connectors for metallic and non-metallic 
sheathed cable, both plain and insulated conduit bushings, con- 
duit locknuts, knockout plugs, terminal blocks, attachment 
plugs, fuse pullers, etc. Suitable illustrations, dimensional data, 
and application instructions are included. 


ge catalog 


1082—Lighting Equipment. Just off the press is Catalog No. 
50, available from the F. W. Wakefield Brass Co., Vermilion, 
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carefully designed for the purpose for which 
it is intended and reduce installation time 
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STEEL CITY LEADS IN MEETING CONTRACTORS NEEDS 


STEEL CITY ELECTRIC COMPANY 


1207 COLUMBUS AVENUE, oe) PITTSBURGH (33), PENNA. 
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Ohio. The catalog covers full engineering data on fluorescent 
equipment in luminous indirect and direct-indirect for both 
standard and Slimline lamps. 


1086—Connectors and Couplings. Tomic Sales and Engineer- 
ing Co., 4864 Woodward Ave., Detroit 1, Mich., now have 
available catalog sheets containing data on the complete line of 
their connectors, couplings, and cable connectors. 


1088—Fittings and Fixtures. A aoe illustrated catalog cover- 
ing Killark fittings and fixtures is offered by Killark Electric 
Mfg. Co., Vandeventer and Easton Aves., St. Louis 13, Mo. 


1090—Midget-Size Busduct. Complete information on Power 
Plugin, the new, midget-size busduct, is found in bulletin No. 
703, available from Frank Adam Electric Co., 3650 Windsor 
Pl., St. Louis 13, Mo. 


1092—Electrical Boxes and Conduit Fittings. Steel City Elec- 
tric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers a 
catalog of their complete line. 


1094—Photoelectric Controls for Street Lighting. A four-page 
catalog sheet, Bulletin 63300, gives full information on photo- 
electric controls available from Fisher-Pierce Co., Inc., 59 Cey- 
lon St., Boston 21, Mass. 


1110—Flexible Cords and Portable Cables. Bulletin H-420, a 
55-page illustrated booklet describing Hazacord cords and cables, 
is being offered by Hazard Insulated Wire Works, Div. Okonite 
Co., Wilkes-Barre, Pa. 


1112—Shutters and Dampers. Air Conditioning Products Co., 
2340 W. Lafayette Blvd., Detroit 16, Mich., has made available 
an 11]-page illustrated catalog No. 44 describing their line of shut- 
ters and dampers. 


1114—QO L Panelettes. A new 8-page bulletin on Federal 
Noark QL Panelettes has been announced by Federal Electric 
Products Co., 50 Paris St., Newark 5, N. J. 


1116—Lugs and Connectors. Krueger — Hudepohl, 5 E. 3rd 
St., Cincinnati 2,.Ohio, has made available a fully descriptive 
catalog, No. 5LC, on solderless terminal lugs and connectors. 


1122—Portable Cords. New eight-page a hlet describes and 
illustrates complete line of Simplex-TIREX Portable Cords 
Gives weights and diameters. Copies may be obtained from 
— Wire & Cable Co., 79 Sidney Street, Cambridge 39. 
Mass. 


1124—Crouse-Hinds Condulets. A newly compiled “Abridged 
Listing” features over 85% of the complete line of C-H Con- 
dulets, plugs, receptacles, industrial lighting fixtures, controls, 
panelboards, and signalling devices in a 168-page catalog 
Quick reference is seeded by a detailed contents page and 
an alphabetical index. The book is designated as Catalog 3100 
and is available from Crouse-Hinds Co., Syracuse, N. Y. 


1126—“Power Up”. A valuable 51l-page book on electrica) 
system agen maintenance and modernization for industrial 


lants is available from Anaconda Wire and Cable Company 
5 Broadway, New York 4, N. Y. Designated as Publication No 
C-47, the booklet includes important sections on installation 
and maintenance; wire, cable and conduit data; motor applica 
tion data; and electrical systems reference data. 


1128—Display Lighting. “The New Idea In Display Light- 
ing’, a colorful, well-illustrated 12 page catalog has been re- 
cently issued by the Amplex Corporation to describe their new 
Swivelite Accent Lighting Fixtures. The complete line includes 
canopy hood units, cluster assemblies, portable bases, screw-in 
hood units and hi-hats. Catalog may be obtained from Amplex 
Corporation, 111 Water Street, Brooklyn 1, N. Y. 


1130—Conduit Fittings. The latest completely illustrative cata 
logue on their diversified line of conduit fittings is announced 
by The Atlantic Conduit Fittings Company, 589 Atlantic Ave- 
nue, Boston 10, Mass. 


1134—Portable Cables For Low Voltage. A well dlustrateu 
24-page catalog. Describes and illustrates the wide variety of 
single and multi-conductor cables for this voltage. Complete 
splicing instructions included. Copies may be obtained from 
Simplex Wire & Cable Co., 79 Sidney Street, Cambridge 39, 
Mass. 
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1136—Cavalier Heaters. A booklet is available from Cavalier 
Corp., Chattanooga, Tenn., describing the special features of 
the Cavalier Wall Insert Automatic Electric Heaters, and in- 
cluding specifications on the four models of the line. Cutaway 
views and photos illustrate exclusive features. 


1140—Pole Line Hardware. Catalog No. 50 has just been an- 
nounced by Hubbard and Co. Hundreds of new products in 
the pole line hardware and accessories line are included in this 
new edition which is bound in burgundy fabricoid, embossed, 
and printed in two colors throughout. 


1142—Time Switches and Timers. Catalog 1010, describing 
time switches and timers, available from Sangamo Electric Co., 
Springfield, Ill. Detailed information is provided about various 
units, and specifications and illustrations are liberally sprinkled 
throughout. Information for ordering switches is included at 
the back of the catalog. 


1144—Fluorescent Fixtures. Fluorescent Catalog No. 34 has 
just been issued by Lithonia Lighting Products Co., Lithonia, 
Georgia. It contains descriptive material and specifications on 
a wide range of fluorescent equipment suitable for residential, 
commercial, industrial and other applications. 


1146—Ceil Heat Electric Radiant Heating Cables—New illu- 
strated folders, fully describing Ceil Heat invisible Electric Radi- 
ant Heating Cables, have just been issued by the Ceil Heat 
Division of Homes, Inc., 4204 Kingstone Pike, Knoxville, Tenn. 
Consumer explanation of radiant ceiling heat as well as techni- 
cal installation instructions are included in the literature. 


1148—Solderless Connectors. Bulletin 750, available from 
Buchanan Electrical Products Corp., 1290 Central Ave., Hill- 
side, N. J., describes this manufacturer’s improved line of Under- 
writers’ listed “‘presSURE-connectors” for solderless splicing 
and terminating of electrical wires. It contains detailed descrip- 
tive data, installation instructions, and ordering information 


1150—Fluorescent Fixtures. Colorful, new 1951 20-page cata- 
log now ready. Front cover shows interesting illustration of 
“Light through the Ages”. Catalog gives complete specifications 
and pictures of entire Naturlite line manufactured by Light & 
Power Utilities Corp., 1035 Firestone Blvd., Memphis, Tenn. 


1154—Wall and ceiling fans. PERFECT-LINE Manufac- 
turing Corp. is now offering their fan Catalog No. 51. Fans 
presented include the latest models of PERFECTAIRE indus- 
trial and residential wall and ceiling fans. Write to Perfect- 
Line Manufacturing Corp., Old Country Road and Railroad 
Avenue, Hicksville, L. 1, N. Y. for a copy. 

1156—Industrial Lighting. The new Abolite Catalog and 
Handbook contains a complete descriptive story of all com- 
mercial, industrial floodlighting equipment manufactured by 
the Jones Metal Products, Inc., of West Lafette, Ohio. Sev- 
eral new sections have been added and all major lighting units 
have revised illustrations, cutaway views, diamentional draw- 
ings, plus typical installation diagrams and photos 


1158—Self-Cooled Motor Propeller Fans for commercial and 
industrial uses are featured in Iig Bulletin 149-1. Dimensions, 
weights, capacities, describe ratings and complete data are given. 
Contact the Ilg Electric Ventilating Co., 2850 North Craw- 
ford Ave., Chicago 41, Illinois, or nearby Branch Office (con- 
sult classified directory). 


1160—Lighting Units. Two new illustrated catalog sheets have 
been announced by Compco Corp., 2251 St. Paul Ave., Chicago 
47, Ill. Bulletin No. 28P8—182 features the Solo indirect 
diffuser engineered expressly for 50 GA lamps; Bulletin No. 
28P8—184 describes Compco universal patttern lighting, which 
permits unlimited geometric lighting patterns wiht four basic 
units 


1162—Cable Staples.—Two-color folders on new Viking cable 
staples, manufactured by W. W. Cross & Co., Inc., Jaffrey, 
N. H., are now available from James J. Walsh, P. O. Box 
325, Greenville, R. 1. The staples are available for attaching 
armored cable and non-metallic sheathed cable 


1164—Bakelite Wiring Devices. Catalog No. 50, Eclectrical 
Wiring Devices, is now available from Rodale Mfg. Co., Inc., 
mmaus Pa. and the Rodale line is profusely illustrated through 
out the 36 pages. This catalog was compiled with the intention 
of making it an up-to-date reference boog for the convenienc« 
of Rodale customers. 
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“Bond purchases 


fill a continuing 


employee need...” 


C. E. WILSON | 


President, General Motors Corporation 





General Motors, employees have to date purchased more 
an $841,000,000.00 maturity value of Bonds through the 
ayroll Savings Plan. 


Inaugurated largely for patriotic reasons in August 1941, 
e plan proved so helpful in meeting an employee need that 
GM decided to continue it as a regular part of its employee 
ogram. 
) The experience of General Motors is paralleled by that 
many other successful organizations. In upwards of 
,000 large companies today, more than 8,000,000 Ameri- 
s are investing $150,000,000 in U.S. Savings Bonds 
ry month. 


Every Payroll Savings Plan is of direct benefit to the 
country, the company, and the employee. It is the one way 
of insuring our strength as individuals and as a free people. 


Employees want the Payroll Savings Plan. If you do not 
offer your people the plan... or if you have not made a 
person-to-person canvass recently — phone, wire or write to 
Savings Bond Division, U.S. Treasury Department, Suite 


“Our Payroll Savings Plan, which was inaugurated pre-Pearl Harbor, has continued 
without interruption in war and peace. It is our experience that employees benefit 
personally as well as economically from such cultivation of the habit of thrift” 


700, Washington Building, Washington, D. C. Your State 
Director will contact you to explain the simple pattern of 
the person-to-person canvass and supply you with applica- 
tion blanks, posters, pay envelope enclosures and other 
helpful material. 


Act now—to help your employees, your company and 
the stability of the American economy. 





Recent increases in employee 
participation in the Payroll Savings Plan following 
person-to-person canvasses: 


Hotpoint, Inc., Chicago, from 8.7% to 96% of 9,000 employ- 
ees... . Standard Oil of Indiana (illinois; 26,175 employees), 
from 32.3% to 79.1% ...Kelly Springfield Company (Mary- 
land; 2,000 employees), 46.8% to 83.3% ... A. M. Byers Co. 
(2,500 employees). 26% to 91%...Crucible Steel Company 
(14,500 employees) reinstatement of plan, 65%. Consoli- 
dated Western Steel Corporation (California; 7,528 employ- 
ees) 9.3% to 84.8% . . . Wisconsin Electric Power Co. (3,000 
employees) 44.3% to 73%. 











The U.S. Government does not pay for this advertising. The Treasury De- 
partment thanks, for their patriotic donation, The Advertising Council and 
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skyscraper 
of security 





You can get extra safety from Security Tape. 
Its tight-grip adhesive coupled with high- 
tensile strength fabric make Security extra 
reliable. 

Security tears straight and will not ravel. 
No pinholes to cause dangerous leaks. 
Security is both dependable and long-lasting 
—for electrical and general purpose jobs. 

Ask your wholesaler for Security. 


Tutt nee @BQRATES BUBSBSEER Cerwran xX 


TAPE DEPARTMENT + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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The rapid electrification of American farms 
during the last two decades presented spe- 
cial problems to manufacturers of wire and 
cable. For one thing, farm wiring was 
expected to withstand the severe service 
conditions existing in barns, stables, root 
houses and similar outbuildings—condi- 
tions involving moisture, poor ventilation, 





ammonia-laden air, mold, mechanical abuse 
and alternate exposure to both warm and 
freezing temperatures. 

The non-metallic sheathed cable avail- 
able for farm wiring proved to be highly 
unsatisfactory. Its fibrous jacket rotted 
rapidly, in some cases less than a year after 





installation. “Hot” wires became exposed. 
Fire was a constant hazard. Insurance rates 
soared. Farmers didn’t like it. They de- 
manded—and deserved—something better. 
Obviously, someone had to develop a farm 
wire that could “take it.” 


PIONEERING IS SIMPLY DOING THE OBVIOUS FIRST 
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wanted action 


SO...IN=-o-Prene 


ORs 


NON-METALLIC SHEATHED CABLE 

















was developed 


For more than 40 years, National Electric 
has “set the standard” for everything in 
wiring—the world’s largest producer of 

National Electric Products Corporation the complete line of secondary electrical 
recognized the need for more satisfactory distribution systems. 

farm wiring and so intensified its develop- *Reg. T. M., N.E.P. Corp. 

ment efforts in this direction. The old cable 

was completely redesigned. The result was 

NE-o-Prene Loomwire, the first neoprene Sy 

non-metallic sheathed cable to be listed and 

approved by Underwriters’ Laboratories, 
Inc. for use in wet locations. Since that time, 
using the design and construction origi- 
nated by National Electric, other manufac- 
turers have placed neoprene jacketed cable 
on the market which has met with U.L. oiidiben eiiamiiiananed 
approval. But with the standards set by NE, NEOPRENE BESULATION 
the frustrating problem of farm wiring has SPECIAL RUBBER SPACER 


been solved. FIBERGLAS BRAID 
NEOPRENE JACKET 


Construction Details 





National Electric 


PRUOCOCTS CORPVUBATION 


1307 CHAMBER OF COMMERCE BLDG., PITTSBURGH 19, PA. 
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swe REPORTS... 


After their satisfactory experience with the 500,000 
C. M. insulated aluminum cable (at right), National 
Supply Co., Torrance, Cal., says, “We will seriously con- 
sider aluminum when similar installations are planned.” 
These cables, insulated with RH 600 v. U. S. Paracore, 
are connected to bus, from which they carry current 
to distribution panels for such heavy loads as weld- 
ing machines, shears, rolls and ‘other equipment. 


figure it in ALUMINUM and 
yu figure it low 


When you plan new production lines, add feeders for 
heavier loads, get prices both ways—in aluminum and 


in copper. You'll find you can make worth-while savings 
with aluminum ... and installation is faster, easier be- 
cause of aluminum’s light weight. 


Although the rearmament program restricts the use of aluminum, we are 
ready to help you with the planning for trouble-free, low-cost wiring. 





FREE INSTALLATION BOOK 


“Questions and Answers” on installation 
of aluminum conductors. Write for it 
now — Atuminum Company OF AMERICA, 
1778F Gulf Bidg., Pittsburgh 19, Penna. 


& 
/nsu/oted Alu in il I in 
Conductors 


of ALCOA ALUMINUM are made by leading manufacturers 
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THEY'RE TOPS for industrial power and 

light distribution . . modern in design, more 

compact, yet flexible, safe, dependable, efficient and economical . . 
almost 100 per cent salvageable. 

Many of the features which made Plugin @® Busduct so popular with 
industry, have been incorporated in the re-designed @ Power Plugin 
...and several new ones have been added. 

The housing, for instance, has been made smaller — only 7” wide — 
enabling it to be used in restricted space. Insulators are new one-piece 
glazed porcelain with steel channel supports riveted into position. 

Sliding type plugin opening covers, new simplified, adjustable, two- 
screw type fasteners for plugin units, two sliding type mounting a oars glazed porcelain 
brackets per section for hanging as desired, silver-plated contact Son ee ee 
surfaces with two or four brass jam bolts with phosphor bronze cup 
washers in elongated fastening holes, and attractive pearl grey housing 
finish, are other features. 

Add to these the advantages of plugin outlets every foot of the way 
... providing a ready power source for new or present equipment all 
along the line, thus eliminating long temporary leads, production 
delays and high maintenance costs . . . and you'll agree that (@ Power 
Plugin Busduct is the answer to today’s mighty production demands. 


Want to know more about this modern system of power distribution? 
Contact your nearest @@ Representative (listed in Sweet's) or write 
to our factory. 


Sliding type, easily operated plug- 
in opening cover permits plugin unit 
to fit tightly against housing. 


Capacities: 250 to 1000 amps, 600 volts AC or 
less with Klampswitchfuz, Shutibrak or Circuit 
Breaker plugin units for 200 amps or less 


\Srank e€dam Glectric Co. 


P. O. BOX 357 ST. LOUIS 3, MO. 


Makers oj BUSDUCT + PANELBOARDS + SWITCHBOARDS » SERVICE 
EQUIPMENT + SAFETY SWITCHES * LOAD CENTERS « QUIKHETER 


Our 60th Year 
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ke ~ = 
Permafiector 


TWO NEW 48’ and 96" 
SLIMLINE LUMINAIRES 


THE “WASHINGTON” SLIMLINE LUMINAIRE features 
an egg-crate louver bottom and Skytex satinol glass 
side-panels. It is made in 2, 3 and 4 lamp models. 
Standord operation is 425-MA with T-12 Lamps. Bridge- 
truss construction assures a unit which “hugs” the ceiling 
when it is surface mounted. 


THE “HARRISON” SLIMLINE LUMINAIRE, in 2, 3 or 4 
lamp models. Gracefully curved side-panels, flat bottom- 
panels of Alba-lite glass distinguish this modern slimline 
luminaire. Companion i d units are designed 
especiolly for use with the “Harrison” and other Presi- 
dential Fluorescent Luminaires. 





R WORKING WONDERS 


PLANNED LIGHTING! 
x 


é 


s 

The flexibility of Pittsburgh Permaflector Lighting Equip- 
ment is a modern miracle of design and construction. 

For example—Pittsburgh Permaflector Slimline Lumi- 
naires are available in 48” and 96” lengths. They may be 
surface or pendant mounted, individually or end-to-end. 
When used with companion incandescent down-lights, 
they can be installed to form squares, rectangles, ““T’s’’, 
cross-overs, checkerboards and other patterns. 

Such flexibility allows you full creative expression and 
makes possible “‘custom designed” lighting results with 
economical standard equipment. 


Write today for more information on these versatile units. 


PITTSBURGH REFLECTOR COMPANY 


405 OLIVER BUILDING ~- PITTSBURGH 22, PENNSYLVANIA 
MANUFACTURERS OF FLUORESCENT & INCANDESCENT LIGHTING EQUIPMENT 
Permafiector Lighting Engineers in All Principal Cities 
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HAZARD 
RMORTITE 


(non-metallic armored) 
...and it’s service-proved 


for over 20 years 


When you're planning your next underground power cable instal- 

lation, it will pay you to get the facts and figures on Hazard Armor- 
tite Cable. Its low initial cost is a big help yn | in anybody’s budget, 
but consider the worth of these other timely advantages, too: 


1. It’s normally carried in factory stock—this means important sav- 
ings in time for you. 


2. Fewer strategic defense materials are required for its manufacture 
compared to other underground cable designs. 


3. It’s light in weight, easy to handle, splice and terminate. Armortite 
can be installed quickly and economically by hand digging, plowing 
or trenching. 


4. Its service record goes back 20 years with never a failure reported 
due to defect of the cable itself. 


5. Its construction is rugged. Long-lived, moisture-resistant Hazard 
Watertite is the insulation; Okobestoprene Tape (not braid) forms 
tight seal over the insulated conductors—prevents wicking-in of 

moisture, safeguards against chemicals; over this construction go 
tough, leather-like Armortite Tapes, a special plastic sealing com- 
pound and saturated jute cera The result is an outstanding, 
long-lived, trouble-free underground cable with remarkable resistance 
to all enemies of underground cable, particularly mechanical damage. 


Your Hazard representative will be glad to furnish you complete in- 
formation, or write Hazard Insulated Wire Works, Division of The 
Okonite Company, Wilkes-Barre, Pa. 


HAZLAKL 
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No. 7235 Lag and Plate and No. 7236 Detachable Step 
ore designed to prevent unlicensed climbing. The plate 
is slipped over the head of the lag and is prevented 
from turning by a lug in the lower part of the plate. 
TAA.R. Std. *Western Union Std. TE.E.1. Std. 


wy Meee Me oe 


DESIGNED FOR SAFETY 


Hubbard Pole Steps are designed to carry the heaviest 
human load and to withstand all normal conditions 
in use, with an ample safety reserve. They are forged 
from new Open Hearth Steel and bend tests are made 
periodically, after galvanizing, to check malleability 
and freedom from embrittlement. All Hook Head 
Steps have fetter drive threads and marking rings, 
which indicate proper installation depth and provide 
a tight seal against water seepage. See Hubbard Catalog 
No. 50, page 42, for the full line of Hubbard Steps for 


wood and metal poles, towers and concrete poles. 
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Mister, can you spare Half a Billion Dollars? 


One half a billion dollars may seem 
like pin money compared to the sums men- 
tioned for our national finances. 

But it is more than three dollars for each 
man, woman and child in the United States. 
It is more than the entire steel industry earn- 
ed in the “dreadful decade” from 1930 to 
1939. It's more than America spent to win 
two wars--the War of 1812 and the Mexican 
War, combined. 

Approximately one half a billion dollars is 
the estimated sum that a group of steel and 
mining companies, one of which is The 
Youngstown Sheet and Tube Company, is in- 
vesting to guarantee future iron ore supplies 
for America. In the Mesabi iron range of 
Minnesota, development projects are under 
way which will produce millions of tons of 


iron concentrates from taconite. In Labrador 
and Quebec, a vast deposit of high grade ore 
is being developed. Plans include building 
a 360-mile railroad into the wilderness to 
ore docks on the St. Lawrence River. 

Where does this money come from? From 
an unnoticed addition to our national debt? 
From “extra nickels” tucked away in the 
Federal budget? From more taxes levied on 
every citizen's income? Certainly not! Devel- 
opment of these ore reserves will be financed 
by each participating Company asking its 
shareholders to share in its tremendous cost. 

America, in peace or in war, is served--now 
--and for generations to come. This is free 
enterprise. This is the system that created 
America from a wilderness and is the only 
sure way to keep it vigorous and strong. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


1 industry is using all its resources 


Turn in your scrap, 
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to produce more steel, but it needs your help 
through your regular sources, at the earliest possil 
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APPLICATION 


Modern industrial wiring 


adaptable to old buildings 


Busduct, trolley duct, and Unistrut channels and fittings 


used advantageously in old, high-ceilinged areas 


by Walter R. Stone ~~~ 


Figure 1 — The problem of distributing power for sewing 
machines and high-intensity lighting in an old, inadequate- 
ly wired, high-ceilinged building was solved with busduct, 
trolley duct, and Unistrut channels. This view taken at 
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fluorescent-fixture level shows one of the runs of 400- 
amperes four-bar, three-phase, 120/208 volt plug-in bus- 
duct. At right angles are channels supporting fixtures and 
trolley ducts providing machine power. 
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@ ADEQUATE LIGHTING and power 
outlets for production purposes 
are always difficult to arrange 
when a manufacturer moves into 
a building not specifically design- 
ed for his requirements. 

The Williamson-Dickie Manu- 
facturing Company, makers of 
work clothes, experienced such a 
problem when they expanded 
their operations into an old three- 
story building with high ceilings 
at 3500 McCart St., in Fort Worth, 
Texas, which they designated as 
Plant No. 3. 

They needed power for the mul- 
titude of 208-volt, three-phase, 
sewing machines. They needed 
light to see how to run them. And 
they needed both where they 
would do the most good, not up on 
those distant ceilings or on those 
remote walls, but evenly distri- 
buted throughout the working 
areas. 

They handed the problem to 
Richard K. Werner, consulting 
electrical engineer. His solution 


of the problem, briefly desribed 
here, can be vouched for not only 
by the company that is paying the 
bill, but also by Jack Watkins, of 
the Acme Electric Company, who 


is making the installation. 

“At first we were stymied,” Mr. 
Werner said. “But then I realiz- 
ed what was the matter. We were 
so bound by tradition to think 
along conventional lines that we 
had ruled out both originality of 
design and the use of new prod- 
ucts which are now available. 


Solution of the problem 


Our second effort, therefore, 
was an entirely fresh approach. 
The results, we feel, are satisfac- 
tory, since the design not only 
solves the needs of the plant, but 
also lends itself to rapid, easy in- 
stallation, maintenance, and flex- 
ibility in the event of changes in 
future production schedules. Be- 
sides, all equipment can be sal- 
vaged in the event of plant re- 
moval.” 

An existing 1,600-ampere, 
three-phase, four-wire, 120/208 
volt, 60-cycle a-c main service 
switch and switchboard was al- 
ready in place, and only a little 
juggling was all that was neces- 
sary to equip this switchboard for 
the new arrangement. 


The electrical facilities of the 
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Figure 2 — Plug-in connective openings, properly fused, supply trolley 


ducts and lighting panels. Panel 


circuits return to fluorescent lighting 


units through smaller raceways securely “Wrap Locked” to the P-1000 
Unistrut channels. 


loading dock, boiler room, store 
rooms, and first floor were left 
practically intact with only minor 
changes. 

The electrical systems for the 
second and third (production) 
floors, however, were redesigned. 
Each of these floors is now fed 


with four 600,000 cir mil Type 
RH conductors through a 4- 
inch rigid steel conduit. These 
feeders are connected to a 400- 
ampere, four-bar, three-phase, 
120/208 volt, 60-cycle plug-in bus- 
duct on each floor (Figure 1). 
This busduct runs across the 


Figure 3 — Fluorescent fixtures spaced 8 feet apart and 7 feet, 4 inches 
above the floor are attached on alternate sides of the P-1000 Unistrut 
channel by two short lengths of P-7000 Unistrut channels. 
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Figure 4 — Lower end of %-inch round iron rod secured 
with nut and washer to a P-2335 hanger and fitting to 
support the P-1000 Unistrut channel. The trolley duct 
fis suspended from channel by a Russell and. Stoll FRS-108 


Genter of each floor with 18 60- 
ampere plug-in switches feeding 
a three - phase, four - wire, 
lead-front panelboards with 28 

o-wire circuits each and 15 196- 

bot trolley ducts. 
' Each trolley duct is supplied 
through a 60-ampere, three-pole 
itch, and three No. 6 Type RH 
mductors in a l-inch conduit; 

d each panelboard by a 60-am- 

re, three-pole, solid neutral 

itch, and four No. 6 Type RH 
Onductors in a 1%-inch conduit 

igure 2). 

‘Each floor has 385 two-lamp, 

watt fluorescent light fixtures, 

1/3 h.p. fans, and two exit 
hts. The 15 196-foot trolley 
ducts are, of course, for the sew- 
ing machines. They are 7 feet, 6 
inches above the floor level. The 
lights are 7 feet, 4 inches above 
the floor level. 

The fluorescent fixtures are on 
eight-foot centers and are mount- 
ed one foot distant from the sup- 
porting P-1000 Unistrut chan- 
nel (Figure 3). 

Alternating fixtures are on op- 
posite sides of the supporting 
channel. Each fixture is support- 
ed by two short lengths of P-7000 
Unistrut channel (Figures 1 and 
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4), drilled on one end and secur- 
ed to the main P-1000 channel by 
means of a %-inch P-1008 insert 
nut and a %-inch by 1%-inch hex 
head cap screw and washer. 

The fixture is secured to the 
other end of the P-7000 channel 
by means of a %-inch P-7006- 
1420 insert nut and a %-inch by 
%%-inch hex head cap screw and 
washers. 

The trolley duct is suspended 
from the main P-1000 Unistrut 
channel (Figure 4) at five-foot 
intervals by means of a %-inch 
P-1008 insert nut, a %-inch 
threaded stud, and a %-inch 
hanger end bolted to a Russell 
and Stoll FRS-108 hanger set sup- 
porting the trolley duct. 

The main P-1000 Unistrut chan- 
nels are joined together length- 
wise for a distance of 196 feet by 
means of U-940 joiner fittings and 
secured with four P-1006-1420 in- 
sert nuts and four %-inch by 1- 
inch hexagonal cap screws at each 
fitting (Figure 4). 

This main channel is itself sup- 
ported at 12-foot intervals by 
means of %-inch round iron rods, 
threaded at both ends. The lower 
end is screwed with nut and 
washer to a P-2335 hanger fitting 


hanger. The small inset shows how the %-inch iron rod 
is attached to the existing I-beams. A _ short length of 
P-1000 channel, two U-67 clamps, and a P-1010 '4-insert 
nut are used for each hanger. 


attached to the P-1000 channel. 

The upper end of the rod is at- 
tached to a short length of P-1000 
channel with P-1010 %-inch in- 
sert nut and secured to existing 
“T” beams by means of U-67 
clamps (Figure 4). 

At the ends of each run where 
no “I” beams exist, the short 
lengths of P-1000 channel at the 
upper ends of the rods are secur- 
ed to the wood construction by 
means of lag screws. 

The conduit supplying the fluo- 
rescent fixtures are also support- 
ed by the same P-1000 Unistrut 
channel. It is run along the side 
and is securely “Wrap Locked” on 
each side of all outlet boxes and 
at five-foot intervals. 

At this stage the job now looks 
simple, whereas it first presented 
serious problems — problems of 
getting light and power evenly 
distributed over large areas 
where there were no floor plugs, 
where the ceilings were 16 feet 
high, and where there were huge 
beams crossing these ceilings. 

It now looks simple because we 
can see how effectively a job can 
be whipped by taking advantage 
of new equipment and by using 
modern methods of installation. 
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EQUIPMENT 


How aluminum rolling scaffolds 


aid the electrician 


Use of new, advanced-type rolling work stands 


saves time and labor on many jobs 


by Edwin J. Beinecke, Jr. 


The Patent Scaffolding Co., Inc. 
Long Island City 1, N. Y. 


@ AN ImporTANT forward step in 
job efficiency was achieved by the 
introduction of light metal as a 
structural material for scaffold 
construction. Electrical workers, 
especially, have readily recogniz- 
ed the extra advantages of such 
equipment. Not only do alumi- 
num scaffolds eliminate needless 
weight but, in use, it is found that 
they contribute to greater all- 
around convenience, lower job 
costs. 

Sound engineering principles 
have replaced hit-or-miss, rule-of- 
thumb planning and modern scaf- 
folds have little in common with 
the heavier, fixed, not-too-safe, 
built - on - the - job wooden struc- 
tures that were so widely used at 
the turn of the century. The very 
elementary idea that men can do 
more and better work in the same 
time on time-saving, labor-con- 
serving, safer scaffolds has been 
proved true beyond all question. 

Few items of equipment show 
greater design progress than do 
aluminum rolling scaffolds. They 
are currently available in a large 
variety of heights to satisfy the 
specific needs of many types of 
electrical work. Standard frames, 
braces, platforms, and rubber- 
tired casters can be readily as- 
sembled into an almost unlimited 
selection of job-right scaffolds. 

Use of aluminum for the major 
components does not sacrifice 
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structural strength. Ordinarily, 
one man can erect and take down 
the average aluminum rolling 
scaffold. Decreased weight makes 
individual frames and parts easier 
to handle. Experience shows that 
it is safer to handle aluminum 
parts because of their lightness 
and that men are less likely to 
have accidents. 

Versatile aluminum scaffolds 
have many uses in the electrical 
field . . . and new applications are 
found daily. Indoors and out- 
side—they may be used for new 
work, repairs and maintenance in 
office buildings, factories, institu- 
tions and public buildings. 

The aluminum alloys used in 
scaffolding are as tough and 
strong as the alloys used in air- 
plane construction. The prefabri- 
cated frames, braces and plat- 
forms are interchangeable and 
can be incorporated in a struc- 
ture of any size consistent with 
normal safety standards. 


Major types available 


Aluminum scaffolds are of two 
types: sectional rolling scaffolds 
and _ sectional ladder scaffolds. 
The former have base dimensions 
of 4’ 6” x 6’. Ladder scaffolds, also 
available with casters, are ap- 
proximately 24” wide. 

Aluminum sectional rolling 
scaffolds are available with inside 

(Continued on page 56) 


This 3%-section aluminum section- 
al rolling scaffold provides many 
working levels. 


This three-section = stairway-type 

aluminum rolling scaffold was 

used with the top platform at the 
intermediate level. 


Ladder scaffolds such as this are 
ideal for many types of mainten- 
ance and electrical work. 
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APPLICATION 


Installation of 
remote-control wiring 


This second article in the series on remote control 


explains hew to plan and install a typical residential system 


by R. E. Smith 


Commercial Engineer 
Construction Materials Dept. 
General Electric Company 




















@ THE FUNDAMENTAL principles 
of the remote-control wiring sys- 
tem, its advantages, and a discus- 
sion of the components that make 
up this system were covered in 
the May issue of ELEcTRICAL 


_ SoutH. This new method of wir- 


ing has been rapidly accepted by 
electrical contractors, builders, 
and architects, because of the 
conveniences of multipoint con- 
trol of lights and appliance out- 


lets. Other facts, however, are not 
as well known. Therefore, this 
article covers the application of 
the remote-control wiring system 
to a typical small home, with a 
discussion of some of the com- 
parative costs of this system ver- 
sus the conventional system. 

Fig. 1 shows a home wired as 
many new homes are being wired 
today by conventional methods. 
The wiring shown in Fig. 1 by no 
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CONVENTIONAL LAYOUT 
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means meets the National Ade- 
quate Wiring Bureau standards, 
but it is fairly typical of what is 
being done in many localities. 
Conventional switching of this 
type has become so common that 
few people realize how inconven- 
ient it really is. Fig. 2 shows the 
same house wired with remote 
control. It is only necessary to 
compare Fig. 1 and Fig. 2 to see 
the difference. 

A few typical situations of add- 
ed convenience to be found in the 
remote control method shown in 
Fig. 2 are: 

The home owner is planning to 
leave for the evening. Lights are 
ON in the kitchen, living room, 
hall, and dining area. As he leaves 
the dining area doorway to enter 
his car, a convenient master 
switch allows him to turn out all 
these without making a tour of 
the rooms. Nor does he have to 
cross any portion of his home in 
the dark as is usually necessary 
with conventional wiring systems 
as shown in Fig. 1. 

When the owner returns, this 
same master switch allows him to 
turn ON wanted lights in the 
home before entering. Women, 
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particularly, enjoy the satisfac- 
tion of entering a lighted home. 

As the owner prepares to retire 
for the night, there is no need for 
him to make a tour turning out 
the lights. A master switch at the 
bedside allows him to be sure 
that often forgotten lights such as 
basement and garage lights are 


OFF. 
Protection features 


By leaving the selector in posi- 
tion nine as the owner retires, he 
has a bedside switch to control 
the bathroom light. Safely in bed, 
he may hear a noise in the night. 
With the conventional system, he 
has a choice of lighting the area 
where he is first, while keeping 
the area dark where the prowler 
is. 

With remote control, the master 
switch allows him to light the 
front and rear entries, the garage 
entry, living room, kitchen and 
dining area. Now the prowler is 
in the light and the owner in the 
dark area. The chances are the 
prowler will not stay long under 
these circumstances. 

Now, most everyone agrees that 
this type of control is desirable, 
























































FIG. 2 
REMOTE CONTROL LAYOUT 





but the item of cost requires con- 
sideration. 

In the switching system shown 
in Fig. 1, it is estimated that the 
following conventional materials 
are required: 

15 single pole switches 

15 sectional switch boxes 

225 feet of 14/2 BX armored 
rable 

8 single-gang switch plates 

2 two-gang switch plates 

1 three-gang switch plate. 

This material will cost the con- 
tractor approximately $30. 

In the layout shown in Fig. 2, 
the number of switching points 
has been increased from 15 to 28, 
and in addition to these 28 switch- 
ing points, two master switches 
are shown. To do this same job 
with conventional wiring, but 
without the master switches, the 
material cost is estimated at $80. 

To do this complete job with re- 
mote control including master 
switches, it is estimated that the 
materials will cost the contractor 
about $70. This includes 15 re- 
lays, 28 flush switches, 2 master 
switches, 6 single plates, 5 double 
plates, and 4 three-gang plates, 1 
transformer, 800 feet of 2-conduc- 














show the comparison of copper 
content of conventional wiring 
systems versus remote-control for 
several typical conditions. 

The comparison for various 
combinations of switching ar- 
rangements given in the table are 
based on those factors which are 
variable between conventional 
switching and the remote-control 
system. In the conventional sys- 
tem, the copper content is the sum 
of the copper in the switch parts 
and in the wire used to the 
switches only. For the remote- 
control system, the copper content 


Copper Savings through Use of Remote-Control Wiring 
Switch 
Arrangement 
11 Single Pole 
12 Single Pole 
15 Single Pole 
8 SP; 2—3W 
10 SP; 4—3W 
12 SP; 2—3W 
15 SP; 2—3W 
15 SP; 6—3W 
15 SP; 10—3W 


Pounds of Copper Used 
Conventional Remote Control 


4.61 4.58 
5.03 4.92 
6.29 5.95 
5.00 4.05 
7.49 5.03 
6.68 5.42 
7.94 6.44 
11.25 6.44 
14.55 8.43 


Saved 
Per Cent 


Copper 
Pounds 


0.03 } 
0.11 2 
0.34 5 
0.95 19 
2.46 
1.26 
1.50 
481 
6.12 











tor remote-control wire, 400 feet 
of 2-conductor remote - control 
wire, and 15 covers for mounting 
the control switches. 


In other words, the remote-con- ; 


trol materials including master 
switches cost $10 less than the 
conventional materials without 
masters. The customer can enjoy 
all the advantages of convenient 
switching for approximately $50 
to $75 more than the conventional 
inadequate, inconvenient switch- 
ing systems currently being in- 
stalled in many places. Assuming 
a $15,000 price of the home, re- 
mote control can be installed for 
about % of 1 per cent of the cost 
of the house. 


a Seeawerthanneba! 
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Conservation of critical materials 


phetak arta ASR eriy 


The selection of remote-control 
_wiring is extremely important in 
| these times of shortages of copper 
‘and steel. In one study made of 
tthe Adequate Wiring Bureau’s 


8 
& 


“average house,” it was found 
that when remote control was 
used, there was a saving of 42% 
of the copper and 86% of the steel 
in the switch loops. This is about 
20% of the copper and 34% of the 
steel used in the entire home (ex- 
clusive of the range circuits or 
- other single-purpose circuits). 
This study assumed that armored 
cable was used in the convention- 
al wiring. 

In making this study, the 
amount of wire required per 
switch or outlet was estimated on 
the following basis: single-pole 
switch loops (2 conductors), 15 
ft.; 3-way switch circuits (3 con- 
ductors), 20 ft.; lighting outlets, 
15 ft.; convenience outlet circuits, 
15 ft.; remote-control switch cir- 
cuits (3 conductors), 15 ft.; and 
remote control relay circuits (2 
conductors), 15 ft. 

Extending this study, the ac- 
companying table was prepared to 





is the sum of the copper in the 
switches, in the relay, in the wire 
used between the switches and 
relay, and a pro rata share of the 
copper content in the transformer 
(one transformer serves a com- 
plete installation.) 

In any discussion of costs, the 
electrical contractor is naturally 
interested in the procedure of a 
wiring installation as the amount 
of time and effort expended in 
labor, added to the materials 
charge, makes up the sum of his 
costs. 


Planning the installation 


When the contractor receives 
the floor plan showing suggested 
locations for switches, one of the 
first decisions to be made is the 
locations for mounting the relays. 
For maximum conservation of 
materials, the relay is mounted in 
the outlet box at the fixture being 
controlled. However, some con- 
tractors prefer to group relays in 
gangs and mount them in one or 
more centrally located gang box- 
es. This method is particularly 


(2) 
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popular in ranch type homes, and 
has the advantage of greater flexi- 
bility if the home owner ever 
wishes to make additions to his 
control system. When properly 
planned, very little more armored 
cable is required with this method 
than with the outlet-mounted 
methods. 

The transformer location should 
next be determined. Only one 
transformer is required for the 
normal residence. This may be 
mounted near the service equip- 
ment, or if relays are mounted in 
attic of a ranch house, the trans- 
former may be mounted in the at- 
tic near one of the gang boxes. 

The material take-off for Fig. 
2 is given in the first part of this 
article. In preparing the take- 
off, allow one relay for each cir- 
cuit to be controlled independent- 
ly of all others. At all of the in- 
dividual switching points, the re- 
mote-control flush switch is used. 
The switch is the same whether 
the relay is controlled from one, 
two, or ten places. There are no 
conventional single pole, three- 
way and four-way switches. 

“Roughing in” wiring 

The following procedure is us- 

ually followed in “roughing in” 


frame buildings with remote con- 
trol: 

Step 1 — Service. Rough in 
service, branch circuits, includ- 
ing wiring, boxes, etc., but not 
including switches and _ switch 
loops. 

Step 2 — Knockouts. Break out 
knockouts to be used for relay 
mounting at the fixtures. 

Step 3—Relays. Relays should 
not be mounted at this stage of 
the wiring as they may be dam- 
aged during the plastering opera- 
tion. 

Step 4 — Switches. Mount 
switch supports at all switch lo- 
cations. Use 4-inch square outlet 
box covers for single-gang flush 
devices, or sectional switch box. 

Step 5 — Transformer. Mount 
the transformer at the location as 
decided from planning considera 
tions. The transformer base 
mounts directly on 3%-inch or 
4-inch octagon or 4-inch square 
outlet boxes. 

Step 6 — Wiring. Use three- 
conductor remote-control wire 
for all runs from switch locations 
to relay location. Wires can be: 
(1) run from each switch point 
to relay point, or (2) from switch 
to switch and finally to relay lo- 
cation. 

(Continued on page 58) 


CONSTRUCTION DETAILS — (1) A plaster ring box cover is all that 
is required to support one, two, or three flush switches. (2) Control 
switches are being installed in this master bedroom in locations that will 
be convenient for any bed location. (3) This new switch-controlled outlet 
may be wired so that one or two outlets are switch controlled while the 
other remains “hot.” (4) Installing the remote-control relay. Note loop 
of wire that permits -relay to be removed in future if changes are re- 
quired. (5) Wires for master switch are identified by tags for quick 
wiring during finishing operation. (6) Installing the master switch. (7) 
Installing a two-gang remote-control flush switch. 


(3) (4) 
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Publicize your installations 


PROMOTION 


Public relations program lets the public know 


about what this company has done — and can do! 


@ SETTING uP a public relations 
program, which has as its goal 
publicizing every major installa- 
tion made by the firm, has proven 
an excellent volume-builder year 
after year for Dameron Electric 
Company, operated by James E. 
Dameron, in Springfield, Mo. 
Mr. Dameron, who while still 
in his early 40’s, has 22 years of 
experience in electrical installa- 
tion behind him, feels that the 
contractor who achieves an un- 
usual successful installation of 
any sort, and then “lets it die” so 
far as his future operations are 
concerned, is making a serious 
tnistake. 

While building up Dameron 
lectric Company from a small 
rganization employing only two 
lectricians, to its present size, 
ith a staff of 25, he has always 
aintained the theory that “the 
ublic and future prospects ought 

be told about it.” 

Much of the Missouri contrac- 
tor’s success since opening up un- 
der his own banner six years ago, 
has been based on the fact that 
his installations bring real operat- 
ing economy under most circum- 
stances, and the fact that he con- 
scientiously engineers almost 
every installation himself. 

As a result, Dameron Electric 
Company has a reputation for 
“tackling the tough ones,” which 
regularly brings in customers who 
have unique electrical problems 
on their hands, and trust to the 
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by Robert A. Latimer 


contractor to come up with the 


- solution. 


Such situations provide the 
ideal background for favorable 
_ publicity, testimonial presenta- 
tions for future prospects, etc., 
according to Mr. Dameron. 

“We make it a point to let as 
many people as possible under- 
stand the steps we made to solve 
an electrical installation prob- 
lem,” he indicated, “as a routine 
practice. 

“Nobody can tell when a set of 
photographs kept on file, a con- 
gratulatory ad upon completion 


of a new building, etc., will catch 
the attention of the businessman 
who may be our next customer. 
Therefore, we consider publiciz- 
ing each installation as soon as it 
is completed, as an integral part 
of the job.” 

There are many ways in which 
the contractor can gain recogni- 
tion for his service, according to 
Mr. Dameron. 

First, and probably most effec- 
tive, is the making up of a com- 
plete “picture history” on all such 
jobs. Thus, whenever any but 
the smallest installations are com- 


This combination of bus ducts for heavy machinery and trolley ducts for 


hand-held electric tools was installed by 


Dameron Electric for Bissmann 


Mfg. Co., furniture manufacturers in Springfield, Mo. This is typical of 
some of the unusual jobs completed by Dameron. He keeps a_ pictorial 


record of such installations and obtains as much publicity 


as possible. 
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How 


Urtiizinc A novel “letter ap- 
proach” which thoroughly famil- 
iarizes 
with the experience, personnel, 
and facilities of his firm, has sold 
a long list of profitable contracts 
for James E. Dameron, head of 
Dameron Electric Company, con- 
tractors of Springfield, Mo. 

The “letter approach” which 
Mr. Dameron has found effective 
in 75% of all cases is simply a 
multi-page, individually type- 
written letter which he serids to 
any major electrical - service 
prospect as soon as he learns of 
the potential job. 

Like most progressive contrac- 
tors, Mr. Dameron subscribes to 
Dodge reports, reads the Spring- 
field daily construction and per- 
mit journal each morning, and 
follows up every tip on the same 
day he receives it. 

“Usually, I drive to the site 
and look it over before starting 
out on my contacts,” he indi- 
cated. “If plans are available in 
the architect or builder's office, I 
look these over, too. The im- 
portant thing is to learn as much 
as possible about the installation 
and what it will be used for.” 


Then, taking plenty of time for 


each individual project, the Mis- 
souri contractor sits down and 
begins dictating his “approach 
letter” to whoever has the au- 
thority to appoirit the electrizal 
contractor on the job 

The letter first introduces Mir. 
Dameron, gives some facts about 
Dameron Electric Company an.| 
the major installations which 
have been made in past years 
(as nearly as possible akin to the 
projected contract), and then 
goes into a complete inventory of 
personnel and equipment which 
the firm can offer. 

Listed in the letter 
truck, power 


is every 
tool, etc., which 


rleted, Mr. Dameron. has every 
aspect photographed by a com- 
mercial photographer, ‘and perma- 
nently files away the photographs, 
together with specifications, cor- 
respondence, payment sheets, 
copies of invoices, and other pap- 
ers concerning that individual 
contract. 

Kept neatly in a folder, the pic- 
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a prospective customer 


Dameron Electric Company has 
available, including such unusual 
equipment as pipe benders, 
lathes, drill presses, pipe thread- 
ers, welding equipment, cutting 
torch, polishers, and parts. Fol- 
lowing this he gives a list of 
material on hand which will fit 
into the proposed job. 

Each such letter makes much 
issue of the fact that Dameron 
Electric Company has enough 
equipment available, plus 10 
electrician specialists, that it is 
never necessary to subcontract 
any part of the installation. 

“This fact carries a lot of 
weight today,” Mr. Dameron em- 
phasized. “With construction 
costs so high, and the need to 
finish building as rapidly as pos- 
sible, few builders or owners are 
willing to risk being held up by 
some subcontractor. Thus we 
make it plain that we are equip- 
ped to make good any completion 
date which we estimate.” 

Neatly typed, such letters are 
sent special delivery to the reci- 
pient, and never fail to make an 
excellent impression. Even where 
building owners or contractors 
have been seriously pressed for 
time, each invariably takes time 
out to respond to Mr. Dameron’s 
letter. 

Where the customer is well 
enough impressed to seriously 
consider the time and materials 
proposal with which the Spring- 
field contractor concludes each 
letter, Mr. Dameron responds to 
the telephone call with an im- 
mediate personal visit. The 
chances are, that with further 
discussion, he will wind up with 
a profitable time and materials 
contract, instead of competing 
“out in the open” with other 
electrical contractors 

Half-a-dozen major 
tions of this nature 


installa- 
were com- 


tures can be utilized many times 
in the future, in convincing a 
dubious prospect of Dameron 
Electric Company’s ability to 
solve any difficult problem. Like- 
wise, the photographs quite fre- 
quently will be run in local news- 
papers, when furnished by the 
contractor to the editor. 

Lastly, a leather-bound photo 


the “letter approach” wins contracts 


pleted on time and materials 
during 1950, including the ultra- 
modern Springfield News news- 
paper plant, the Gospel Publish- 
ing Company’s huge plant, the 
equally large Central Bible In- 
stitute, and others. 

“Naturally, the letter approach 
alone isn’t enough to wind up in 
a signed contract,” Mr. Dameron 
added. “It usually requires one 
or two personal calls before we 
convince the prospect that it’s 
wise to turn the entire electrical 
installation over to us without 
publishing a bid invitation. 

“However, I find that the let- 
ter-inventory has the effect of 
indicating to the prospect that 
he can save himself a lot of time 
and trouble by calling us in, par- 
ticularly where he is already 
snowed under with other con- 
struction details. 

“As a result, when we discuss 
some of the installations already 
made, show a few pictures, and 
point out the excellent reputa- 
tion which we have earned in the 
past, it isn’t difficult to close the 
contract there and then.” 

Mr. Dameron spends as much 
as three and four hours in com- 
posing and typing up each of his 
“approach letters,” insuring that 
each fits the individual situation 
involved, and is completely 
personalized for the benefit of 
the prospect involved. This 
amount of effort is readily dis- 
cernible in his letter, a fact 
which prospects appreciate. 

The same painstaking care goes 
into such letters whether the job 
will involve only a few week's 
work, or extend over months 
Net results, however, are ex- 
tremely early contact with the 
customer, creation of a lasting 
good impression, and finally, eli- 
mination of tiresome calculation 
necessary in submitting bids 


album of completed jobs is a 
quick but thorough means of im- 
pressing new prospects with the 
wide experience of the firm. 
Incorporated in each of the 
folder case histories on completed 
jobs are details on any unusual 
aspect, particularly where the in- 
stallation has saved the customer 
(Continued on page 60) 
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@ Wuat Is HAILED as the world’s 
first “Lighting Mobilization Cen- 


« * ter” was unveiled recently at 

Nela Park, headquarters of Gen- 

I] htin eral Electric’s Lamp Department, 
Cleveland. 

The multi-purpose center is de- 

signed to demonstrate how light- 


ing affects seeing, how it improves 
visibility of the seeing task, and 


how it creates a pleasant environ- 
ment for the workers. 
| 


For the first time anywhere, the 
new center is said to have assem- 
ene £ bled at one focal point all the 
demonstrations of principles of 
nd | Za 10n seeing and lighting essential to 
the nationwide industrial mobili- 

zation activities. 

Application of the knowledge 
to be gained at the center is seen 
by Nela Park engineers as great- 
ly increasing production of vital 

‘ aA ‘ . “tools” for the armed forces as 
Multi-purpose center demonstrates how lighting neti inc: sctsaiatial aniile tact abelian 
can accelerate the industrial mobilization effort needs. ; 

Heart of the educational center, 
approximately 30 feet square, is 
a compact room with a seating 
capacity of 90 persons. An out- 
standing feature of the room is 
the novel utilization of its wall 
and ceiling areas, each of which 
serves as an individual stage and 
separate “theater of action.” 

Adjoining areas, one visible 
through a huge glass partition, 
the other but a few steps away, 
are devoted to specific lighting 
demonstrations, displays, and rec- 
ommended fixtures for industry, 
commerce, and workers’ homes. 


Ceiling of the Lighting Mobili- 


i 


The new “Lighting for Mobiliza- 
tion” center of General Electric’s 
Lighting Institute at Nela Park em- 
phasizes the importance of ade- 
quate, comfortable, and pleasing 
lighting for high industrial produc- 
tion and morale. Practical examples 
illustrating techniques of obtaining 
these kinds of lighting are shown 
in an industrial area which opens 
up as a stage at one end of the 
center. Here E. A. Linsday, illu- 
minating engineer, describes some 
of the features of the industrial 
area’s lighting to a group which is 
separated from the area by large 
plate-glass windows. 
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the task to be performed, and the 
light source. 

Expanding rings of a giant 
bull’s-eye pattern suggest the 
manner in which light emanates 











from an incandescent or mercury 
lamp. A large “prism,” contain- 
ing a special chemical solution, 
breaks up light from a light 
source into its various colors, fan- 





ning them out to form a greatly 
enlarged lamp spectrum. 

This functional spectral display 
is said to be the largest lamp spec- 
trum ever built for demonstration 
purposes. Characteristics of the 
sun’s radiations, their quantity 
and quality, and the sensitivity of 
the human eye to various wave 
lengths are indicated on this col- 
orful mural display. 

Audience participation is pro- 
vided in connection with the dem- 
onstrations staged with the aid of 


A huge mural, which covers one wall of the new lighting center . serves 
both as a decoration and as a means of pointing out the elements of seeing. 
Here C. M. Cutler, chief planner of the center, describes details of the 
mural to Henry J. Chanon, manager of the General Electric Lighting Insti- 
tute. The ceiling, in the foreground, features a wide variety of lighting 


units, making possible the demonstration of numerous lighting systems. 


zation Center, according to the 
G.E. illuminating engineers, is 
“the world’s most versatile and 
flexible overhead lighting system 
ever installated in a single full- 
size room.” 

The 12-foot-high ceiling’s “100 
lighting systems in one” are de- 
signed to show that high levels of 
lighting in industry are both ne- 
cessary and obtainable today 
without accompanying glare and 
discomfort. 

This the engineers demonstrat- 
ed, producing 350 foot-candles of 
lighting from the overhead sys- 
tem, or some seven times the 
amount of light prevailing in the 
average modern industrial plant. 

Making possible the many 
lighting effects shown is an un- 
usual arrangement of incande- 
scent and fluorescent lamps in the 
center’s ceiling, and an elaborate 
network of wiring and electronic 
equipment crowded into the lim- 
ited space immediately above the 
lighting system. 

Walls, floor, and curtains of the 
center are done in a neutral gray. 
The designers explained that this 
tone permits lighting to provide 
color patterns and to create desir- 
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ed textural quality. 

One of the side walls is devoted 
to a dramatic portrayal of techni- 
cal diagrams created by the Nela 
Park engineers to illustrate “how 
we see.” Prominently symbolized 
here are the three factors essen- 
tial to seeing, namely, the eye, 


the center’s ceiling and “how we 
see” mural setup. This is done 
by providing each person in the 
audience with assortments of 
typical industrial seeing tasks to 
be performed by the individual 
himself. 

These tasks are designed to 
“drive home” the salient facts 
about the amount of light requir- 
ed for top production in industry 
as well as the facts regarding re- 
flection, glare, color shadows, 
speed and accuracy of vision. 

The center’s other  side-wall 


(Continued on page 62) 


The South was well represented at the two-day Utility Lighting Conference 
sponsored by General Electric Company at Nela Park, Cleveland, recently. 
Outstanding feature of the conference was the unveiling of the new Light- 
ing Mobilization Center. Participating in the center’s dedication were 77 
utility lighting executives from all sections of the nation. Among those 
from the South were, left to right: Hal M. Horton, G. E. Lamp Depart- 
ment district engineer from Atlanta, Ga.; John Haverkamp, of New Orleans 
Public Service Co.; Tom Lynn, Southwestern Public Service Co., Amarillo, 
Texas; William B. Shenk, Florida Power Corp., St. Petersburg; and John 
B. Deck, Jr., of Texas Power & Light Co., Dallas. 
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APPLICATION 


Installation of radiant-heating elec- 

tric cable is simplified by use of 

stapling machines. Testing devices 

such as ohmmeter and ammeter 
are needed, also. 


Ceiling-type radiant electric heat 


Lack of promotion in this field on part of utilities 


has not held back development in some areas 


@ Raptant ELeEctrRIc heating of 
the custom-built type, making use 
of either electrical heating cable 
buried in plaster or ready-built 
panels, is coming into use exten- 
sively. In Knoxville, it is report- 
ed that 90 per cent of the new 
homes recently completed are 
heated electrically and many of 
these are of the radiant-heat type. 
In Nashville there are more than 
11,000 electrically heated homes, 
representing a saturation of some 
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15 per cent, and many of these, 
too, are of the radiant type. 
Interest in radiant electric heat- 
ing systems has been increased to 
some extent by the entry into the 
field of a new manufacturer of 
electrical heating cables and 
panels with headquarters in 
Knoxville. This company has 
facilitated the installation of built- 
in radiant electrical heating sys- 
tems by making available all of 
the materials needed from a single 


source, including heating cable, 
stapling machines, thermostats, 
etc. 

Designated as Ceil Heat, the 
line offered by Homes, Inc., of 
Knoxville, Tenn., includes ready- 
made heating panels with either 
gypsum face or asbestos face in 
several sizes up to 4 feet by 8 feet, 
and in capacities from 240 watts 
up to 1,120 watts. The Ceil Heat 
cable for use in plaster ceilings is 
color coded for the various heat- 
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ing capacities. Cables for opera- 
tion at 115 volts are available in 
several lengths from 105 feet rat- 
ed at 300 watts to 500 feet at 1,500 
watts. For 230-volt operation the 
cables vary from 210-foot lengths 
rated at 600 watts to 1000-foot 
lengths rated 3,000 watts. 

As in other types of electrically 
heated buildings, insulation is 
most important. Complete insula- 
tion is recommended for best per- 
formance. The insulation controls 
the action and direction of the 
radiant rays, and the reeommend- 
ed insulation results in maximum 
heating efficiency and economy. 

Where the electrical heating 
cables are to be installed in the 
ceiling, it is recommended that 6 
inches of mineral wool insulation 
or equivalent be installed in the 
ceiling, 35g inches in the walls, 
and 2 inches under floors. Doors 
and windows should be weather- 
stripped and caulked thoroughly. 

Installation experience indicates 


Note that plastering is always done lengthwise with the wire, never across 

the wire. Brown plaster must be at least '2-inch thick to completely en- 

case the Ceil Heat cable. Plasterers should abide by manufacturer’s recom- 

mended procedure, or by plasterers association code plastering for 
radiant heat and for slow drying. 


on 


that insulation should not be in- 
stalled above the lath before plas- 
ter is dry. Also, the ceiling joist 
should be thoroughly air-dried 
and must conform to the appli- 


cable building code. 

In the case of a two-story house 
where heating cable is below floor 
above, and the insulation has to 
be installed before the heating ca- 


bles and plaster are installed, it is 
important not to use a vapor seal. 
If insulation batts are used, the 
vapor-seal paper should be re- 
moved. 
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Installation details for an efficient ceiling-type radiant 
electrical heating system are illustrated here. Contractors 
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who have followed these instructions report hundreds of 
jobs without complaints or callbacks for repair of faults. 








In planning an installation, the 
heating requirements are fig- 
ured in the conventional manner 
with consideration being given to 
the “design temperature” custo- 
mary in that particular location, 
that is, the lowest outside temp- 
erature for which heating may be 
required to maintain comfortable 
inside conditions, and the heat- 
loss characteristics of the type of 
construction, insulation used, and 
so on. 

These conventional calculations 
result in the heating requirements 
for each room, and it is then ne- 
cessary to select the cable or com- 
bination of cables that will pro- 
vide the required amount of heat 
in each room. 

For best results, the heating 

cable should be spaced uniformly 
on the ceiling in a back-and-forth 
configuration. In no case should 
the spacing between heating ca- 
bles be less than 1% inches. Clos- 
er spacing than this will result in 
too much heat being released at 
these points. 
The proper spacing of heating 
cable for a given length of cable 
in a room of given dimensions can 
be obtained from a simple calcula- 
tion. To provide for a 6-inch space 
all around the room between 
heating cables and walls, sub- 
tract 1 foot from the room length 
and 1 foot from the room width. 
Multiply this corrected length and 
width to obtain the area in square 
feet and multiply this area by 12. 
The result is then divided by the 
icable length in feet to obtain the 
pproximate cable spacing in 
nches 


Typical example 


As an example, assume that a 
room 14 feet by 10 feet requires 
1500 watts, and that this can be 
obtained from a cable 545 feet in 
length. Subtracting 1 foot from 
the length and 1 foot from the 
width of the room, the dimensions 
are 13 by 9, the product of which 
is 117. Multiplying this product 
by 12 gives 1404, and dividing this 
number by the length of cable, 
545, gives 2.58 as the proper spac- 
ing in inches between cables. Ac- 
cordingly, a spacing of 2% inches 
could be used. 

Jack Moyers, of the Moyers 
Electric Company, of Nashville. 
Tenn., has installed a number of 
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radiant electric heating installa- 
tions, both in old homes and new 
homes, but chiefly the latter. 

He reports that during the past 
winter’s ice and sleet storm in 
Nashville, when the temperature 
was 5 to 15 degrees below zero for 
several days in succession, the 
homes in which he had installed 
radiant electric heating were 
thoroughly comfortable. He re- 
ports that out of hundreds of heat- 
ing installations of this type, he 
had not a single complaint from 
any user and has not had to go 
back to correct any faulty con- 
struction. 

In commenting upon some of 
the factors which contribute to a 
successful radiant electric ceiling 
heating system, he says: 

“The cable must be equally 
spaced in its looping back and 
forth over the ceiling and there 
should never be less than 1% 
inches between loops. The turn- 
around loop at each end of the 
ceiling should be rounded and not 
“square. The staples holding the 
cable in place should not be furth- 
er apart than 8 inches. 

“When stapled to gypsum plas- 
ter board, the cable should run 
opposite to the direction of the 
long dimension of the boards. 
This helps to bind the plaster 
more firmly to the plaster board 
when applied over the cable. 

“The plaster coating must be of 
a uniform thickness all over the 
ceiling. The thickness should be 
somewhere from 1 to 1% inches 
but as uniform as possible for 
whatever thickness is selected be- 
tween these limits.” 

In the case of a great majority 
of installations completed by Mr. 
Moyers, the electrical contractor 
has planned the layout from the 
start without any specific require- 
ments or demands from the power 
company or through city ordinan- 
ces. Occasionally, a general con- 
tractor, in subletting the wiring 
and heating to the electrical con- 
tractor, will include a few specifi- 
cations of his own. A skilled con- 
tractor observing a few main pre- 
cautions should have no trouble 
installing safe, effective heating 
systems of this type, Mr. Moyers 
reports. 

W. F. Cale, electrical contractor 
of Knoxville, Tenn., has also in- 
stalled many radiant electric heat- 


ing installations. He reports that 
the installation is relatively sim- 
ple and that while he could figure 
out the proper layout himself, he 
has usually utilized the services 
of the engineer of the heating- 
cable distributor in determining 
the proper cable wattage for each 
room. 

As an indication of the activity 
in this field, Mr. Cale reports that 
just recently he installed 18 kw of 
heat in a large house that includ- 
ed living room, three bedrooms, 
dining room, two bathrooms, hall, 
foyer, kitchen, and _ storeroom. 
Each room had its own heating- 
cable installation in the ceiling. 
One day, recently, installations 
were made in three older houses. 


Special applications 


Mr. Cale points out that this 
type of heating is especially ap- 
propriate for additional rooms 
added to an old house. 

“You don’t have to bother 
about changing the heating sys- 
tem in an old house where the 
room is added,” said Mr. Cale. 
“One house where a room was 
added had a furnace in it, and 
changing the heating-system de- 
sign would have cost between 
$300 and $400. But with an elec- 
trical radiant ceiling type installa- 
tion, it was less expensive.” 

The instructions for installation 
procedure are provided by the 
heating-cable manufacturer. 
Many of these are illustrated in 
the accompanying diagram. 

It is especially important to 
check each cable with an ohmme- 
ter or ammeter for continuity and 
capacity. Breaks, where the in- 
sulation has pulled the wire back 
together, will show up if the 
meter is left connected to the 
cable, while a broom is run light- 
ly over the wires. These are the 
most common type of breaks. Do 
not plaster over the cable or en- 
close the non-heating lead until 
they have been inspected by the 
local electrical inspector. 

Although the electrical contrac- 
tors who have handled a large 
number of these installations re- 
port few instances of trouble, 
there will be occasions when dam- 
aged or broken cables must be 
located for repair. 

A properly installed system 

(Continued on page 64) 
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INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and their agents. 


NECA holds 
Atlanta meeting 


@ THE pRoGRAM of the District 3 
meeting of the National Electrical 
Contractors Association, held 
May 25-26 at the Henry Grady 
Hotel in Atlanta, included many 
timely subjects relating to elec- 
trical contractors and the associa- 
tion. 

D. B. Clayton. Sr., vice-presi- 
dent of District 3, called the Fri- 
day meeting to order, then gave 
the program introduction follow- 
ing a welcome delivered by J. 
G. Ness, president of the Atlanta 
chapter of NECA. 

First speaker of the morning 
was Paul M. Geary, executive 
vice-president of NECA, who 
poke on “NECA Nationally — 
oday.” Clint J. Harder, secre- 
ry-treasurer of NECA, address- 
the group on “Income-Expense 

nd Membership,” followed by 
D. Howell, assistant secre- 
ry-treasurer, NEBF, whose 
bject was “National Electrical 





ISA chapter 
elects officers 


@ AT A BUSINESS meeting held 
concurrently with the annual 
convention, the Southwestern 
Chapter, National Industrial Ser- 
vice Association, elected John F. 
Loyd as president of the chapter. 
Mr. Loyd is associated with Loyd 
Electric Co., of San Antonio. 
Other officers elected at the 
same time are: first vice-presi- 
dent, Gus R. Lieber, Shreveport 
Armature and Electric Co., 
Shreveport, La.; second vice- 
president, J. B. Johnson, J & J 
Armature Works, Tyler, Texas; 
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Benefit Fund Statistics.” 

Charles S. Thurber, field rep- 
resentative for District 3, was 
the last speaker on the morning 
agenda, and spoke on “Field 
Service — Today,” followed by 
an open forum and adjournment 
for luncheon. 
| Afternoon speakers included 
C. W. Moseley, chairman of the 
NECA Government Affairs Com- 


-mittee; Walter W. Becky, Nela 


Park; G. X. Barker, international 
vice-president, IBEW; W. B. 
Petty, international vice-presi- 
dent, IBEW; and Dwight L. 
Casey, manager of the Carolinas 
chapter. 

Saturday speakers and their 
subjects included D. B. Clayton, 
Sr., “Off the Cuff”; J. E. Mellett, 
president, J. M. Clayton Co., 
“Business Statistics”; and E. R. 
Cornish, director of research for 
NECA, “NECA”s Research and 
Education Program.” 

A meeting of the board of 
governors of District 3 followed 
adjournment. 


secretary-treasurer, C. J. Bonno, 
Payne Electric Co., Houston, 
Texas; and executive secretary 
Virgil Goodman, 804 Neil P. An- 
derson Bldg., Ft. Worth, Texas. 


Code analysis 
announced by NEMA 


@ Tue 1951 Revision of the Na- 
tional Electrical Code has been 
published by its sponsor, the 
National Fire Protection Associa- 
tion, has been approved as an 
American Standard by the Amer- 
ican Standards Association, Inc., 
and will be published very short- 


ly in the conventional form by 
the National Board of Fire Un- 
derwriters, 85 John St., New 
York, N. Y. 

In accordance with its usual 
procedure, NEMA has published 
an Analysis by Arthur L. Abbott 
of all of the changes made in the 
Code since the issuance of the 
1947 edition. The Analysis con- 
stitutes a handy reference to the 
changes made in the Code and 
enables the user to determine 
readily which of them is of par- 
ticular interest to him. 

Copies of the Analysis are 
available for immediate distribu- 
tion at a per copy price of 25 
cents. 


Virginia representatives 
hold golf outing 


@ THE ANNUAL golf outing of the 
Electrical Manufacturers’ Repre- 
sentatives of Virginia was held 
recently at the Monacan Hills 
Country Club, at Manakin, near 
Richmond. 

Golf, relaxation, and a steak 
dinner were the principal fea- 
tures of the program. Many of 
the local industrial electrical 
customers of the representatives 
were present as guests and com- 
peted for the attractive golf 
prizes offered to encourage friend- 
ly competition. 


New Florida act 
regulates utilities 


@ THE NEw Act regulating public 
utilities in the state of Florida 
defines “public utilities” to in- 
clude gas or electric companies. 
but excludes municipalities, REA 
co-ops, non-retail natural-gas pipe 
lines, and bottled-gas suppliers. 

It requires public utilities to 
furnish service not involving re- 
sales upon request and provides 
that rates and conditions of serv- 
ice shall be fair and reasonable 
and that no unreasonable discri- 
mination shall be made as to any 
person or locality. 

The State Commission has 
jurisdiction to regulate rates and 
services of public utilities and, 
after July 1, 1951, to regulate the 
issue and sale of securities ma- 
turing more than 12 months after 
date of issue. 

The State Commission has the 
power, among others, to prescribe 
a uniform system of accounts 
which “shall set up adequate, 
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**In the design of modern houses, we 
find that a concealed heating system 
such os Ceil Heat, electric radiant 
ceiling cable, affords us the oppor- 
tunity of unlimifed design freedom, 
resulting in greater utility, comfort 
ond beouty in space arrangements." 


Bianculli, Palm & Purnell, Chattanooga 
Architects for the Model House. 


Now everyone can enjoy better living through Ceil 
Heat, the revolutionary electrical ceiling cables that pro- 
vide invisible radiant heat—like the healthful rays of the sun. 
Yes, Ceil Heat, the new standard for cleaner, more com- 
fortable heat—is economical for homes in all price ranges! 


THOUSANDS OF USERS - in Tennessee and adjoining 
states—homes of varying sizes—all say they “wouldn’t 
swap Ceil Heat for any other comfort in the home!” 
Compared to conventional heating systems, the combined 
installation and operation of Ceil Heat actually costs 
less in the low-power-rate areas—costs very little more 
in most of the high-power-rate areas! There’s no wasted 
heat—each room is individually controlled. Ceil Heat is 
the fastest, cheapest and simplest way you can build a 
modern heating plant into a house. 


NEW FREEDOM OF DESIGN -Ceil Heat makes it 
easier for architects to design more beautiful, more effi- 
cient homes by utilizing space formerly needed for regis- 
ters, radiators, pipes, furnace, fuel storage, and cellar. 


CEILCHEAT 


ELECTRIC RADIANT CEILING CABLES 
“INVISIBLE RAYS THAT HEAT LIKE THE SUN” 
Cable, thermostats, staples and all materials for above installations fur- NAME 


nished by following distributors: — Harris-Patrick Electric Supply Co., 
— Nashville, Tennessee; Roden Electrical Supply Co., 


NEW invisible CEIL HEAT 
Selected for Model House 


OF CHATTANOOGA ASSOCIATION 
OF HOME BUILDERS 








EASY TO ESTIMATE * EASY TO INSTALL- 
Just staple the cable to ceiling base and cover with plaster 
or wall board. Quickly installed by a local electrical con- 
tractor. Easy-to-follow instruction manuals furnished— 
contain simple tables for all climatic conditions to calcu- 
late heat losses and cable required. Ceil Heat is truly easy 
to specify, easy to estimate and easy to install! 


TROUBLE-FREE -Ceil Heat is waterproof and non- 
corrosive—won’t blister paint or paper, or crack plaster. 
Nothing to get out of order—no repairs needed if installed 
according to simple directions, Five-year guarantee on 
cable. Acceptable for FHA mortgage financing. 


CEIL HEAT IS THE STANDARD - in radiant ceiling 
heat... perfected solely by Ceil Heat Division of Homes, 
Inc. Sold only through electrical 
distributors to approved licensed 
electrical installers. Write today for 
literature, fully illustrated, also 
showing other uses for Ceil Heat. 


CLIP AND MAIL TODAY! 





CEIL HEAT Division, Homes, Inc., Dept. E.S. 6 
P. O. Box 1167, Knoxville, Tennessee. 


Please send me—without obligation 
—complete literature on Ceil Heat. 





Knoxville, Pee tittarnimenes 


Tennessee; Hajoca Corp., Chattanooga, Tennessee; Southern Whole- 


salers, Int., Dalton, Georgia; Frazier Machinery and Supply Co., Decatur 
Alabama ; Southern Supply Co., Jackson, Tennessee ; Kingsport Electric Co ., 
areas available. Write today. 


Kingsport, Tennessee. Limited FRANCHISE 
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fair, and reasonable depreciaticn 
rates and charges,” to make in- 
vestigations and to require in- 
formation and periodic reports, to 
require additions to plant to pro- 
vide service, and to make such 
rules and regulations and to ex- 
ercise such judicial powers as 
may be necessary to carry out 
the provisions of the act. 


Manufacturers name 
new distributors 


@ An AtLanta electronic and 
electrical products distributor, 
James Millar Associates, has been 
recently named representative in 
several southern states for two 
manufacturers. 

The company will handle con- 
stant voltage transformers for 
Sola Electric Co., Chicago, IIl., in 
the states of Georgia, Florida, 


Alabama, Mississippi, and Ten- 


nessee. 

They will also be in charge of 
distribution for “Amprobe” pock- 
et tong-type volt-ammeters for 
Pyramid Instrument Corp., New 
York, N. Y., in North Carolina, 
South Carolina, Georgia, Florida, 
Alabama, and Tennessee. 

James Millar Associates has re- 
' cently moved to new Atlanta 


| 


ELECTRICAL INDUSTRY PIONEERS—Six pioneers of the electrical in- 


dustry were awarded 50-year golden anniversary certificates recently at the 


30th anniversary dinner of the 


Electrical 


Association of New Orleans. 


Left to right, seated, are John K. Raby, E. M. Snyder, Henry Gsell, and G. M. Niemeyer; stand- 


ing, L. L. Newman, W. E. 


Clement (pioneer chairman who presented the certificates), and 


A. Baldwin Wood. 


quarters at 1036 Peachtree St., N. 
E., Station C, P. O. Box 116, At- 
lanta 5. 


@ THe Fast Lok Mfg. Co., 
Bridgeport, Conn., manufacturers 
of adjustable bar-hangers with 
snap-on stud, have announced the 
appointment of the following new 


IES HONORS PRESIDENT—Waklter Sturrock, president of the Hluminating 
Engineering Society, was honored in Atlanta recently on the completion 
of his nationwide speaking tour. Mr. Sturrock spoke at the President's 
Night dinner sponsored by the Georgia Section, IES. Alston Rodgers, chair- 
man of the committee on progress, presented a “Parade of Lighting Pro- 


gress.” 


Shown at the meeting, left to right, front row: Mr. Sturrock: Hal M. Horton, chairman of the 


Georgia Section; 


Ine., 


36 


and Mr. Rodgers. Back row, James F. 
Inc., St. Louis; J. E. Sweatte, Georgia Power Co.. 
Atlanta. 


Whitehead, Jr., Day-Brite Lighting, 
Atlanta: and Judd Lough, Helophane Co., 


agents to represent them in the 
Southeast: 

L. Morris Landers Co., Atlanta, 
Ga., who will cover Alabama, 
Florida, Georgia, Mississippi, 
North and South Carolina, and 
Tennessee. 

Charles E. Esposito, Baltimore, 
Md., covering Maryland, Virginia, 
and the District of Columbia. 


Atlanta sales agent 
named by Inter-Matic 


@ Announcement of the appoint- 
ment of Edgar E. Dawes & Co., 
Atlanta, Ga., as exclusive sales 
agents for Inter-Matic Time 
Switches in the southeastern dis- 
trict has been made by Interna- 
tional Register Co., 2620 W. 
Washington Blvd., Chicago 12, Ill 
Til. 


Essex announces 
product organization 


@ Tue Essex Wire Corporation 
has announced the formation of 
an organization for the design, 
development, manufacture, and 
marketing of luminous tube 
(neon), oil-burner ignition, and 
fluorescent lighting transformers. 
The marketing of these pro- 
duct lines will be under the di- 
rection of John Ford, whose of- 
fices are located at 4213-15 Mil- 
waukee Ave., Chicago 41, IIl. 
Mr. Ford was formerly vice- 
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Mom "5... 


Malleable Iron Fixture Body 


’”" or %” Hubs 


WITH MALLEABLE IRON BODIES 


100 WATT OR 150-206 WATT UNITS 


Neoprene Rubber 
Ring Attachment 


One of Four 
Reflector Styles 
Baked Porcelain 

Enamel Finish 


Exclusive Unit Assembly 
(Receptacie— Globe — Guard) 


MR. ELECTRICAL WHOLESALER Says: 
“Appleton V-51 Series Vaportight Fixtures 
answer my stock-keeping problems perfectly. 
The line’s variety—p/us complete inter- 
changeability of parts—means | can meet 256 
different fixture requirements with only 

a small investment in inventory!” 


ae. Soid Through Electrical Wholesalers 


F) APPLETON ELECTRIC COMPANY 


1754 Wellington Avenue ¢ Chicago 13, Illinois 


/a 
Lam, 


TODUS 
Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 
Euclid Avenue * SAN FRANCISCO, 655 Minna St. ¢ ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 N. Sonta Fe Ave. * ATLANTA, 724 Boulevard, N. E. © SIRMINGHAM, 429 Brown-Marx Bidg. 
MINNEAPOLIS, 305 Fifth St. S. © PITTSBURGH, 414 Bessemer Bidg. « BALTIMORE, 100 E. Pleasant St. 
BOSTON, 10 High Street © DENVER, 1921 Bicke Street * PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broadway * HOUSTON, 709 M. & M. Bldg. * HAVANA, Cuba, Malecon No. 9. 

Resident R ti Bingh Dallas, Indi lis, Kansas City, Orlando, 
Milwaukee, New Orleans, Seattle, Portland, Ore. 
in Stondord Electric Corp., 67 Brood St., New York 4, N. Y. 





Gxpert & . 





Fas] 
7 MR. PLANT ELECTRICIAN Says: “This V-51 
Fixture is a real work-saver! Re-lamping’s a cinch. One’ 
trip up the ladder to exchange Unit Assemblies and 
the job's done! Cleans fast, too. I attach or remove 
reflectors with a twist of the wrist—thanks to 
V-51's neoprene rubber ring attachment.” 


MR. PLANT OWNER Says: “Nothing 

beats this fixture for economical servic€ and 
maintenance! My men can service it safely 

and quickly—without tools! Converts just as 
easily to high or low wattages. We're sa¥ing on 

lamps, too. V-$1's shock-absorbing, 
socket lets us use standard lamps inaiied 
of more expensive mill-type bulb 


MR. ELECTRICAL CONTRACTOR Says: 


“These V-51 fixtures are tops when it comes to quick 
and easy wiring. The line’s complete, too—gives 
me a pendant, ceiling or bracket type mounting 
for every kind of installation. Best of all, these 
fixtures are efficient and dependable. I know my 
cugtomers are going to be satisfied with them.” 


Write for Bulletin 5-A 


APPLETON 
ELECTRIC 
PRODUCTS 








i 


seeeet 


Y 70 INSTALL 


| Cavaliers 


ELECTRIC HEATERS 


Cavalier Electric Wall Heaters are built two 
inches lower than any other gravity type heater 
on the market . . . easier to fit in under windows 
and in tight spots. Nailing flanges on metal box 
fit between studs. Heater goes firmly, tightly in 
place fast. Frame extends 1 2 inches to insure 
neat finished effect. All wiring easily accessible. 
Famous, trouble-free Wilcoiator thermostat and 
control switch built into heater beneath double 
baffle, saves extra wiring. You save time on 
installation jobs with Cavalier. 





| ... and for your customers: 


@ 3 MINUTE CLEANING tion. Yet Cavalier exclusive 
Cavalier heaters can be cleaned tapered cone construction’ circu- 
inside and out in less than 3 lates % more heated air up 
minutes, without the necessity of through the element than any 
moving a single screw. other gravity type heater. 

; © SAFE 

© QUIET Single thermostat switch cuts off 
No moving parts, noise or vibra- both sides of circuit. 


* PAT. APPLIED FoR 











MADE IN FOUR SIZES: 1500... 2000... 3000... 4000 WATT. 


Sold through wholesalers only. PROMPT DELIVERIES. Write for facts and your 
distributor's name. 


CAVALIER CORPORATION, Chattanooga 2, Tenn. 





president and general sales man- 
ager of Jefferson Electric Co., 
and had been associated with 
Jefferson in various positions for 
the past 21 years. 


Dates Ahead 


Edison Electric Institute, 19th 
Annual Convention, Denver, 
Colo., June 4-7, 1951. 

International Home Furnish- 
ings Market, Merchandise Mart, 
Chicago, Ill., June 18-28, 1951. 

International Association of 
Electrical Inspectors, Virginia 
Chapter, 18th Meeting, Monti- 
cello Hotel, Charlottesville, Va., 
June 18-19, 1951. 

National Appliance and Radio 
Dealers Association, Mid-Year 
Convention, Stevens Hotel, Chi- 
cago, Ill., June 25, 1951. 

American Institute of Elec- 
trical Engineers, Summer Gen- 
eral Meeting, Royal York Hotel, 
Toronto, Ontario, Canada, June 
25-29, 1951. 

Illuminating Engineering So- 
ciety, National Technical Confer- 
ence, Hotel Shoreham, Washing- 
ton, D. C., August 27-30, 1951. 

Dallas Lamp, Gift, and House- 
wares Show, Fair Park Grounds, 
Dallas, Texas, Sept. 2-7, 1951. 

*National Farm Electrification 
Conference, Hotel Gibson, Cin- 
cinnati, Ohio, October 9-10, 1951. 

National Electrical Contractors 
Association, 50th Anniversary 
Meeting, Shoreham Hotel, Wash- 
ington, D. C., October 9-12, 1951. 

International Association of 
Electrical Leagues, 16th Annual 
Conference, Roosevelt Hotel, 
New Orleans, La., October 10-13, 
1951. 

International Association of 
Electrical Inspectors, Southern 
Section, 23rd Annual Meeting, 
Hotel John Marshall, Richmond, 
Va., October 15-17, 1951. 

*National Association of Corro- 
sion Engineers, South Central 
Region, Corpus Christi, Texas, 
October 18-20, 1951. 

American Institute of Electri- 
cal Engineers, Fall General Meet- 
ing, Hotel Cleveland, Cleveland, 
Ohio, October 22-26, 1951. 

National Electrical Manufac- 
turers Association, Chalfonte- 
Haddon Hall, Atlantic City, N. J., 
November 12-15, 1951. 


*Asterisk indicates meetings 
announced for the first time in 
this column. 
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(ROUNT TENDS gign Efficiency 
LIGHTING EQUIPMENT... 


Type EVF Explosion-Proof and Dust-Tight 
Fluorescent Lighting Fixtures 
1.2,.3.0r 4-Lamp 





. » for Hazardous Locations 


Crouse-Hinds explosion-proof lighting fixtures exceed the 
requirements for service in highly explosive atmospheres. They 
are designed to operate at a temperature below the ignition 
temperature of the gas-air or vapor-air mixture. They are so 
strong that they will resist internal explosions without damage 
and so tight that they will prevent the escape of flames or 
burning gases which might ignite the surrounding atmosphere. 

Crouse-Hinds dust-tight lighting fixtures assure safety in 
locations that are hazardous because of the presence of com- 
bustible dust. 


... for Wet and 
Corrosive Locatio 


Crouse-Hinds vaportight lighting fixtures are ideal for use 
in boiler rooms, powerhouses, shower rooms, tunnels, loading 
docks, building entrances, and all indoor and outdoor locations 
where exposed to moisture and rain, non-explosive vapors and 
gases, or non-combustible dusts. 


Hundreds of industrial lighting fixtures are listed in Crouse- 
Hinds Condulet Catalog. 


Pig 


... for Protection 


Sabotage thrives in darkness. The most reliable and cheapest 
form of protection against night prowlers is LIGHT! Crouse- 
Hinds floodlights project powerful beams of light that bathe all 
approaches to your property with glaring radiance, killing dark- 
ness and shadows and compelling everyone to be more visible 
at night than in broad daylight. 

The protective power of light should be used in all important 
municipal and industrial locations. The floodlighting of in- 
dustrial plants serves a double purpose. It helps to boost 
production in addition to the security it provides. 

Send for your copy of Bulletin 2565, “LIGHT! Protect Your 
Property.” 


I 8 ND 85 FRR RO IE RG i AC ORME BA SAY INE A wis gepntey i 


Nationwide CROUSE-HINDS COMPANY 


avistributon Syracuse 1, N.Y. 

roug ectrical a ae = 
Wholesalers wn ee ity — Loe. Pe wna ny 
- York — Philadelphia —Pittsburgh — Ore — San Francisco 


Seattle —St. Louis — W. Resident Representatives Albany 
Atlanta — Baltimore — Char — New Orleans— Richmond. Va 
CROUSE-HINDS COMPANY OF CANADA. LTD., TORONTO, ONT 


CONDULETS - TRAFFIC SIGNALS: AIRPORT LIGHTING « FLOODLIGHTS 
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U. S. Rubber opens 
New Orleans branch 


@ More THAN 750 business lead- 


ers, civic officials, customers, and 
RY TYPE TRANSFORMERS dealers recently attended the 
formal opening of United States 


Rubber Company’s new branch 
@ office and warehouse at 900 So. 

Jefferson Davis Parkway, New 

CXC t & Orleans, La., according to E. J. 
& Espenan, operating manager. The 

ELD MO FSET event was marked by an open 
house reception and a guided 
% tour of the new building. 

Designed to provide better 
service for customers, it will be 
headquarters for the distribution 
of products for all of Louisiana, 
as well as parts of Alabama, 
Florida, and Mississippi. 

As one of the important stock- 
ing points in the company’s dis- 
tributing system, the branch will 
TYPE C handle a complete line of mech- 
Genial. queens Geeeten, anical goods such as belting, hose, 
600 volts and below; 1-15 wire, and cable, and many other 


KVA inclusive, single or three products manufactured by U. S. 
phase completely self con- Rubber. 
tained. 


ak OF 
et 


TYPE ACO 


All purpose, indoor or outdoor, 

dry type distribution trans- 

formers. Sizes to 100 KVA, 
voltages to 5000 V. 


“Plug-in” strip 
receives safety award 


@ SELECTED AS a product that 
“will best prevent a common 
cause of home accidents in the 
home,” the new CF2-G ground- 
ing “Plug-in” strip, recently in- 
troduced by National Electric 
Products Corp., Pittsburgh, Pa., 
has received a Lewis & Conger 
TYPE F - UNIT SUBSTATION home safety award for 1951. 

1000 KVA, 4160Y 60 Cycles, 3 2 This was one of 10 such awards 
—480 delta; Fused, load inter- made in a field of competition 
rupter on H.V. (left). Drawout open to more than 5,000 manufac- 
type breakers and metering equip- turers of home equipment, and 
ment en LV. was announced at a dinner held 
at the Waldorf-Astoria in New 


font OF THE woR.D’s tances ) , hs 
MANUFACTURERS OF pry Type | MTC produces a complete line of York City recently. 


TRANSFORMERS EXCLUSIVELY quality transformers to 2000 KVA. A 
1 to 2,000 KVA up to newly expanded plant with the most 
SRSSS Yate S9/ net modern equipment, plus a background 


DISTRIBUTION of years of dry type specialization, 
GENERAL PURPOSE . 

went Sunstanioes assures maximum transformer value. 
PHASE CHANGING 
ELECTRIC FURNACE 
RECTIFIER 
WELDING 
MOTOR STARTING 
SPECIAL 


FURNACE TRANSFORMER 
3 PHASE, 3/2 PHASE, 1 PHASE 
Uses—Forging, heat treating, melt- 
ing, is heating, sa: 
etc. 





7 a 




















T R A N S F 0 R M E R C ] . “Plug-in” strip, introduced by 


sans National Electric Products Corp., 
38 MONTGOMERY STREET recently won a home safety award 


HILLSIDE 5. NEW JERSEY for “its effectiveness in preventing 

a common cause of accidents in 

the home, simplicity of use, and 
reasonable price.” 
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Flexible lighting system that can be 
easily changed without rewiring 


Move or add lights anytime, anywhere 
with BullDog Universal Trol-E-Duct 


Meet changing conditions quickly, economically with this 

truly flexible lighting system. , ‘ 
To move or add lights, simply pick the right spot and sen Te seen gee Hoe 3 — 
insert handy twist-out plug or trolley. Every inch of this and give it 90° turn. Site tape 
money-saving 50-ampere duct system is a tap-off! Pre- grounded on steel casing before 
fabricated and standardized in lengths from one to ten contacts touch bus bars; narrow 
feet, it can be dismantled and moved to a new location access slot protects operator. 
without scrapping a single part. 

Call in your nearby BullDog Field Engineer for more 

information about this modern lighting system. He will 

be glad to show you an installation near your own office. 

Or write BullDog direct for descriptive literature. 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN ® FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 
Trolley type outlets are used where 
mobility is essential—for drop- 
cord lighting in stock bins and 


inspection areas or small portable 
tools. 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 
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Machinery makers 
get new price order 


@ As A COMPANION regulation to 
CPR 22, the Office of Price Stabi- 
lization has issued Ceiling Price 
Regulation 30 which establishes 
ceiling prices for sales by manu- 
facturers of machine commodities. 
Many of the items listed in this 
regulation are those which elec- 
trical contractors sell, and con- 
tractors will, therefore, be affect- 
ed by the price rollbacks or price 
increases that result from the ap- 
plication of CPR 30. 

Expressed briefly, the new 
regulation fixes ceiling prices for 
machine commodities as the price 
during the base period (pre-Ko- 
rean) plus “labor-cost adjust- 
ment” and “materials-cost adjust- 
ment.” 

The products covered by this 
new order include a wide range of 
mechanical and electrical equip- 
ment, which are listed in Appen- 
dix A of the regulation. 

In the case of any manufactur- 
ers who may have raised prices 
¥since the Korean war above what 
would be justified by increases in 


cost of materials and factory pay- 
rolls, the effect of this order will 
be to roll the manufacturers’ pric- 
es back to pre-Korean war prices 
plus an adjustment to take care 
of the increases in cost of mate- 
rials and factory payrolls that 
have been experienced since the 
Korean war began. 

On the other hand, the order 
provides relief for those manu- 
facturers whose prices under the 
General Ceiling Price Regulation 
are too low to provide a fair mar- 
gin because of increases in cost of 
materials and factory payrolls 
since the Korean war began. In 
general, few price rollbacks are 
expected, but it is possible that 
| there will be a large number of 
upward price adjustments. 


Contractors affected 
by new price order 


@ ELEctRICAL contractors and 
‘electrical wholesalers will be af- 
fected considerably by Supple- 
mentary Regulation 29, to the 
General Ceiling Price Regulation, 
effective May 28, 1951. 














A fair trial will con- 
_ vince you that 
Tomic thinwall con- 
nectors and coup- 
lings do the job 


easier, safer, 








Recently issued manufacturers’ 
ceiling price regulations, such as 
CPR 22 and CPR 30, will in some 
instances permit manufacturers to 
increase prices of manufactured 
articles and machinery above the 
original ceiling prices established 
by the GCPR. To prevent whole- 
salers, retailers, and contractors 
from being squeezed between 
their original ceiling prices and 
manufacturers’ increased prices 
on such items, Regulation 29 per- 
mits them to recalculate their 
ceiling prices by methods outlined 
in the regulation. 

The regulation also requires 
wholesalers and retailers to recal- 
culate their ceiling prices when 
manufacturers’ prices are reduced 
as a result of the manufacturers’ 
ceiling price regulations being ap- 
plied. 

The regulation is certainly one 
of the most important issued by 
OPS insofar as electrical whole- 
salers, contractors, and retailers 
are concerned. A copy of the 
regulation should be obtained and 
studied carefully in order to take 
advantage of the relief provided 
as well as to comply with the law 
with respect to price roll backs. 


Cross appoints 
Ailanta representative 


@ THE APPOINTMENT of W. J. 
Milner & Co., 602 Marietta St., 
N. W., Atlanta, Ga., as warehous- 
ing manufacturers representa- 
tives for W. W. Cross & Co., Inc., 
E. Jaffrey, N. H., makers of Vik- 
ing cable-fastening devices, has 
been announced by James J. 
Walsh, general sales agent. 


Westinghouse builds 
Texas lamp warehouse 


@ A THREE-AND-A-HALF-ACRE tract 
on Highway 77 in Farmers 
Branch, Texas, near Dallas, was 
selected recently by Westing- 
house Electric Corporation for 
the construction of a warehouse 
for its lamp division. 

The brick building, expected to 
be completed in June, will pro- 
vide 29,000 square feet of floor 
area, enough to store 9,000,000 
light bulbs, and will have an en- 
closed railroad siding. 

Raymond K. Leonard is man- 
ager of Texas lamp sales for 
Westinghouse. Dallas offices of 
the lamp division have been in 
the Southland Life Annex. 
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OUT 20 MILES 
TO LEAD A TRAIN 


Railroad signal and communication engineers 
require dependability above all other things in 
the equipment which they buy. When it comes 
to signal cables, which are the vital connecting 
links between control machines and signals, they 
have a serious problem. If the cables are installed 
in the air they are subject to cinders, sparks, 
heat, sunlight, sleet and rain. If they are install- 
ed underground, the cables must be able to with- 
stand long-time exposure to water, soil acids and 
alkalies, vibration from passing trains, and the 
cutting effect of sharp cinders. This is brutal 
punishment. So how to get trains through safely 


and on time — not once, but every day in the? 
year? 

Fortunately, long before the railroads started 
to use CTC (Centralized Traffic Control) Simplex) 
had developed an insulation that had excellent 
properties for signal and communication work) 
and was dependably water resistant. That solved 
the moisture problem. The use of especially com¢ 


pounded neoprene as a jacketing material solved 


the problem of how to combat sparks, heat, sun# 


light, rain, etc. This is a typical example of how 
Simplex Research helps to provide just the righ® 
cable for the job. 


- Simplex Research gave you the first heavy duty, rubber-jacketed 
portable cord or cable; the first low water absorption insulation; the 
first rubber-jacketed underground cable. Besides these notable “Firsts” 
Simplex Research has provided a great many developments which have 


enriched the art of cable design. 





SIMPLEX-ANHYDREX IS A PRODUCT OF SIMPLEX RESEARCH 





SIMPLEX- ANHYDREX 
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PYLE- 
NATIONAL 


THE 


SUSPENDED 


Inside and Underside 


ILLUMINATOR 


pr Expediting Loading 
of freight cars, 
trucks and trailers 














Saves man hours 


Reduces maintenance and 
Replacement Costs 


Reduces fire and accident hazards 


Write for Anchorlite Bulletin 


THE 
PYLE-NATIONAL 
COMPANY 


1354 NORTH KOSTNER AVE. CHICAGO 51, ILLINOIS 
Agents and Representatives in the 
Principal Cities of the United States and Canada 


PYLET CONDUIT FITTINGS © PLUGS AND RECEPTACLES 
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NAMES IN THE NEWS 


Z. W. Pique has been named district 
apparatus and supply manager for 
Westinghouse Electric Supply Co., C. 
M. Mackey, district manager, announ- 
ced recently in Dallas, Texas. 


Z. W. Pique 


Mr. Pique will supervise sales in 
Texas and parts of Louisiana and New 
Mexico, and will have headquarters in 
Dallas. He was formerly branch man- 
ager at Washington, D. C. 


Rudolf William Staud, director of 
public relations and sales promotion of 
Benjamin Electric Mfg. Co., Des Plaines, 
Ill., since 1927, died March 28 in Evans- 
ton, Ill. 

Mr. Staud’s activities as a member of 
many industry and Illuminating En- 
gineering Society committees provided 
an outstanding record of progress in 
the lighting industry. He served the 
RLM Standards Institute as president 
since 1936. 

He was past president of the Illumin- 
ating Engineering Society (1947-48), 
the National Industrial Advertising As- 
sociation (1930-31), and the Porcelain 
Enamel Institute (1932). 

He was a director of the Chicago 
Lighting Institute and served in an 
executive capacity for the lighting in- 
dustry’s three International Lighting 
Expositions. 

eo 


Appointment of Harold G. Cheney as 
headquarters administrator of lamp 
sales for the Westinghouse Electric Cor- 
poration has been announced by Rus- 
sell E. Ebersole, staff assistant to the 
vice-president. 

Mr. Cheney, who has been a sales 
executive for 21 years, will establish 
marketing plans and will direct the ad- 
ministrative procedures of the Westing- 
house lamp division’s sales, commercial 


engineering, and advertising depart-. 


ments. He will continue to make his 
headquarters in Bloomfield, where he 
has been assistant manager of general 
lamp sales since 1948. 


Opening of a sales office at 120 E. 
3rd St., Charlotte, N. C., has been an- 
nounced by Cutler-Hammer, Inc., Mil- 
waukee, Wisc. 

The new office is being opened to 
meet the expanding demands for Cut- 
ler-Hammer motor control and allied 
electrical apparatus in the Charlotte 
area. 

The office will be operated as a 
branch of the company’s Atlanta dis- 
trict sales office, and will be staffed 
by Frank A. Miller, Jr.. and C. Lee 
Shaw. 

s 


F. J. Van Poppelen has been named 
general manager of the General Electric 
Company’s air conditioning department 
with headquarters at Bloomfield, N. J., 
Roy W. Johnson, executive vice-presi- 
dent, announced recently. 

Mr. Van Poppelen has been assistant 
general manager of the department 
since the first of the year, and had 
previously been manager of manufac- 
turing. 

7 


George S. Grossman, vice-president, 
Rumsey Electric Co., Philadelphia, Pa., 
has been elected vice-president and 
general manager of the company, ac- 
cording to an announcement made re- 
cently by J. B. Harris, Jr., president. 

Mr. Harris also announced the elec- 
tion of William T. Johns, Jr., regional 
manager for the company in Phila- 
delphia, as vice-president. He will still 
make his headquarters in Richmond, 
Va. 

Mr. Grossman became affiliated with 
the Rumsey Company in 1922 as sales 
representative. In 1946, he was elect- 
ed vice-president. Mr. Johns joined 
Rumsey in 1929. 

& 


Herbert E. Pl'shker, manager of ad- 
vertising and sales promotion for the 
Westinghouse lamp division at Bloom- 
field, N. J., since 1938, has been ap- 
pointed manager of lamp sales. 

He succeeds Russell E. Ebersole who, 
as staff assistant to Ralph C. Stuart, 
vice-president, is in charge of all com- 
mercial activities for the lamp division 

Mr. Plishker will direct the activities 
of Westinghouse lamp district sales 
managers in nine cities across the na- 
tion as well as ‘activities of various 
product sales managers at the Bloom- 
field headquarters. 


James C. Thompson, heating engineer 
of the Georgia Power Co., Atlanta, has 
been named heating sales engineer. He 
succeeds Howard W. Harrison, who has 
been appointed industrial power engi- 
neer for the Rome division of the com- 
pany. 

e 


Day-Brite Lighting, Inc., has an- 
nounced the promotion of Gilbert C. 
Nieburg to assistant general sales man- 
ager. 
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Stab-lok 
NBS 320L 
20-circuit 
Panelboard 








Make more money with Stablok 


Registration Applied For 


CLINCH more and more business! Give your customers 
today’s safest, most convenient circuit protection at amaz- 
ingly low cost . .. with the Federal Noark STAB-LOK 
system! 

Here's how it works. You get the necessary STAB-LOK 
components from your authorized Federal wholesaler. 
All you need is the right-size STAB-LOK enclosure and 
STAB-LOK Circuit Breakers of the required ratings. 
Simply plug in the self-locking breakers and the unit’s 
complete for installation in a matter of seconds. 

There are nine STAB-LOK enclosures, with capacities 


Stab-lIok OuTMODES ALL POPULAR 


of from 1 to 20 circuits. Most of them are the Noark 
“combination” type for either flush or surface mounting. 
All suitable for service equipment have an insulated 
groundable neutral. STAB-LOK Circuit Breakers come 
in a standard calibrated range of from 15 to 50 amper- 
ages, single or double pole. 

Start cashing in today with the STAB-LOK System. 
The huge circuit protection field is wide open for this 
modern, profitable development. Write for the whole 
STAB-LOK story. Federal Electric Products Company, 
50 Paris Street, Newark 5, New Jersey. 





To insert STAB-LOK Breaker, sim- 
ply put end under hook and push 
into place. Stabs make instant con- 
tact and are locked in place without 
screws. 


Single pole STAB-LOK 
with micromatically cal- 
ibrated metal heart. Only 
one solderless terminal... 
resets automatically. 





FUSIBLE EQUIPMENT UP TO 60 AMPS. 


—_ GP ae 
= — 

STAB-LOK “Flush-Surface” En- 
closures are delivered with picture- 
type frame in place and ready for 
surface mounting. For flush mount- 
ing, discard frame. 


STAB-LOK line includes 
raintight devices, handle 
extensions, handle ties 
and adapter frames for 
easy flush mounting. 








FEDERAL NOARK 


oa 


NOARK 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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be 
YOU SEE 


THE CANVAS 
when you buy - 
~ INSULATED BUSHINGS 
SIZES 1'/,"-6" 


NION INSULATED 
ONDUIT END BUSHINGS 


“Tough to stand 
hand sewice 


Experience proves that conduit wiring jobs 
ing conductors of No. 4 or 
ger require insulated bushings 
maximum strength. 


on's Canvas impregnated 

ulated Bushings are molded 
in generous proportions of the 
highest strength Bokelite. 


The canvas cloth evident on the 

surface is your guarantee of 

maximum strength. Insist on bush- 

ings with the “canvas” in full view 
and insure the most 
trouble-free, safe 
wiring jobs. 


Pi iiel Bitte val, icheek 
PARKERSBURG, W. VA. 





NEW PRODUCT NEWS 


Spirakore transformers 


Sprrakore construction, utilizing 
cold-rolled, oriented-grain steel, has 
been extended to General Electric 
three-phase transformers, according to 
the company’s transformer and allied 
product divisions. 

All three-phase transformers rated 
150 kva and less, 15 kv and below, have 
this new construction. 

The new construction makes it pos- 
sible to produce units of lower weight, 
smaller dimensions, and lower excit- 
ing current. In some ratings weight 
reductions as high as 30 per cent have 
been realized. 

The reduced weights and dimensions 
of three-phase Spirakore transformers 
result in easier handling and less cost- 
ly pole line construction, according to 
the manufacturer. 


* 
Pyle-National Anchorlite 


AN ENTIRELY NEW and original inven- 
tion in an overhead suspension, under- 
side illuminator, tradename Anchorlite, 
has been developed by The Pyle Na- 
tional Co., 1334 No. Kostner Ave., Chi- 
cago 51, Ill. 

The Anchorlite has innumerable in- 
dustrial uses wherever good illumina- 
tion is required temporarily inside 
equipment such as freight cars and 
trucks and trailers while at loading 
platforms, or underneath equipment in 
auto service stations, repair shops, loco- 
motive and railroad car shops, and in 
warehouses and stock rooms for lower- 
bin lighting. 

According to the manufacturer the 
Anchorlite has many advantages over 
portable handlamps and_ extension 
cords. It saves man hours, reduces 
maintenance and replacement costs, 
and reduces fire and accident hazards. 

The new illuminator has a wide 


SELF RELEASING 


range of movement. It is designed to 
swing free on a swivel when suspend- 
ed on a stationary bracket. It may 
also be suspended from a messenger 
wire to slide the full length of a bay. 

A sturdy, spring-loaded telescopic 
device provides up to 3 feet of expan- 
sion in length with a firm supporting 
tension. The anchoring arm is easily 
pulled down and hooked under freight 
car or trailer door opening, or under 
auto hood, fenders, bumpers, or body. 
Light is projected inside or under sup- 
port, where it is most needed. 

The unit is simply released from op- 
erating position by unhooking it with 
a slight downward pull. Upon release, 
it automatically retracts to the over- 
head, out-of-the-way position. 

Should railroad car, trailer, or auto 
be moved while the illuminator is still 
hooked, no damage will occur, for ex- 
cessive tension will automatically re- _ 
lease the anchoring arm. 

The unit can be supplied with a mer- 
cury switch in the cord which auto- 
matically turns on light when anchored 
in position for use and turns off light 
when released. 


e 
Farm-lighting bulletin 


Tue Steber Manufacturing Company 
has just issued a new catalog bulletin 
describing its line of yardlights and 
haymowlites. 

This line consists of cast-aluminum, 
porcelain-enameled, and Ultranameled 
yardlights in various sizes for 60-watt 
to 150-watt lamps. A copy of this new 
bulletin, No. 122-51, is available from 
Steber Mfg. Co., Broadview, III. 


Wall-mounted heaters 


Room-sBy-room control of tempera- 
ture is made possible by a new line of 
wall-mounted electric home-heating 
units available from the Westinghouse 
Electric Corp. 

Desired temperature in every room 
is maintained automatically by a built- 
in thermostat with Adjust-o-matic con- 


SELF ANCHORING 
AND ADJUSTING 


SELF RETRACTING 





on 


OUT OF USE 
OVERHEAD 














EMERGENCY 














THE PYLE-NATIONAL ANCHORLITE 


*PATENT NO. 2,538,655. OTHER PATENTS PENDING. | 


ELECTRICAL SOUTH for JUNE, 1951 





This famous U. S. candy company and their store designers 


RUSSELL STOVER 
CANDY STORES 
SELECT 


Batts 


have chosen Day-Brite’s versatile new fluorescent fixtures to 
light their entire chain of modern stores. It was a choice 
based on Plexoline’s ability to show more merchandise and 
reflect more sales—because Plexoline is custom 


lighting at mass production prices 


it will pay you to investigate the versatility of Plexoline 
Write for a free copy of ‘‘Plexoline—Imagination at Work’"’ 


to Day-Brite Lighting, Inc., 5445 Bulwer Ave., St. Louis, Missouri 


NOW, MORE THAN EVER 


AMERICA MUST SEE WHAT IT’S DOING! DECIDEDLY BETTER 
Ss easy ro see WHEN I's BONG) ia 2 


f LL DMM UMS 
1277 
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OVER 60 YEARS 


OF LEADERSHIP 


SPECIFY 


Monitor 


THE CHOICE OF 
MOTOR CONTROL BUYERS 
EVERYWHERE 


Providing industry with advanced 
motor control design has been a 
major objective of MONITOR 
CONTROLLER for the past 63 years. 
And the overwhelming acceptance of 
this famous line by motor control 
buyers all over the world is conclusive 
proof of MONITOR’S continuous 
success in that task. 





Manual Speed Regulators 
and Rheostats. 


A.C. and D.C. Motor Starters 
across-the-line, reversing, non-revers- 


The 


MONITOR 


CONTROLLER CO. 


Braintree 84, Mass. 








REPRESENTED BY 


B. S. WOODMAN 
1570 Northside Ave 
Atlanta, Georgia 


L. L. ROUSSEL LYNN ELLIOTT CO. 
312 E. Livingston PI. 322 M & M Building 
New Orleans, Lo. Houston 2, Texas 
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trol. The three-position switch—low, 
off, high—is similar to the type used 
on electric ranges. 

The new heaters are available in nine 
ratings, varying from 1 to 6 kilowatts. 
All models use 230/240-volts a-c. 

The new line adheres to the funda- 
mental “double-action heating” prin- 
ciple—heating by radiation of infra-red 
rays as well as by continuous circula- 
tion of heated air. 

Further information is available from 
Westinghouse Electric Corp., Sunny- 
vale, Cal. 


Electric baseboard heater 


A 450-watr baseboard Glassheat 
panel unit for entire or auxiliary heat- 
ing of homes, schools, office buildings, 
boats, motels, churches, and hospitals 
has been announced by Continental 
Radiant Glass Heating Corp., 1 E. 35th 
St., New York 16, N. Y. 


This unit is rectangular and measures 
approximately 9 by 30 inches, includ- 
ing the frame. It has been designed 
for use under picture windows or in 
any location where baseboard heating 
is contemplated. The panels are con- 
trolled by individual room thermostats. 

The heating capacity of each unit is 
400 cubic feet in a well-insulated build- 
ing with a rating of 1535 BTU per hour. 

The glass heating element is 20 times 
stronger than ordinary glass. The unit 
consists of a resistance grid of sprayed 
aluminum fused into the tempered 
glass, set in an aluminum reflector pan 
and surrounded by a steel frame. 


e 
Insulated metallic bushings 


THE NEw Buchanan insulated metallic 
conduit bushings, manufactured by 
Buchanan Electrical Products Corp., 
1290 Central Ave., Hillside, N. J., pro- 
vide absolute protection against abra- 
sion of cable insulation and accidental 
grounds, according to the manufactur- 
er. 

Known as Bushends, the units re- 
quire no inside locknuts, as is the case 
with bushings which are constructed 
wholly of insulating material. While 
extremely light in weight and very low 
in cost, they are so rugged as to be 
practically indestructible. 

Metal bases are fabricated from an 


extremely tough, corrosion-resistant, 
wrought alloy of high mechanical 
strength. Threads are free, clean-cut, 
and non-seizing. Knurls are extra deep 
to facilitate tightening even in restrict- 
ed, hard-to-get-at places 


Insulation is exceptionally tough and 
rugged, and unlike molded compounds, 
is neither fragile nor brittle. Insulation 
also has extremely high dielectric 
strength and resistance to moisture ab- 
sorption and is permanently and se- 
curely positioned in the metallic base 

All sizes are listed by Underwriters’ 
Laboratories. 


Vinyl electricians’ tape 


Tue Industrial Tape Corp. New 
Brunswick, N. J., has announced the 
introduction of a new viny! electricians’ 
tape, unique for its thinness, electrical 
resistance, high stretch, high strength, 
and resistance to oils, acids, greases 
gasoline and alkalies, and anti-freeze 
compounds. 

Known as Permacel 29 vinyl] electri- 
cians’ tape, it is intended primarily for 
use in the electrical and automotive 
industries. The new tape is listed by 
Underwriters’ Laboratories. 

The manufacturer claims the tape 
will do the work of both bulky rubber 
tape and friction tape in splicing’ wires 

It also is designed for use around 
television-antenna crossbeams, in bat- 
tery-cable winding, and ignition sys- 
tems (especially in buses and trucks 
where it may come in contact with 
severe abrasions, oil spillage, and 
splash). 

The tape is also used for moisture- 
sealing headlights or spotlights; pro- 
tecting generator wiring, brake cables. 
binding wire harnesses; protecting tool 
handles; preserving the life of power 
cables which are dragged along the 
ground; and for many other func- 
tions. 

e 


Intrusion alarm 


TO PROVIDE positive intrusion and 
burglary protection for offices, stores, 
government and industrial properties, 
Photoswitch Incorporated, 77 Broad- 
way, Cambridge 42, Mass., has announ- 
ced Photoelectric Intrusion Alarm Set 
PIA. 

This equipment provides a protecting 
wall of invisible light across any space 
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Doorway to 


ENERAL ELECTRIC’S Home Light-Conditioning 
Program is now underway in a big way! 

Already, 88 electric service companies are tying in 
with the program. Nearly 2 million Light-Conditioning 
recipe books have been distributed. And millions of 
people have been reading General Electric’s national 
advertising campaign on Light-Conditioning. Nowisthe 
time for every electric service company to tie in and make 
the most of the opportunities in Light-Conditioning! 

With General Electric Light-Conditioning, your cus- 
tomers have the kind of lighting that’s been proved 
best by top-ranking lighting experts. It shows, in 
recipe form, the right lamps to use, the right fixtures 





opportunity for you 


to use them in, the right location for the fixtures. 

Light-Conditioning brings home lighting into new 
importance. It gives you a rallying point around which 
to concentrate your efforts in improving lighting stand- 
ards. Since Light-Conditioning is basically a program 
for conserving eyesight and bettering the beauty and 
comfort of people’s homes, it offers tremendous public 
relations possibilities. 

To learn how you can get a Light-Conditioning 
program underway in your service area, call your G-E 
Lamp District Office, or write Lamp Department, 
General Electric, Division 166-ES-6, Nela Park, 
Cleveland 12, Ohio. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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A Salemenl 
f Sales Solicy 
aul 
ARRO EXPANSION BOLT CO. 
IS bine bey | 


mS 


The following is the Operating and Selling Policy of 
Arro Expansion Bolt Company, manufacturers of 
quality fastening jand drilling devices for masonry— 
for over twenty years. 





DISTRIBUTION—Arro products are sold nationally through quali- 
fied Wholesale Hardware, Mill Supply;>and Electrical Supply Dis- 


tributors. 


INQUIRIES—All inquiries are referred to our distributors in their 


respective territories. 


PRICES—Arro products are reasonably priced to promote their 
broad use by consumers. Distributor mark-up on the Arro line 
insures an attractive profit. 


RESALE—Arro distributors are urged to respect our suggested resale 
prices. Every lawful method is used to encourage this fair practice 
of merchandising. 

STOCK—Arro offers its distributors a complete line of fastening and 
drilling devices for masonry. We expect distributors to maintain a 
sufficient stock to adequately serve their trade. 

SERVICE—Nine branch warehouse stocks are maintained in key 
cities, strategically located throughout the nation. All orders are 


shipped immediately from branch warehouse stocks and normally 
within 48 hours from factory stocks. 


GUARANTEE—Arro products are fully guaranteed against defects 
in material and workmanship. Returned goods are accepted on 
authority of the Marion office only. 

SALES AIDS—Arro helps promote sales for distributors by supplying 
a variety of sales literature, displays, and catalogs; by cooperating 
with their salesmen; and by regularly advertising in leading trade 
journals. 


PARTICIPATION—Arro is an active member of leading industrial 
and trade associations. 
This has been our Sales Policy since our birth in 1930. We 
believe that this policy, possible only under the American 
system of free enterprise, has been an important factor in 
our substantial growth. 


ARRO EXPANSION BOLT CO. 


MARION, OHIO 


> Ga) 





up to 50 feet. No intruder can enter 
this space without setting off the alarm. 
This is the modern form of intrusion 
protection presently specified by gov- 
ernment agencies and leading alarm- 
system operators. 

All equipment is of rugged construc- 
tion and supplied in dust-tight hous- 
ings. Emphasis has been placed upon 
simplified installation and minimum of 
maintenance. 

Additional information is available in 
Bulletin PI-511. 

o 


Pole-top capacitors 


A SMALL pole-top packaged capaci- 
tor bank is now available from the 
Westinghouse Electric Corp. 

The equipment consists of nine 25- 
kva capacitor units and three solenoid- 
operated type CSO-1 switches. The 
equipment is factory-assembled, wired, 
tested, and delivered ready to hoist 
into place on the crossarm. Only three 
line and three control-wire connections 
are required to put the equipment into 
service. 


Recent development of the 200-amp, 
15-kv load interrupter switch, the 
CSO-1, now makes possible wider use 
of automatically switched small capaci- 
tor banks, and helps meet the need for 
quick additional kva capacity. The 
CSO-1 switch will operate approxi- 
mately 5,000 times before requiring 
maintenance. 

Further information is available from 
the Westinghouse Electric Corp., Box 
2099, Pittsburgh 30, Pa 


* 
Temporary load switch 


A TEMPORARY load break, load pick- 
up switch, manufactured by A. B. 
Chance Co., Centralia, Mo., provides a 
simple means for removing taps from 
conductors under load _ conditions, 
where there are no reclosers or circuit 
breakers, without pitting or burning 
the conductors or clamps and without 
drawing long arcs that hazard phase- 
to-ground or phase-to-phase faults. 

The device combines a disconnect 
switch and flexible link connection. 
After the switch blade is pulled, the 
link connection is broken by tripping 
a trigger (inset) to release the link in- 
tact. 

Disconnecting capacitors, or opening 
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disconnect or sectionalizing switches 
under conditions that might produce 
long uncontrolled arcs may also be ac- 
complished successfully with the tem- 
porary load switch. 


e 
Control centers 


DEVELOPMENT OF new multitrol con- 
trol centers, designed for accommodat- 
ing any control system up to 600 volts, 
using components not larger than 
NEMA Size 5, has been announced by 
Ward Leonard Electric Co., Mt. Vernon, 
N. Y. 

Primary applications are for refrig- 
eration and air conditioning systems, 
industrial plant machinery, generating 
plant auxiliaries, and similar installa- 
tions where a group of motors can be 
independently or interdependently con- 
trolled from a central location. 


Series 63300 B 


ER-PIERCE 


PHOTOELECTRIC 


— CONTROL 


The control center applies the build- STREET LIGHTING 
ing block principle to motor control. 
Prefabricated units containing control 
for a single motor are assembled and 
wired into a free-standing steel en- 
closure section. Any number of sec- 
tions may then be bolted and bussed rience in design and manufacture. combined with practical 
together. 


This new Fisher-Pierce Control is the result of long expe- 


experience of more than 600 electric ultilities in more than 


20.000 installations. 


Fluorescent channel strip 


The new 63300 B Control is mechanically and electrically 
A SPECIALLY DESIGNED channel strip, 


Tra-Bak, which permits easy access to interchangeable with existing controls. The same depend- 
wiring and connections of fluorescent 


, ; . 5 : able Fisher-Pierce circuit. consistently giving tube life of 
fixtures during installation and main- 


more than 20,000 hours, has been retained. Improved spac 
ing and insulation provides increased protection against 
lightning damage ... up to 2500 volts rms Hipot. Mechani- 
cal design has been altered to provide maximum simplicity 


lor greater economy of servicing. 


tenance, has been placed on the mar- oe y 

ket by Great Northern Mfg. Corp., The FISHER —- WH PIERCE Co., Inc. 

Chicago, Ill. 
Among the advantages offered by the 59 CEYLON STREET, BOSTON 21, MASS. 
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A\ppROVED -" 


R.E.A. use 


SUSPENSION TYPE 
INSULATORS 
Dead End No. 1261, 6” dia. 
Ball and Socket No. 1253, 10” dia. 
Clevis Type No. 1270, 7%’ dia. 
No. 1271, 10” dia. 


No. 1261 


REINFORCED WIREHOLDER No. 1937 


INSULATORS 
Reinforced Type No. 1937 
2%" Screw 
Reinforced Type No. 1937-3 
3” Screw 


SPOOL TYPE INSULATORS 
_ Secondary Rack No. 101, 1%” dia. 
", Groove 
Secondary Rack No. 96, 3” dia. 
roove 
No. 100, 1%” dia. 
Groove 


Service Rack 


’ 


GUY STRAIN 
INSULATORS 
No. 534 ( Use dependent 
No. $38 } upon strength 


No. 502 
No. 536 
No. 540 


and cable 
requirements 


PIN TYPE INSULATORS 
One Piece Pin Type 

No. 135 No. 175 No. 253 

No. 261 No. 266 
Multi-Part Pin Type 

No. 2027 No. 2045 No. 2055 


DEAD END CLAMPS, 
SUSPENSION CLAMPS 
AND FITTINGS 


IOs 
ILLIN(G 


ELECTRIC PORCELAIN CO. 


MACOMB, ILLINOIS 


Write for 
Complete 
Information 
and Prices 
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assembly is the simple method of get- 
ting to the entire installation merely 
by lifting the reflector. 

Ballast, starter, sockets—every part 
of the assembly and all wiring—are on 
an open channel for quick installation 
or repair. For continuous row installa- 
tions, no special couplers are needed— 
only a threaded nipple and two lock 
nuts are required. 

The channeline strips can be mount- 
ed horizontally or vertically at bottom, 
top, and sides of show windows, coun- 
ters, and shelves for interesting and 
effective displays; on either side of 
doors, mirrors, and wall panels in 
homes; and for all-around utility il- 
lumination purposes in shops, factories, 
office buildings, hotels, theatres, and 
cafes. 

Further details and prices are avail- 
able from Great Northern Mfg. Corp., 
4217 Harrison St., Chicago 24, Ill. 


* 
New fuse development 


A NEw development in its expulsion- 
power fuse line featuring complete 
voltage ratings, has been announced by 
Southern States Equipment Corp., 
Hampton, Ga. 

By changing or replacing the fuse- 
tube assembly, eight combinations of 
continuous current and _ interrupting 
capacities are possible in each kv rat- 
ing. In one operation, this fuse can be 
converted to meet any one of a variety 
of load conditions. 


Another feature of the fuse line is a 
completely housed snubber that brings 
the opening tube assembly to a cush- 
ioned, shock-free stop 

The new fuses have been classified 
LB, MB, and HB, and are available in 
7.5-kv, 15-kv, 23-kv, 34.5-kv, 46-kv, 
and 69-kv ratings. 


* 
Radiant-heat panel 


THE NEW Electriglas radiant heat Hi- 
Panel, designed to provide a space- 
thrifty heating unit for the modern 
bathroom, has been announced by Ap- 
pleman Glass Works, Bergenfield, N. J. 

The panel can be used for supple- 
mental heating purposes as well as in 
conjunction with a complete Electriglas 
home heating system. Nearly 5 feet 
high, and only 10% inches wide, ‘the 
panel is recessed into the wall and is 
particularly adaptable to the usually 
limited wall areas in bathrooms. 

Its height makes it ideal for “head- 
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to-toe” heating. lt provides instant, 
automatic, sunshine-like radiant heat 
economically at any season. 

Fully automatic in operation, the unit 
is available with built-in thermostat 
or without, for use with separate wall 
thermostat. 

Although designed primarily for 
bathrooms, the panel can, of course, be 
used in any room, and is particularly 
suitable where wall space is limited— 
such as in halls and kitchens—and in 
offices and commercial buildings as 
well as in the home. Electriglas panels 
are easily and economically installed, 
due to their amazing simplicity, in eith- 
er new construction or existing build- 
ings. 

Constructed of fewer critical defense 
materials than most heating systems, 
the units contain no pipes, boilers, 
furnace, storage tanks, or space-con- 
suming radiators. . 1 ‘ame € ¥ | 

pre | 





























° tic Bathroom Heater 
Power roof ventilator 


Tue lg Electric Ventilating Co., 2850 Here’s Your Answer to Year- Round Profit! 


No. Crawford Ave., Chicago, IIl., has 


announced a new type “PRV” power 
roof ventilator, suitable for schools, ECTROMOD, 
hospitals, apartment buildings, com- Fl 
mercial buildings, and industrial plants. 
ALL-ELECTRIC, AUTOMATIC BATHROOM HEATERS 


» pe missing a real opportunity if you're not selling and installing 
these much-wanted heaters. The market is unlimited. Every home 
—new or old—every cottage, auto court and camp is a prospect for one 
or more. And the selling season is all year bone» 

For auxiliary heating in any part of the country, or complete home 
’ heating in low-rate areas, Electromode Bathroom Heaters (and the 
“> Automatic Down-Flo Wall Heaters illustrated and described below) 
are perfect profit-makers. Mail the coupon below. We'll send you cat- 
alogs and full technical information. 

The unit is offered in 11 sizes, each 
size available in two to four different Only ELECTROMODE Has All These Features 
speeds. For extra-quiet operation, low 
speeds are available in each of the 11 
sizes. 


e Exclusive Cast Aluminum Lifetime Heat- . @ 1320 watts (on 110 volt AC). 
ing Element has no exposed wires—no Fits compactly into the wall 
danger of shock or burn 
The new unit, consisting of a housed © 100% Automatic Cut-Off Switch elim- 

direct-connected centrifugal fan and inates danger of fire. 

motor, features positive - controlled @ Automatic Room Temper ature Control. 

ventilation, independent of wind or @ Delivers 80 cubic feet of fan-circulated 

weather conditions, in sizes providing heat every minute. 

air deliveries over the unusually large @ Operates for as little as 1c an hour. 

range of pressures from free air to 

14-inch static pressure. AUTOMATIC DOWN-FLO WALL MODELS 

Complete information is available Perfect for general room heating where heat is required quickly, 
from the company in Bulletin 1901P. at lowest possible cost, without plumbing or ductwork or dis- 
turbing the existing heating system. Built-in thermostat control. 

@ Range: 55° to 85° F. Fan circulates warm air at floor level. Ca- 

pacities: 1500, 2000, 3000 and 4000 warts. Also available in non- 

Cable entrance seal automatic models. Front plate: 17” wide, 21” high. Wall box is 

495” deep and fits between standard studding. 


As easy to install as an outlet. 

Quiet, long-life motor 

Two finishes: white or chrome. 
Heating element guaranteed a lifetime 
Approved by Underwriters’ Laboratories 


Or INTEREST to men who work with 
high-voltage electric cables is the new 


Type RS cable entrance seal manu- 
factured by G & W Electric Specialty ELECTROMODE 
Co., 7780 Dante Ave., Chicago 19, IIl. ie 

The new entrance uses bushings of dh heme HEATERS 
ee —— compressed ony tpee = and industrial heater catalogs together 
in a stuiling box to form a pressure- with full technical information. 
tight, oil- and moisture-proof seal on 
all types of leaded and non-leaded ca- 
bles. 

Fittings for use with conduit and 
wire or tape armor are available for 


ELECTROMODE CORPORATION, DEPT, §5-6! 
45 Crouch St., Rochester 3, N. Y. 


NAME_ 

OU cnesintoass 
ADDRESS 
YOUR WHOLESALER 
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GOT THIS PROBLEM™? 


Select an electric kitchen venti- 
lator that will be a definite sell- 
ing feature of quality homes built 
on speculation. Must be prestige 
builder. Customer acceptance im- 
perative. 


GET THIS ANSWER! 
* 


Specified by the architect and in- 
stalled by the electrical contractor. 


*From the actual case history of a prominent 
builder whe advertises that his homes have 


9 REASONS!!! 


**Trade Mark Reg. 


The patented Blo-Fan blade com- 

bines the volume of a breeze fan 
with the power of a blower to move 
air quickly, quietly and efficiently. 


Only Blo-Fan 
Model 210 has 
this NINE-pnsi- 
tion control switch 
that makes it as 
easy to control the 
rate of ventilation 
as it is to regulate 
the thermostat on a kitchen range. 


Blo-Fan is easier to clean—NO 
tools are required. 


Blo-Fan installs over the point of 
4 air polution—in the ceiling or any 
wall (inside or outside) . 


For over 25 years Pryne and Com- 
pany has made home owners 
appy by manufacturing superior 
electric ventilators especially de- 
signed for home use. 





Blo-Fan, the most imitated home 
ventilator in America 


Stocked by more than 650 wholesalers 
in over 350 cities. 
Manufacturers of Pry-Lites ... The original 
recessed lighting fixture with snap-on fronts 


x 
PRYNE &CO.,INC., 25. Pomona, Cal. 
Eastern Factory: Newark, New Jersey 
Warehouses: Los Angeles, San Francisco, 
Chicago, Atlanta 





use with the cable entrance. 

A full description of this new cable 
entrance seal is given in G & W Fore- 
thought E3-16. 


Weatherproof junction boxes 


New, HEAVY-puUTY weatherproof junc- 
tion boxes made of non-corrosive, cast 
aluminum have been announced by the 
Stone Mfg. Co., 489 Henry St., Eliza- 
beth 4, N. J., and include a variety of 
covers and fittings for universal use on 
almost any outdoor wiring or lighting 
job. 


Used with lamp holders, and mount- 
ed on walls where buildings form 
boundary lines, the unit is reported 
especially effective for property-line 
lighting, for protective floodlighting of 
areas between buildings, for yard light- 
ing, loading platforms, and areas where 
pilfering, sabotage, and trespassing are 
best discouraged by an encircling wall 
of protective light. 

All units are listed by Underwriters’ 
Laboratories. 

a 


Watertight cable connector 


Tue M. & W. Electric Mfg. Co., Inc., 
E. Palestine, Ohio, now has available a 
new hex-nut-type watertight service 
entrance cable connector. 

These connectors cover the range of 
service entrance cable from 8/2 round 
to 4/3 oval cable. This connector in- 
troduces new features not heretofore 
utilized in this type connector, accord- 
ing to the manufacturer. 

By the use of projections inside the 
connector, the bushing is prevented 
from turning and since the bushing is 


COMPOUND 


tapered it closes tightly around the 
cable. A further feature is the use of 
Duxseal Compound under the hex nut 
which is pressed out and can be form- 
ed around the cable to protect the rub- 
ber bushing and further protect against 
the entrance of moisture. 


* 
Fast Lok bar-hangers 


THE appITION of a new time-saving 
item—Catalog No. HC-34, Hung-Ceil- 
ing bar-hanger—to the line of Fast Lok 
Mfg. Co., 1501 State St., Bridgeport 5, 
Conn., has been announced by the 
manufacturer. 


The bar-hanger comes complete with 
a “snap-on” stud and end-straps. It 
requires only three steps to install— 
extend the bar-hanger to proper width, 
lay it on top of the channels, wrapping 
the end-straps around each channel. 
After positioning the stud, merely snap 
on the box, which can be any type or 
depth. 

« 


Pendant control station 


Tue Butietin 800T pendant push- 
button station is a new oiltight con- 
trol station presented by Ailen-Brad- 
ley Co., Milwaukee, Wisc. 

It is designed for use as a portable 
control or for suspension above a ma- 
chine where it may be easily reached 
while the operator is near his work. 


Pendant push-button stations may be 
obtained in sizes having three units in- 
cluding the stop, to ten units including 
the stop. Standard stop unit is a wob- 
ble stick in the bottom of the enclosure, 
but can also be furnished as a mush- 
room head mounted in the bottom or in 
the front of the enclosure. 

All enclosures used with the Bulletin 
800T stations are equipped with oil- 
tight control units. Each enclosure has 
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a cable anchor at the top. Special 

pendant-type control stations can be 

built, the manufacturer states, with any ~ 
combination of pilot lights, push-but- 

ton units, selector-switch units, jogging 

units, or key-operated units. 





NEW! 


Rodale announces this new Turn-Tyte line of cord con 
nector bodies that offer you many advantages. Each 
body consists of two pieces of molded bakelite. The 
+ base is armored and contains a cord clamp. The cord 
. hole is 625 and the O.D. is 134”. Positive heat-free 
Gedney Nest Back conductivity is assured because all connector bodies and 
‘ receptacles contain bronze contacts mounted on brass 

A NEw FitTTinc that makes conduit 
strapping more versatile and efficient 


terminals. All metal straps and armor are coated to 
resist rust and corrosion. 

has been announced by Gedney Elec- 

tric Co.,. RKO Bldg., New York 20, N. Y. 


Turn-lyte 


INTERLOCKING DEVICES 
Require only a slight turn 


Interchangeable with other 
interlocking devices 


Underwriters Listed 


Adequate wiring colls for Rodale’s new TURN-TYTE line of interlocking 
devices. They may be interchanged with other similar makes now in use. 
All TURN-TYTE devices are manufactured under o quality standard that 
combines exacting workmanship and the highest quolity materials. Avail- 
able at all leading Electrical Wholesalers. For a catalog and complete 
details on TURN-TYTE write today to Dept. ES-1. 








EXPLODED VIEW 














This unique Gedney Nest Back is a 
supplementary spacer—it fits snugly 
under the clamp back and makes pos- 
sible additional spacing away from the 
mounting surface. And as the fittings 
also fit securely into each other, con- 
duit can be installed at any desired 
distance from walls or ceilings. 

According to the manufacturer, these 
new fittings fill the bill with ease, 
speed, and economy wherever cleanli- 
ness, corrosion prevention, or com- 
plete paint coverage call for extra room 
behind the conduits. They are also de- 
signed for use as shims to offset low 
spots in uneven surfaces. 

Gedney Nest Backs are made of 
tough malleable iron, hot-dip galvaniz- 
ed, and come in a full range of sizes for 
rigid conduit and EMT. 


RODALE MANUFACTURING co., Inc. 


EMMAUS PENNSYLVANIA 


2 Wire TURN-TYTE 3 Wire TURN-TYTE 
Armored Caps with Armored Caps with 


3 Wire Polarized 
Cord Clamp Cord Clamp 


e 
One-hole conduit strap 


A NEW ONE-HOLE conduit strap that 
snaps onto conduit and holds in posi- 
tion has been introduced by Blackhawk 
Industries, Dubuque, Iowa. 

Called the Blackhawk “Snap-Strap,” 
the straps are made of heavy-gauge 
steel, zinc-plated after fabrication. 
They are available in %-, %4-, 1-, and 
14%4-inch sizes for both rigid and thin- 
wall conduit. Complete information is 
available from Blackhawk. 


* 
Wheeler bulletin 


Tue Wheeler Reflector Co., Boston, 
Mass., have recently issued a new bul- 
letin on their “Industri-Line” fluore- 
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1A—250V — 15A—125V 
Dim 0.D 4, 
Cord Hole 6 

Ceeetes 5 41026 
20A—250V 


Dim 0.D. 1344” 
Cord Hole 625 
Catalog #1226 


2 Wire TURN-TYTE 
Receptacles (Bakelite) 
10A—250V — 15A—125V 
Catalog #1020 
20A—250V 
Catalog #1220 





10A—250V — 15A—125V 
Dim O.D. 13 
Cord Hole és 

Catalog +1036 
20A— Seo — 10A—575V 
Dim O.D 13 
Cord Hole 635 

Catalog +1236 


3 Wire TURN-TYTE 
Receptacies (Bakelite) 
1OA—250V — 15A—125V 
Catalog #1075 
20A—250V — 10A—575V 
Catalog £1275 





Armored Cap with 
Cord Clamp 
20A—250V 
Dim 0.D. 134” 
Cord Hole 625 
Catalog #1201 


3 Wire Polarized Single 
Receptacle (Bakelite) 
20A-—250V 
Catalog #1234 








Precision-made Helwig Brush- 
es fit your. commutator and 
rings exactly. There's less arc- 
ing and wear because there’s 
no “field variation."’ That 
adds up to longer brush life, 
mean better motor performance. 
What's more, you save pro- 


FEWER, FASTER caine nonce ‘mon doesn’ 
\ BRUSH CHANGES “stoners croshes: Get the 


complete story on CON- 
TOURED Brushes from your 
nearest Helwig office. 


TO ABSORB OUTSIDE visration... NEOPRENE PAD BRUSHES 


New brush gives you longer Spring hammer rides on Neo- 
brush life, better motor perform- prene pad that absorbs all vibra- 
ance, less commutator grinding. tion, cuts fatigue and sparking. 


SOUTHERN OFFICES 
316 Walton Bidg.; La. 7202 
710 Texas St.; Tel. 3-9819 
101 Chenevert; Ch. 4-6549 
New Orleans... .Magazine & Poydras; Mc. 3925 
Oklahoma City. ..323 NW 2nd St.; Tel) 2-6881 
St. Louis 1913 Washington Ave.; Ch. 6510 


HELWIG CO., Carbon Products 


Make Multi fle and Transert Brushe 





CUTOUT BOXES 


Pati, Dena iel, Ea -tep 4 3. METAL 
WIRING TROUGHS FABRICATING 
TELEPHONE CABINETS SPECIALISTS 





WEATHER-PROOF CABINETS 
WEATHER-PROOF SEAM 


WELDED JUNCTION BOXES 
& FLOOR BOXES 


PEDESTALS & FLOOR BOXES 


TRANSFORMER CABINETS 


SPECIALS TO CUSTOMERS 
REQUIREMENTS 


NEW ADDRESS — 590 MEANS STREET N. W. — ATLANTA, GA. 





scent lighting fixtures 

This informative bulletin features 
Wheeler slimline fixtures, a modern 
development in industrial lighting with 
the following advantages: more light 
per foot of lamp length; instant start- 
ing; elimination of starters; Turret de- 
pressable - type lamp-holders which 
hold lamps securely in place and make 
for faster lamp insertion and removal. 


These fixtures are especially suitable 
for defense plants, where greater light- 
ing efficiency is so important to in- 
creased production. 


Aluminum seaffolds 
(Continued from page 21) 


stairway or with a vertical ladder 
as an integral part of the frame. 
Working platforms, guard rails 
and adjustable legs to level the 
scaffold on uneven ground, and 
ball bearing, double-lock casters 
complete the assembly. Legs pro- 
vide adjustments up to 18” or 24”. 

Working height depends on the 
number of sections employed. In 
multi-section aluminum sectional 
rolling scaffolds, the lower sec- 
tion, including casters, is approxi- 
mately 7’ 4” from ground level to 
platform. Upper sections are us- 
ually 6’ 8” high, the ideal distance 
for headroom. Frames for the in- 
termediate or upper sections fit 
over coupling pins and are secur- 
ed by a hinged pin that cannot 
work loose. 

Guard rails are a desirable 
safety feature which are quickly 
and easily placed in _ position. 
Working heights may be increas- 
ed by use of outboard safety-sup- 
port frames so that the normal 
safety factor is not exceeded. 
This requires that the height of 
the working platform be not more 
than four times the smallest base 
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dimension. 

One man usually can take care 
of erecting and dismantling an 
aluminum sectional rolling scaf- 
fold. Although frames are strong 
and rigid, they are easily handled. 
All components lie flat for trans- 
portation and storage and require 
minimum space. 

Because often times work must 
be carried on during business 
hours, the clean, bright, finished 
appearance of aluminum is im- 
portant when rolling scaffolds are 
to be used in public view. 

An important feature of alumi- 
num rolling scaffolds that appeals 
to electricians is the fact that 
work can usually be carried on 
without disturbing normal activi- 
ties in stores, factories. and offi- 
ces. A rolling scaffold occupies 
minimum floor space and is readi- 
ly moved as work progresses. No 
large floor area is obstructed at 
any one time. 

In some instances, it is desirable 
to erect continuous assemblies to 
cover the full width of the work 
area... and move them as a 
single unit. 


Use in limited areas 


Because the typical ladder scaf- 
fold is only 24” wide, it is ideal 
for use in aisles and other tight 
spots where “elbow room” is hard 
to find. An aluminum ladder 
scaffold readily rolls through a 
30” door and will clear obstruc- 
tions up to 5’ 10” in height, in- 
cluding caster adjustment. In 
factories, they are used to work 
over machines or other equipment 
and in stores and offices, to clear 
desks, counters and files. 

A frame 6’ 1” high, 24” wide, is 
the basic unit of a typical alumi- 
num sectional ladder scaffolding. 
Available parts and components 
for making up a variety of assem- 
blies include: platforms, diagonal 
and horizontal braces, interme- 
diate and extension sections, and 
guard rails. Spans of 6’, 8’ and 
10’ are available. 

Ladder scaffolds are built with 
many safety features including 
extension bases, outboard safety 
supports, rubber tired casters, 
and extension legs adjustable up 
to 18” or 24”. They are also fre- 
quently joined by stages to span 
wider areas. Ladder sections in 
heights of 6’ 1”, 5’ 8” and 4’ are 
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PATTERN § LIGHTING 


ONLY : BASIC UNITS 


by Compco form any geometric 

lighting pattern desired . . . patterns 
custom-styled exactly to the client's 
needs . . . patterns far more attractive and 
efficient than ordinary continuous-row 
fixtures — yet just as easy to install! 
Compco fixtures assure lowest 
maintenance, too. They have all-steel 
housings and louvers, durably finished in 
Compco's exclusive baked-on 
“‘Glazenamel.”” For unlimited design 
and longest life, investigate 

Compco Pattern Lighting! 

Compco Corporation, 

2251 W. St. Paul Ave., 

Chicago 47, 11. 























WRITE FOR FREE BULLETIN 
showing design suggestions and construction, 
application, and installation data. 





LIGHT THE MOB wth 


EQUIPMENT 
ard il will be RIGHT 


SEARCHLIGHTS 
AND 
FRESNEL FLOODS 
for PROTECTIVE 
LIGHTING 


THE ONLY 
COMPLETE LINE 
OF GAS STATION 
LIGHTING UNITS 


STREET LIGHTING 
STANDARDS 


FULL LINE OF 
LUMINAIRES 








FINISHING 
RINGS 
for SYLVANIA 
SEALED BEAM 
LAMPS 


The Revese, Line 


covers Sports, Airport, Service 

Station, Street, Outdoor the- 

ater and Industrial Lighting 
Write for Catalog 








6005 BROADWAY e@ CHICAGO 40, ILL. 
LIGHTING EQUIPMENT FOR EVERY NEED 
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obtainable, to meet the require- 
ments of various trades or condi- 
tions. As with the stairway type 
scaffold, sections lie flat and take 
up little space for transportation 
and storage. 


Practical advantages 


For safe, economical mainten- 
ance work, aluminum scaffolds 
are widely used because: 

(1) Solid footing makes work 
easier and safer for men at every 
level. 

(2) Erection and dismantling 
time are reduced to the minimum. 

(3) It is easier to handle the 
lighter aluminum parts. 

(4) Greater mobility puts men 
on the job faster. 

(5) Engineered designs help to 
reduce accident hazards. 

(6) Capacity to handle a va- 
riety of scaffolding jobs that 
would otherwise require fixed 
scaffolds. 

(7) Definite savings in labor— 
in erection, use and dismantling. 

it is very important to com- 
pare many details when attempt- 
ing to pick the most desirable type 
of aluminum rolling scaffold for 
any job. This is particularly im- 
portant since long equipment life 
and trouble-free service are es- 
sential. 

Particular attention must be 
given to design and manufactur- 
ing details because rigidity, stabil- 
ity and longlasting endurance de- 
pend on them. All coped joints 
should be fully and smoothly 
welded to give long, safe usage. 

Socket clearances should be 
adequate to assure easy assembly. 
Dents and burrs result in a poor 
fit. On the other hand, clearances 
must be small enough to provide 
rigidity when the scaffold is put 
together. It is desirable that all 
mechanisms, including springs 
and pins on braces, be readily 
available for inspection and clean- 
ing. 


A word on safety 


These suggestions will help you 
obtain the most satisfactory re- 
sults with aluminum rolling and 
ladder scaffolds: 

(1) Limit scaffold height to a 
ratio consistent with the base 
area, as prescribed by the stand- 
ard “four to one” safety rule. 

(2) Be careful in outdoor work 


that scaffolds cannot be struck by 
truck or moving equipment. 

(3) Eliminate overloads which 
can easily cause extra labor, acci- 
dents, and needless expense. 

(4) Check to see that your 
scaffold is listed by Underwriters’ 
Laboratories, Inc. 

(5) Make it a rule always to 
use guard rails. 

(6) Workmen should never 
stay on tower while it is in mo- 
ition. 

(7) Make sure all casters are 
locked when scaffold is in use. 

Electricians find that aluminum 
rolling scaffolds bring new op- 
erating efficiency and economy to 
their work. The many possible 
applications for this versatile 
equipment suggest new ways for 
electrical workers to conserve 
time and labor in getting many 
difficult jobs done faster and eas- 
ier. 


Remote-control wiring 
(Continued from page 25) 


Step 7 — Stapling the Wires. 

The use of a stapling gun, de- 
signed for remote-control wire, is 
recommended for speedy installa- 
tion. Standard staples are used 
in this gun. If a stapling gun is 
not used, insulated staples are 
suggested. Wires should be in- 
stalled in a workmanlike manner 
so that other trades will not in- 
jure the thermo-plastic insula- 
tion. Where a single three-con- 
ductor wire is to be run through 
joists, use a 5/16-inch drill bit 
or larger to prevent damage to 
the identifying rib or wire. 

It is important to allow at 
least 12 inches of wire at the 
ends of each run. The extra wire 
should be pulled through the 
knockout for the relay or stapled 
close to the box cover for the 
switch and then coiled up and 
pushed out of the way for pro- 
tection during the plastering op- 
eration. This extra loop provides 
a safety margin for changing 
switch connections at any later 
date, and permits the formation 
of the necessary loop when the 
relay is finally inserted in the 
knockout. This loop permits the 
relay to be removed at any future 
time, if necessary. 

Step 8 — Master 
Switch. The master 


Selector 
selector 
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switch is in effect no different 
than nine individual switches at 
one location, usually controlling 
nine different relays. In the 
roughing-in operation, wires 
should be run from the master 
selector switch location to each 
relay location where master con- 
trol is desired, or to the nearest 
switch controlling that relay. 
Wires should be identified by 
means of tags or adhesive tape 
wrapped around wire for quick 
wiring connections during finish- 
ing operation. Wires should be 
coiled and pushed into the box 
or behind the box cover for pro- 
tection during plastering opera- 
tion. 


Finish wiring 

In the finish wiring, the follow- 
ing is a typical procedure: 

Before making any connections 
in the control circuits, it is wise SAN AMO 
to use some standard system of G --the time switch with the 
wire identification to minimize 
the possibility of making the ° 
wrong connections which would [7 10 CUS 


result in incorrect operation of 


the relay. solves problems of daily sequence timing in 


It is necessary to connect all INDUSTRIAL PROCESSES 
identified conductors of the two- 


conductor wires to the same ter- 


minal of the transformer, to Wherever there is the possibility of repetitive electrical control functions 
avoid trouble with master selec- being omitted or delayed due to human forgetfulness, the automatic 
tor switch connections. It is also memory of Sangamo Time Switches can be depended upon to perform 
adeibie t: te meme Genied such functions with absolute certainty. A few applications where Sangamo 


Time Switches can be used for automatic time control of industrial pro- 


procedure for all other wires to pened ie Und tees. 


switches and relays. 

The three-conductor wire has 
a double rib on the outside con INDUSTRIAL APPLICATIONS 
ductor for identification purposes. For daily pre-heating: For daily circuit control: 


Most contractors use this id i- 
ost contractors use this ic enti Lut gate tee ailhie enmmsiiens: Yard floodlights. 

fied conductor for the ON circuit, : aie : Rewer end halt Uchto 

connecting to the No. 2 binding Zinc for he mare memes 2 ear nl jon 

screws of the switches and to the Type metal in type foundries. Pumps, com ; 

some sper 3 : " pressors. 

No. 2 wires or binding screw on Dies in plastic molding presses. Water softeners. 

the relays. The other outside con- Glue in woodworking shops. Mixing equipment. 

ductor is used for the OFF cir- Tanks for galvanize dipping. Electric doors and gates. 

cuit, for connection to the No. 3 Electric ovens and furnaces. Air conditioning. 

binding screw on the switches, Infra-red paint dryers. a oncley eenggy 

ant to the oe 3 nny — Electronic testing equipment. inital eahees. 

co gy pale: ghey: apt Angs-:ag Soldering irons on assembly lines. | Two-level thermostats. 

wire is used for the power cir- 


cuit and is connected to the cen- 
ter terminal of the switches and 
to the unidentified conductor of 


the two-conductor transformer SANGAMO ELECTRIC COMPANY 


wire. 

The identified conductor of this SPRINGFIELD, ILLINOIS 
transformer wire should, in all 
cases, be connected to the No. 1 Ger the full story —write for Bulietin No. 1010E today. 
wire on the relay. Conductor 
identification is absolutely essen- 
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THEY FIT 


Easier, 
Smoother, 
Installations 


qeg, qtr 
W 


That's the big test of any Fitting, 
isn’t it? A smooth, easy installation! 
And, to be sure of Fittings that do 
fit smoothly you must have a uni- 
formity and exactness of product 
that can be depended upon AL- 
WAYS. You're sure of this kind of 

itting when you specify Wagner 

alleable. 

Every step from 
molten metal to final 
inspection is carried 
out under the skill 
and watchfulness of 
Wagner workmen. 
Hourly tests are made 
in the modern metal- 
lurgical laboratory. 
From these reports, 
the proper production 
controls are deter- 
mined in order to pro- 
duce the uniform, 
high quality mallea- 
ble iron bearing the 
WAGNER mark. Na- 
tionally Distributed 
Through Leading 
Wholesalers. 

WAGNER MALLEABLE PROD- 
UCTS CO., 222 W. Adams Street, 
Chicago 6, Illinois. Foundry and 
Plant, Decatur 60, Illinois. 

New illustrated Catalog 483 is 
yours on request. Write today 
for your file copy. 


WAGNER 


. 
Malleable Fittings 
SOUTHERN REPRESENTATIVES 
orge E. Anderson Company 
1903 Griffin St., Dallas 2, Texas 
Edgar E. Dawes & Co. 
401-402 Rhodes Bidg., Atlanta 3, Ga. 


‘aul Lumpkin, 
226 Builders Bidg., Charlotte, N. C. 


bo 








tial when master selector switches 
are used. 

Connect remote-control flush 
switches and appropriate plates 
as shown in the accompanying 
illustrations. 

Make low-voltage connections 
to the relays, then insert the 
barrel of the relays through the 
%-inch knockouts previously re- 
moved from outlet boxes. Spring 
clips, on the side of the barrel, 
hold the relay in place. 

(The third article in this series 
on remote-control wiring will 
cover the use of 480/277-volt 3- 
phase, 4-wire distribution for 
office lighting, using the remote- 
control wiring system.) 


Publicized installations 
(Continued from page 27) 


on operating costs, or where it 
performs a particularly unusual 
cask. 

These facts, too, when supplied 
-to focal publications or explained 
to new prospects, lend luster to 
the firm’s reputation. 

There are many examples of 
how Mr. Dameron puts his theory 
to work in recently completed 
major contracts in the Springfield 
area. An excellent example was 
power service to the General 
Bible Institute, a religious organi- 
zation which recently completed a 
new building in the southeastern 
Missouri city. 

For this organization, 
had suffered much low-voltage 
trouble in the past, Dameron 
Electric Company installed two 
transformer vaults in the base- 
ment, both carefully engineered, 
and approximately two miles of 
line work, utilizing 4400-volt line. 
The problem of low voltage was 
solved by setting 28 poles, with 
transformers on the poles, to sup- 
ply a well-house and dormitory 
building. 

Mr. Dameron spent two days in 
drawing up the electrical system 
to eliminate the low voltage prob- 
lem, and as a result of installing 
proper supply lines and trans- 
former service, the electrical util- 
ity supplying power gave the 
Central Bible Institute a 5% re- 
duction on monthly power costs. 

Along with the reduction in 
power costs, current consumption 
was reduced from 15% to 20%, 


which 


per month, totaling to a 20% to 
25% saving over past operating 
costs. Mr. Dameron made all the 
arrangements for the 5% reduc- 
tion in power bills. 

Now, of course, whenever a 
prospect complains of low volt- 
age problems, the Central Bible 
Institute job folder, with complete 
photographs, detailed blueprints, 
etc., is brought out of the file. 

Versatility in engineering elec- 
trical installations to meet a va- 
riety of unusual problems has 
long rewarded Mr. Dameron with 
much favorable publicity. An- 
other excellent example of this 
occurred a few months back, 
when the C. A. Bissman Com- 
pany, furniture manufacturers in 
Springfield, called the contractor 
in to provide manufacturing pow- 
er in a new building. 

The owners of the furniture fac- 
tory were desirous of completing 
the building and the electrical in- 
stallation although no set plans 
had been developed as to the loca- 
tion of the power machines neces- 
sary for production. 

Complicating the problem was 
the fact that in addition to heavy 
floor-mounted joiners, saws, plan- 
ers, etc., it was necessary to use 
literally dozens of hand drills, 
hand sanders, and other small 
hand-held electrical tools, in the 
furniture work. 

Therefore, it was necessary to 
provide a heavy duty electrical 
system for floor-mounted ma- 
chines, as well as a flexible sepa- 
rate system to permit use of hand 
tools at any portion of the build- 
ing. 

This problem Mr. Dameron sol- 
ved, as pictured, with the installa- 
tion of a dual system, consisting 
of busducts to supply voltage for 
heavy machinery, and _ trolley 
ducts with sliding wheeled fit- 
tings for energizing hand-tools. 

Nine trolley ducts have been 
installed across the width of the 
building, on 12-foot centers, sus- 
pended on steel rods, which will 
permit workers in the furniture 


‘manufacturing plant to walk easi- 


ly from point to point, utilizing 
hand tools in the process, without 
the use of extension cords, or 
additional electrical outlets. 

With both hand-tools and heavy 
machinery readily serviced by the 
system, the Bissman Company 








RUBBER HANDLE 
reflector and switch 


Unsurpassed For Quality means that you can’t buy 
a better portable — one that will guarantee you 
greater dependability and longer service. Since 
1905 McGill Guards have been made from ma- 
terials that are carefully selected for their ability to 
resist the wear and abuse of rugged industrial 
usage. No. 7000 SR is a fine general service guard 
equipped with rubber handle. Cages are of extra 
heavy steel wires, electrically welded and heavily 
zinc plated. Underwriters’ Laboratories Inspected. 


NO. 5025 SLR-—-BEAMED LIGHT is 
provided by the lens in the cage end. 
Phenolic plastic handle has conven- 
ience outlet and Levolier switch. 
Adjustable reflector, No-Rol cage, 
hanging hook, 25 feet red thermo- 
plastic cord. 


NO. 3006—Designed to provide ab- 
solute protection wherever portable 
lighting must be water tight, dust 
tight and moisture proof. Handles 
are macerated plastic, sealed at the 
cord end with a diaphragm washer. 
Heat and impact resisting glass 
globe, screws into rubber gasket, 
seals globe airtight. 


NO. 5000 SR—features the new, ap- 
proved 15 Amp. 125 Volt conven- 
ience outlet molded-in the phenolic 
plastic handle. Provides on-the-spot 
power source for tools, etc. Closed 
end cage. 


NO. 152-C Adaptable Lamp Changer 
for 100 Watt bulb. Changer heads 
are available for other types and sizes 
of bulbs. New lightweight steel 
pole is furnished in 5'/2 foot sections 
insulated and easily locked together 
to reach up to a recommended limit 
of 30 feet. 





American Blower Packaged Attic Fan. Three 
sizes, capacities 4300 to 10,000 cfm, free delivery. 


ECONOMY SELLS 


Economy is another standout 
Blower’s Packaged Attic Fan. 


feature of American 


It costs just a few cents a day to operate and requires 
only 10 easy steps to install. Ideal for homes with a low 
bridge attic since it needs only 30” clearance between 
fan blades and roof. 


Why not arrange NOW to sell the complete line of 
American Blower Ventilating Products? You'll make 
easier sales, have more satisfied customers, earn more 
profits and build a better reputation for yourself. 


Ask the nearest American Blower Branch Office for 
data. 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division of American Ranuaror & Standard Sanitary conronanion 


Sell quality! 


AMERICAN BLOWER 


Air Handling Equipment 





Ge 


Available From Your Electrical Wholesaler 


For new Catalog No. 
49 write: McGill Man- 
ufacturing Co., Inc., 650 
N. Campbell St., Val- 
paraiso, Indiana. 


Pores ® 
'MSGILL 


ONLY WGIlLl MAKES SWITCHES 


2,0ler 
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Utility Sets—Fine as 
supply or exhaust 
fansin stores, schools, 
etc. Have Aileron 
Control for regula- 
tion of air flow. Ca- 
pacities from 517 to 
17,925 cfm at 4” SP. 


Aerope!l Kitchen Fan 
—Exhausts kitchen 
heat, smoke and 
smell. Keeps kitchens 
fresh. Winner of two 
Fine Arts Awards for 
beauty and utility in 
the home. 


Seruing home aad industry 


HURCH SEATS + ’ 


ATOR « REWANEF 8 


Model C Ventura 
Attic Fons—Built in 
capacities up to 
21,500 cfm for either 
vertical or horizon- 
tal operation. Low 
power consumption, 
quiet-operating. 











HAVE HIGHER 
SALES 


Kayline’s Catalogue No. 
50 is designed to help 
you sell. You'll find a 
full range of incandes- 
cent fluorescent and 
slimline fixtures for 
every need — commer- 
cial, industrial and resi- 
dential. Write on your 
business letterhead for 
a copy of Kayline’s 
Catalogue No. 50. 


See Sweet's 
Architectural File 
Section 31A-12 


THE KAYLINE CO. 


2840 E. 22nd St 
Cleveland, Ohio 





was able to set up its manufac- 
turing plant without regard to the 
position of electrical service lines, 
and this novel installation, too, 
got much attention from news- 
papers throughout the state. Here 
again, every aspect of the installa- 
tion was photographed, and a 
complete case history file put 
away. 

Mr. Dameron was similarly re- 
warded with much publicity 
when he completed the electrical 
service installation for the Gospel 
Publishing Company plant, one of 
the country’s largest publishers of 
religious tracts and books, and re- 
garded as the nation’s top modern 
publishing plant. 

Here, to meet the heavy power 
load of the publishing plant, Mr. 
Dameron combined a direct bus 
feeder system, with a loop system 
which gives the equivalent of 1600 
amperes. 

This was accomplished by in- 
stalling a loop system which be- 
gins at a panel on the west wall 
of the building, with an 800-am- 
pere duct extending from the left 
all the way around the building to 
another 800-ampere switch con- 
necting at the west-wall control 
panel. 

In the middle of the line on the 
opposite side of the building, the 
Missouri contractor installed a 
disconnect switch, which when in 
use, makes the line equivalent to 
a 1600-ampere line. Either half 
of the line can be thrown out of 
service, for repairs, when only 
one-half of the plant is in opera- 
tion, etc., through the fact that 
Mr. Dameron phased out the two 
lines for an exact match. 

The operating economy thus 
made possible at Gospel Publish- 
ing Company amounts to a sub- 
stantial monthly saving, which, 
here again, was extensively com- 
mented upon by newspapers, 
building contractors’ publications, 
etc. 

Upon completing any installa- 
tion which required engineering 
or solution of difficult problems, 
Mr. Dameron is careful to always 
run a congratulatory ad, usually 
as part of a full-page newspaper 
ad announcing final completion of 
a building, an “open house,” or 
other ceremonial functions. 

In every such congratulatory 


ed, the Springfield contractor 
gives the public some idea of the 
extent of the electrical installa- 
tion, and any unique features 
which are incorporated. 

While such advertising for the 
most part means little to the gen- 
eral public, it has been just such 
tactics which have developed 
Dameron Electric Company into 
one of the best-known electrical 
contracting firms in southern 
Missouri. 

Lighting for mobilization 

(Continued from page 29) 


area is devoted to demonstrating 
how colored lighting may be used 
to make seeing easier in various 
industrial processes. An example 
used by the G. E. engineers is the 
use of colored lighting to aid in 
color matching and appraisal of 
color qualities of a G.I.’s uniform. 

At this location, too, are staged 
comparisons of the color qualities 


‘of incandescent lamps and fluore- 


scent lamps. Most of the demon- 
strations conducted here are gear- 
ed to industrial mobilization pro- 
duction requirements. 

Front portion of the Mobiliza- 
tion Center is used by speakers to 
demonstrate the use of light for 
making inspection work in indus- 
try easier and more accurate. This 
stage is expressly designed to per- 
mit demonstrations concerning 
the principles and design of light- 
ing systems for industrial mobili- 
zation, including the best lighting 
for drafting rooms, offices, and 
plant protection. 

Also provided here are a novel 
electronic control panel used for 
operating the center’s ceiling sys- 
tem, curtains, and other movable 
elements. Facilities are incorpo- 
rated for showing various types 
of slides and motion pictures ‘in 
comfortable surroundings. 

Rear of the center is equipped 
with large “double-glazed” win- 
dows similar to those used in ra- 
dio and television studios. With 
the audience now facing the rear 
of the demonstration room, and 
with its “stage curtains” parted, 
applications of lighting to specific 
industrial tasks may be seen “in 
action.” Among the applications 
shown are those using incande- 
scent, fluorescent, and mercury 
lamps in fixtures, producing light 
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DIXISTEEL-QUALITY...HOT-DIP 


GALVANIZING 


FOR CASTINGS e FABRICATED PARTS 
PIPE e BARS e STRIPS e TANKS 
Up to 24x3x3 feet * 


Your parts or products can have the same high- 
quality, hot-dip galvanizing used on our own DIXI- 
STEEL products. Small, tight spangles . . . smooth, 
uniformly-heavy coats of zinc . . . no fins. A tough, 
rust-proof finish that withstands severe bends without 
cracking or flaking. 

Write today for quotations on this 
le Sie superior service. Give full details of 
pened materials, including dimensions. 

*Single dip size. Larger sizes by double-dipping. 


% 
i) if it’s exposed to corrosion...Galvanize it! 


Atlantic Steel Company 
MAKERS OF DIXISTEEL SINCE 1901 
ATLANTA, GEORGIA 





Nowadays everyone's concerned about the way things will shope 
up a couple of years hence. There's one thing of which everyone 
can be certain. Perfect-Line will constantly strive to make 
prompt deliveries of quality wiring devices, lighting equipment 
and ventilating fans available to its customers at the best prices 
possible. Our past proves it. Our present emphasizes it and, to 
be perfectly honest about it, our future depends on it. 


WE APPRECIATE YOUR BUSINESS 


PERFECT-LINE 


MANUFACTURING CORP. 
HICKSVILLE, L. 1., N. Y. 
Sales Representatives 


L. V. HENDERSON EDWARD W. FISHBURNE 
Atlanta, Ga. Greensboro, N. C. 


HUTSON COLCOCK ROBERT W. FISHBURNE 
New Orleans, La. Richmond, Va. 


WIRING DEVICES ‘LIGHTING EQUIPMENT VENTILATING FANS 
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Schoolroom 
Renovating 
Season 
ls Here! 


Increase your profits with this 


outstanding ““NATURLITE” Fixture! 


REG. U.S. PAT. OFFICE 


THE PEABODY 
Ballast Guaranteed for Two Years 


This fluorescent fixture is your answer when you 
are lighting a school room, office, or any location 
where a general field of light is needed 

The Peabodk is manufactured from 20 guage 
steel, with high reflecting white baked enamel and 
hinge type louvre. Well planned construction makes 
this fixture one of your best selling units 

Total efficiency over 83%! 

Supplied with 24” stems as standard equipment 
If other lengths are desired, single stems or flush, 
please specify. 


ORDER NOW FOR THE BUILDING 
AND RENOVATING SEASON AHEAD! 


Write today for our new catalog, No. 53, illus 
trating the complete new line of “NATURLITE” 
fluorescent fixtures. 


Light & Power Utilities Corp. 


1035 FIRESTONE BLVD., * 175 STH AVENUE, 
MEMPHIS, TENNESSEE NEW YORK 10, N. Y. 


63 


anbey 


SRNR Pla RPI hg gins 








WRITE FOR 
CATALOG 5LC 


iG 


NCINNAT 








NON-METALLIC — BX. 
& GROUND WIRE 
SONMREARRETERE EN ATR NE 


SERVICE ENTRANCE CAP 
ROTATES. RAR 


Sold Thru 
Your Local Wholesaler 





ATLANTIC CONDULTP 
FITTINGS CO, 


BOSTON, MASS 


Southern Representative 
Hopper & McCoy 
454 Marietta St., N. W. 
Atlanta 3, Georgia 











for manufacturing areas, for em- 
ergency and supplementary light. 

In the other area adjoining the 
center, latest marketing concepts 
are used to point out the types of 
lighting fixtures to be used for 
specific eye tasks in workers’ 
homes. 

The Lighting Mobilization Cen- 
ter was developed by a planning 
committee headed by C. M. Cut- 
ler, G.E. illuminating engineer in 
charge of industrial and store 
lighting for the Engineering Divi- 
sion of the company’s Lamp De- 
partment. 

Mr. Cutler is widely known as 
creator of the lighting effects fea- 
turing several of the world’s fairs 
of recent times. 

Involved in the design and con- 
struction were: L. C. Kent, dean 
of the Institute; A. L. Reas, head 
of the Institute shop; W. D. Rid- 
dle, Institute architect; and Al- 
ston Rodgers, Institute senior illu- 
minating engineer. Specialists of 
other marketing divisions contri- 


- buted to various phases of the 


project. 

The novel demonstration center 
had its “public debut” on the oc- 
casion of a two-day annual light- 
ing conference held at the Insti- 
tute expressly for lighting direc- 
tors of leading electric utility con- 
cerns throughout the nation. 


Radiant heating 
(Continued from page 32) 


should have an insulation resist- 
ance of at least 100,000 ohms. 
Damaged insulation may be locat- 
ed in wet plaster with an ohmme- 
ter as follows: connect one wire 
to lead wire of cable; run the oth- 
er ohmmeter lead over the ceiling 
locating the point of minimum 
resistance. This will be found’ to 
be the approximate location of 
the damaged insulation. 

Broken cables can be located 
with the high-frequency type 
locators made for that purpose, or 
in some cases in the same manner 
as damaged insulation. Repairs 
of broken cables are made by 
splicing the break with special 
sleeve connections provided for 
the purpose. The repaired section 
is then taped equal to the thick- 
ness of insulation with any ther- 
mosetting tape listed by Under- 
writers’ for 80-degree C. use. 








ALL TYPES 
UPTO FIVE 
GANG - IN 
ATLANTA 
STOCK 


Satin, polished 
and chrome plat- 
ed finishes. 


AV AILABLE 
NOW 


through your wholesaler 
W. J. MILNER AND -CO. 
602 Marietta St., N. W. 
Atlanta, Ga. 


“nNuUumMreraZza=-—- PAH 
uma prow mmmaw 


STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


ef 
If it’s fluorescent 
MAKE IT SLIMLINE 
STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miami, Fia 











ELECTRICAL ENGINEERS 


Graduate, with five to ten years experience 
in design of steam and hydro-electric power 
plants and high voltage substations. Excel- 
lent opportunity with large consulting firm 
in New York for Engineer with satisfactory 
qualifications. Please send resume of ex- 
perience and summary of personal data to 
Box 650. 














“Opening in sales department of South 
ern Manufacturer for Metropolitan Atlanta 
Area, and for Memphis, Little Rock, Nash- 
ville Area, Salary, Traveling expense, and 
Commission to sell to the Electrical Whole- 
saler, Also sales promotion with Utility 
Engineers, consulting, Electrica! Engineers 
and Electrical Contractors.” Write giving 
full details to Box 651 Electrical South 
806 Peachtree St., N.E. Aticnta, Ga. 
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Household and Commercial Appliances 





FLEXIBLE UNITS—Cooling with window units has many ap- 
plications. This Texas restaurant required a five-ton cooling 
unit but no water was available for conventional package 
unit. Five one-horsepower window units does the job without 
water connections, (More about such units on page 85.) 





Television 





IN THIS ISSUE: 


Commercial Refrigeration Market 
Planning for Fan Sales 


How to Deal in Trade-Ins 





4 ‘ 


with its All New — All Star — 
All Feature Hotpoint Super De Luxe 
Automatic Electric RD-12 Range 
with Pushbutton Controls 


i* 14 All-Star Plus Features 
Count Them— 


* Manufacturer's Suggested List Price 1—High De Luxe Control 9—Raisable Calrod 


Panel Thrift Cooker 


2—Bright Metal Control 10—One Instant-Heat 
Panel Trim and Two Hi-Speed 
Calrod Units 


Hotpoint does it again! When all the 
industry is wondering “How, What and When” 
about production, Hotpoint is going full steam 
ahead with the Star of Stars of all Electric 
Ranges. It's completely new. All the 22 fine 
basic features inherent in all Hotpoint ranges 
are combined with 14 All-Star Plus Features to 
produce the new star of the industry —the 
Hotpoint Super De Luxe Model RD-12 Range 
with Pushbutton Controls. And best of all—it's 
priced at an amazingly competitive figure. 


THIS IS THE RANGE FOR TOP SALES! 
Backed by a great new Promotion Package, sales 
of the new Hotpoint All-Star Super De Luxe Range 
are destined to soar to new heights. Here, again, 
Hotpoint demonstrates its Full-Line Leadership. Better 
see your Hotpoint distributor at once and join the 
thousands of Hotpoint dealers who will make hay 
while the new Star is shining. 


IT’S GOOD BUSINESS TO... *¥ * &* Xe etree rtrnrt 


6 FOR FULL-LINE 
with le ¢f LEADERSHIP! 
HOTPOINT Inc. (A General Electric Affiliate) 


RANGES © REFRIGERATORS © DISHWASHERS. © DISPOSALLS® © WATER HEATERS 
FOOD FREEZERS © AUTOMATIC WASHERS © CLOTHES DRYERS © ROTARY IRONERS © CABINETS 


3—IIluminated Pushbut- 
ton Controls 11—Concealed Oven 
Heating Unit 
as 12—Automatic Oven 
Light 
Se en 13— Aluminum Roasting 
9 Pan...Chrome 
6—12/60 Dual Electric Smokeless Broiler 
Time Measure Pan 





7—Twin Appliance Re- 14—Three Extra Roomy, 
ceptacles ... 1 Timed One Piece, Welded 
Roller Storage 

8—Oven Indicator Light Drawers 


HHH HH HH HH 
HM HH HH HH HH 


Taylor Street, Chicago 44, Illinois 
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business is 
GOOD business! 


You're a SALES Headquarters on every gift occasion 


(./ 
with f EN quaury cirts 


Gift Headquarters ...SALEs Headquarters, indeed! For in critical times like these 
your customers can’t afford anything less than ZENITH Quality. Yes, people know 
that the. radionic gift that they give may not be replaceable for years and 
that the superb, advanced styling and engineering, the costlier parts and material § 
in a ZENITH . . . is their guarantee of satisfaction and real pleasure. It’s a gift of 
good sense . . . a gift of good taste! 





A superb combination! It's o 
gift iter the new a 


Clock-Radio 





Whatever occasion . . . weddings, birthdays, graduations . . . you'll realize | 
what a terrific volume can be had in GIFT-SALES when you sell Zenith. There’s a J 
ready demand and a good profit for you in your ZENITH gift traffic. REALIZE your 9 
share of it... NOW... during this heavy gift-giving season! 


5 


A big SELLER! But theniit hos 
Zenith's Cobra-Mati@i plus 
powerful DiclSpeaker#e 
..» the CARLETON, 














| Ploys onywhere a “perfect 

J gift all year round! It's Zenith's 

——we s powerhouse-portable the 
UNIVERSAL 


Yo}! 
\ // ° 
WY there's a HARD SELLING package of KEY YOUR GIFT CAMPAIGN 


special TH Promotional! Material TO THESE MAY-JUNE 
EN! GIFT OCCASIONS 


* Graduations 


RIGHT! Zenith wants this Girt Campaign to be the biggest, most PROFITABLE Sales °. Anniversaries 
Drive that any dealer ever had. And it will be... with a tremendous NATIONAL e Weddings 
ADVERTISING schedule, hard-hitting NEWSPAPER campaign that definitely “ties-in” . . a Mother’s Day 
PLUS . .. a special package of dealer material. There’s new GIFT FOLDERS, GIFT > 
CERTIFICATES, special AD-MATS, bright, attention-getling DISPLAY MATERIAL . . . every- _ Father s Day 
thing you NEED and WANT for a real promotion! * Servicemen 


= for your gift campaign... 


ae eet - ee nad J J 
P43 ibe ee liege) ite) 7 ale), | oe 


6001 DICKENS AVENUE CHICAGO 39, ILLINOIS 





TRADE-MARK REG. U. S. PAT. OFF. 


Exclusive Deeprreeze | 





other refrigerator has it... 


@ Sure, there are lots of good refrigerators on the market. But 
you can tell your customers that only one—the new Deepfreeze 
t he e Gs e ra rT] im e Refrigerator—offers the genuine Deepfreeze Freezer Compartment 
that stores more than 50 lbs. of frozen food and actually keeps 
ice cream hard! 
Separate freezer shelf inside the freezer compartment assures 
a plentiful supply of dry, hard ice cubes at all times. Ice cube 
trays and big dessert tray are standard equipment. 
Below the freezer compartment is another Deepfreeze ‘‘extra” 
—the insulated, full-width Frozen Storage Drawer that stores 
Freezer packaged frozen foods, meats, and quick-chills salads. 


Your customers want to know about these Deepfreeze advan- 
tages, together with the ones on the opposite page. Pointing 


them out and describing them will lead to more sales and 
Compartment! sss tor you. 


The famous trade-name Deepfreeze alone is a potent selling 
“plus.” Every customer recognizes it instantly—because it is 
known the world over as the name of the leader in low tem- 
perature appliances... the pioneer name in home freezers. 

If you’re selling Deepfreeze Refrigerators now, put this pow- 
erful sales story to work! If you’re not, write us or see your 
Deepfreeze distributor about the valuable Deepfreeze franchise! 





©1951 Deepfreeze Appliance Division, Motor Products Corporation, 








Complete line of 6 models, 7 to 1114 cv. ft. 
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Ketrigerator Sales Features! 


The Door 


that stores 


MORES 





RUSTPROOF SHELVES! 

Easy to clean. Flexible arrangementyg pro- 
vide maximum storage for all itenjs, in- « B 
cluding gallon milk bottles, turkey#, large 


GSTOR—\eeps eggé at your fingertips, 
yet protecfs them ffom breakage. 


R POX—kegps butter “spreadable.” 


hams. There’s a space and place fof every- 
thing. 


TWO HIGH-HUMIDITY CRISPERS! 


‘Transparent—contents visible from above 
as well as from front. Keep more than a 
half-bushel of fruits and vegetables fresh 
and crisp. Slide in and out with a touch! 


FIVE-YEAR PROTECTION PLAN 


One-year warranty on the re- 
frigerator— plus an additional 
four years’ protection on the 
hermetically sealed, depend- 
able mechanism. 


Holds Ane pousid. Eliminates trying to 
preag hard bytter. 


HANDY JUGS—exclusive with Deepfreeze! 

H¢ld juices or water ready for instant use. 

o more fumbling with jars and makeshift 
overs. 


HANDY BiIN—exclusive with Deepfreeze! 

Trapsparent! For storing small greens, 

fryits and vegetables that might get 

cpushed in large crispers. Easily removed 
just slip it out! 


BOTTLESTOR— Easy-to-reach storage of tall 
quart beverage and milk bottles. 











Refrigerators 








Go nay the Nemo I PP DITEEZ, 


TRADE-MARK REG. U. S. PAT. OFF, 


HOME FREEZERS * REFRIGERATORS + ELECTRIC RANGES + ELECTRIC WATER HEATERS 


All Products of Deepfreeze Appliance Division, North Chicago, Illinois 
Specifications subject to change without notice. 
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LET HOT WEATHER HELP 100 SELL 


Emphasize 
the CHROMALOX 
DIFFERENCE 


Just watch how quickly summer electric range 


sales are closed when you point out the ‘'2-units- (@) 
Dy 
_ 


in-1" feature of any Chromalox electric range unit. 


Here's heat that can be confined to small 
utensils in which much cooking is done. 


Here's a unit that doesn’t waste heat, that 
doesn’t cook the cook, that does make ai] 
the difference in kitchen comfort, not only on S 
summer days but all year ‘round. = 


For easy hot-weather selling, emphasize this 
big Chromalox advantage. And point ott too, 
that the Chromalox ‘2-units-in-l" design also 
saves up to 45% of electricity used for cooking 
in smal! utensils. ae 











Chromalox Electric Cooking 
can keep kitchens 8° to 11° Cooler? 


inner Hot Spot Alone for 


Small Pots and Pans— 


As wnt bast too 


Handles stay Cooler-Can’t burn 


Sees eee ee eeeeeeeeeeeeeeees 


Accurately controlled heat 
that goes evenly into 


large cooking utensils 


Fre the complete Slory on the urey Ue Quichis, Catitr, Electric Kange Salbs- 
Write for the valuable booklet “The Switch 


is On." ft will help you and your men to 
close more electric range sales in less time. 


CHROMALOX 
Eluileue Cooking at Ha Bett! 


Ewen L. WIEGAND COMPANY, 7600 THOMAS BOULEVARD, PITTSBURGH 8, PA. 


Up and out for 
thorough washing. 
Only one part 

\)) t0 remove. 


i 





B. Kogers, 1000 Peachtree St., Atlanta, Ga.; L. R. Ward Co., 2711 Commerce 5t., 
Dalles 1, Texas; 932 M & M Bidg., Houston 2, Texas; 1511 Louisiana St., New Orleans 15, La.; 
1519 So. Boston St., Tulsa 5, Okla. ; Ww. R. Phillips, P. O. Box 2561, Raleigh, N. C.; W. R. 


Phillips Jr., 3125 Lamb Ave., Richmond 22, Va. 








Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you te 
draw upon the wealth ef tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 


tal 4. 
es, PP 


tion information beoklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 


of useful 





need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 


want. 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 


busi probl The serv- 





ices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 
receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 














(Additional items will be found on pages 5, 7 and 73) 


2004—Air Conditioning Equipment. New Bulletin No. 
3158-B, “Central Air Conditioning Equipment,” contains com- 
prehensive information on this type of equipment along with 
charts, specifications, and maintenance instructions. The bulle- 
tin has been released by Buffalo Forge Co., P. O. Box 985, 
Buffalo 5, N. Y. 


2010—Water Heaters. An illustrated toider describing Bell 
Water Heaters and the ten-year guarantee and warranty is avail- 
able from Adacar Mfg. Co., Napier Field, Dothan, Ala. 


2012—Room and Unit Heaters. Electromode Corp., 45 
Crouch St., Rochester 3, N, Y., has announced two new cata- 
logs, each of which contains descriptions, complete ifica- 
tions, illustrations of the units, and shows typical ins' tions, 
as well as other helpful information concerning heatin elec- 
tricity. Catalog EC-62 is the industrial catalog, and No. EC-63 
is the domestic catalog. 


2014—Hot Water Heaters. Informative and well-illustrated 
data are available from M. M. Hedges Manufacturing Co., Inc., 
Chattanooga, Tenn., on their line of Mertland Automatic 
water heaters. 


2018—Electric Fans. A 28-page, profusely illustrated booklet 
describes in complete detail, this company’s line of fans. 
Booklet available from Emerson Electric Manufacturing Co., 
8lst and Florissant Ave., St. Louis 21, Mo. 


2022—Window and Attic Fams. A four-page catalog piece 
y opy | illustrated and containing descriptive information on 
the new low cost “all in one ee window and attic fans 
has just been released by the Viking Air Conditioning Corp., 
5601 Walworth Ave., Cleveland 2, Ohio. Illustrations of auto- 
matic ceiling shutter and automatic electric timer are included. 


2024—Electric Water Heaters. New specification sheets are 
now available for a full line of cylinder and table top models, 
featuring the Water Hotter, from the White Products Corp., 
Middleville, Mich. 


2028—Fans. Catalogs Nos. 863 and 864, just issued by Chel- 
sea Fan & Blower Co., Inc., 639 South Ave., Plainfield, 
N. J., include descriptive copy, specifications, dimensions, photo- 
graphs, etc., of a full line of fans for residential, commercial, 
and industrial uses. These catalogs include information on 





17 types of ventilating and comfort cooling equipment varying 
in size from 12 inches to 60 inches. 


2030—Electric Fans & Drills. Signal’s complete line is shown 
in a new catalog just off the press, featuring a wide variety of 
desk, pedestal, exhaust, and vent fans. Literature on drills, tele 
graphic equipment, and motors is also available from the Signal 
Electric Mfg. Co., Menominee, Mich. 


2034—Electric Flat Irons. Full information on American 
Beauty Electric Flat Irons in a weight, a shape, a size for house 
hold, as well as every industrial and manufacturing use, is avail 
able in literature from the American Electrical Heater Com- 
pany, 6110 Case Ave., Detroit 2, Mich. 


2038—Murray Ventilating Fans. A set of specification sheets 
is available describing the Murray line of fans, including 20 and 
24 inch window fans and vertical and horizontal ventilating fans 
H. C. Biglin Co., Inc., 177 Harris St., NW, Atlanta 3, Ga., is 
exclusive sales agent for the line which is manufactured by 
Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters. Bulletin 3014-D de 
scribes Types “E” and “RE” Buffalo blowers and exhausters, 
manufactured by Buffalo Forge Co., P. O. Box 985, Buffalo 5, 
N. Y. Characteristics of the blowers, graphs, charts including? 
capacities and static pressure, and exact dimensions are all con 
tained in the 8-page folder. 


2046—Household Electrical Appliances. Dominion Electrie: 
Corp., 120 Elm St., Mansfield, Ohio, offers catalog information) 
and detailed specifications on a complete line of table appliances, 
called “Family Favorites.” 


2056—Radiant Heaters. Edwin L. Wiegand Co., 7500 Thomag. 
Blvd., Pittsburgh 8, Pa., has prepared a portfolio of Chr 
Radiant Heater Application Reports. In addition, the portfoli 
includes catalog a and technical data on the Chromalog 
“RAD” heaters. : 


2058—Exhause Fans. A new Emerson-Electric Exhaust Fag 
catalog, illustrating and describing in detail this line of fans for 
all types of buildings, is offered by the Emerson Electric Mfgi 
Co., 81st and Flurissant Ave., St. Louis 21, Mo. 


2064—Electric Fans. An attractive, 8-page, 62nd Season Cate 
log of Zephair fans has been made available by the Hunter 





ELECTRICAL SOUTH, 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 


Please send me the bulletins and catalogs indicated. 


(Print Plainly) 





June, 1951 


Cirele numbers below. Bulletins and 
catalogs will be mailed promptly. 
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SELL 


REAL ‘HOT WEATHER 
COMFORT | 





What better way to combat climbing thermometers, 
wilted collars and general hot weather inefficiency? 
Quiet, smooth-running, relief-delivering Dominion 
fans! Make plans now to display and advertise 
locally. Be prepared this season to supply what is 
Mies to be an unusually heavy demand. 


minién Fans are carefully designed for long, 
uninterrupted service. The all-purpose fan above 
features a specially built Dominion 4-pole, induction 
type motor — has oil-less bearings, is non-radio and 
TV interfering, delivers 650 cubic feet of cool air 
per minute. 





Improvement in quality, performance and appeat- 
ance has been characteristic of Dominion progress 
in its 30-year history. More than 25,000,000 applli- 
ances during that period have made their individual 
contributions to an enviable record. 


Veminron ee Available through reputable distributors across the nation. 
AP PLIRACES See the DOMINION line at 


Booths 469-471-473 
Housewares Show— 
Atlantic City 
July 9-13, 1951 


- ¥OR THE 
YOUR LVEE 


xWwE BtSt 
a a OF 


DOMINION ELECTRIC CORPORATION + MANSFIELD, OHIO 
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~ & Vneiotins Co., P. O 


Box 2858, Memphis 2, Tenn. 
hensive description ~ this company’s products is giv- 
= ith complete specifications and dimensions. 


2066—Shutters & igo Sh A fe e catalog (No. 46) is 
available from the Elgo itter . Co., 2738 W. War- 
ren Ave., Detroit 8, Mich., he 17 ee types of 
shutte rand dampers fe, describing them, and as used in 
cennection with ventilating and air-conditioning installations. 


2070—Zephair Fans. Hunter Fan and yang Co., Inc. cs 
400 So. Front St., Memphis, Tenn., offers a new 

log containing detailed information on the Hunt “g + ~ 
Fans, for home and industry. 


2072—Reed Unit-Fans. Two new 8 page booklets on unit-fans 
have been published by Reed Unit-Fans, Inc., 1001 St. Charles 
Ave., New Orleans 8, La. Material included in these booklets 
covers design, accessories and installation of the Reed window 
and attic fans respectively. 


2078—Sales Helps. A variety of sales ae including Sound 
Slide Colored Training Films, How to Sell klets, Consumer 
Pieces, Specification Sheets, Demonstration Kits, Display Cards 


and Promotion Kits for selling and demonstrating General « 


Mills Home Appliances—Pressure Quick Saucepan, Tru-Heat 
Iron and Steam Ironing Attachments are available to dealers 
from General Mills, Inc., Home Appliance Dept., 1620 Cen- 
tral Ave., Minneapolis 13, Minn. 


2088—Air Circulators. Vornado’s complete line for bg B . 

sented in a four page, three color catalog sheet (Form 9060 

includes a wide variety of desk, pedestal, tabletop turnabout, an 

turnabout window fans. Also available is a descriptive folder 

on Vornado’s new turnabout casement window fan (Form 9082). 

= O. A. Sutton Corporation, 1812 West Second St., Wichita, 
nsas. 


2090—Fan Blade & Baffle Outfit. An illustrated catalo; 
describing their Knock Down Fan Blade & Baffle Outfit ‘o 
been announced as available from S. J. Stewart (Electric), 527-31 
St. Joseph St., New Orleans 12, La. 


2092—Air Circulators and Window Fans—The Complete Line 
of Kisco Floor Model Air Circulators and Portable Window 
Fans for 1951 is illustrated and described in a series of two- 
color catalog sheets and envelope stuffers available to the trade. 
A Special Sales Manual containing product and sales informa- 
tion is available for use by Dealers handling Kisco Products. 
Kisco Company, Inc., 2400 Dekalb St., St. Louis, Mo. 


2102—Marquette Gas Ranges. Five beautiful models — 
the entire desires of any housewife featured in color and wi 
individual specifications and Ls may be secured from 
entrar Appliances, Inc., 307 t Hennepin, Minneapolis, 
innesota. 


2104—Marquette Home Laundry Equipment,—Includes Wash- 
ers, Dryers, and Ironers. For well-illustrated catalog pages that 
fee out the features and selling points of this po riced 
laundry equipment write to Marquette p fo Reng 2 we 3 7 E. 
Hennepin, Minneapolis, Minnesota. 


2106—Fan and Centrifugal Blowers. Catalog No. ae 
Vital specifications 1950-Fresh-Air Maker Fans-Hy Duty Cen- 
trifugal Blowers. Attic, Portable, Window, Exhaust fans. Single 
and double inlet blowers. Ventilating Division-Schwitzer-Cum- 
mins Co., 1125 Mass. Ave, Indianapolis, Indiana. 


2108—Household Refrigerators, Farm and Home Freezess, 
Electric Ranges. Complete information regarding Coolerator 
space-saver “motor on the back” refrigerators, a revolutionary 
new combination freezer-refrigerator and automatic seven heat 
ee ga electric ranges. Write Coolerator, Duluth 1, 
innesota. 


2110—Select-A-Range. Landers, Frary & Clark, New Britain, 
Conn. Eight page folder giving full information on Universal’s 
revolutionary new Select-A-Range with the Convenience Level 
Oven. [Illustrates various parts of range; six Royal Barry Wills 
kitchens and tells how to install it. 


2112—Oil Heat An elaborate colorful 16 page catalog, 
entitled “Nescontrol Heating” describing and illustrating the 
complete rg on line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the National Enameling afd Stamping Com- 
pany, 270 N. 12th St., Milwaukee 1, Wis. 


2114—Electric Heataires. A new, colorful, twelve- age bees 
from Markel Electric Products, Inc., 145 Seneca 
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N. Y., unveils a complete line of wall-attachabie, well-recessed, 
and portable heaters. Heetaire models for every room in the 
house and other applications are descri 


2116—Replacement Heating Units—For electric water heaters. 
Information on the complete line of various wattages, voltages, 
and shapes of water heater units of the Immersion T can 
be obtained by writing to Tuttle & Kift, Inc., 825 N. Monitor 
Ave., Chicago 39, Illinois. 


2118—Electric Fans—Robbins & Myers, Inc., Springfield, Ohio 
offers an attractive, 20-page illustrated catalog covering out- 
standing features, design details, and performance — of 
R & M domestic, commercial and industrial fans for 1950 
Special material available covering new 10” and 12” desk fans. 


2120—Everhot Electric Housewares—Colorful literature and 
full information is available showing the complete line of Ever- 
hot Electric Housewares including Roasters and their accessories, 
Roasterettes, Heater and Heater Fans, Rangette and Electric 
Blankets. This literature lists specifications and is available from 
Swartzbaugh Mfg. Co., 1336 W. Bancroft St., Toledo, Ohio. 


2122—Surface Heating Units—For electric ranges. Com- 
plete information on fitting the famous TK Monotube Elec- 
tric Range surface heating units into all types of electric ranges 
can be obtained by requesting the replacement manual 
Tuttle & Kift, Inc., 1828 N. Monitor Ave., Chicago 39, Illinois. 


2124—Evaporative Air Coolers—Home and commercial. Essick 
Manufacturing Company, 1950 Santa Fe Avenue, Los Angeles 
os California, offers its complete line of teen models, ra 
from 1506 CFM one room fan coolers to 12,500 Cc 
in ustrial building coolers. Featured this year is the Revolu- 
tionary “Pour-In’* type, gue self contained washed air 
room cooler. Write for further information. 


2132—Gas Heaters. Complete information on how to sell 
Stiglitz Warm-Aire Gas Heaters is included in a 16-page booklet } 
available from Stiglitz Furnace & Foundry Co., Inc., Louisville 
3, Ky. The general subject of heating is fully covered. 


2134—Appliance Trucks. A four-page catalog is available de- 
scribing Escort Appliance Trucks manufactured by Stevens Ap | : 
pliance Tffick Co., Box 897, Augusta, Ga. Twelve models are 
illustrated, all featuring the patented crawler tread which makes 7 
it easy to move the trucks up or down steps or over obstacles. 


2136—Robbins & Myers ’51 Fans, An 11-page illustrated 
catalog, in color, describes the 1951 fan line of Robbins & 
Myers, Inc., Fan Division, 387 So. Front St., Memphis, Tenn. } 
Window fans, oscillating fans, floor fans, air circulators and 
ceiling fans, package attic and belt-driven fans, exhaust fans 
and shutters, and ventilating fans are included. 


2338—Store Fixtures. Units comprising Flexo-Step displays, 
as well as combinations that can be obtained with the various 
units, are described and illustrated in Bulletin 3-50-5M, avail-§ 
able from Add Sales Co., 714 Commercial St., Manitowoc,} 
1S 


2140—Ventilating Equipment Circulators & Devices announ- 
ces the publication of their new, up-to-date 1951 catalog illus- 
trating their complete line of ventilating equipment including 
Pedestal, Wall and Ceiling fans, Exhaust Fans, new reversible’ 
window fans, blowers, shutters, etc. Write to Circulators & 
Devices, 98-168-32nd Street, Dept. E. S. Brooklyn 32. New 
York, for your free copy. 


2142—Gas and Electric Water Heaters. Two bulletins, in 
color, devoted to Jackson automatic gas and electric water 
heaters, have been announced by W. L. Jacnson Mfg. Co., 
Inc., P. O. Box 26, Chattanooga 1, Tenn. Table-top and round 
electric heaters, as well as floor furnaces, are described in one; 
Jackson’s 20- and 30-gallon gas heaters in the other. War 
tranties on both gas and electric models are explained 


2144—Ventilating Products. The complete line of Schwitzer- 
Cummins Ventilating Products are described and illustrated in 
a new condensed catalog. Included are attic, window, cabinet, 
portable and exhaust fans and single and double inlet blowers. 
Copies are available from Schwitzer Cummins, Co., 1125 
Massachusetts Ave., Indianapolis 7, Ind. 


2146—Repair Parts. “Repair Parts for all Traffic Appliances” 
is the title of a 46-page catalog available from Pearsol Appli 
ance Co., 2010 Commerce St. Dallas, Texas. This supply 
parts catalog, No: D-49, has been prepared for dealers as a 
parts and service" manual, and lists ali popular repair parts for 
all traffic appliances (electrical housewares). 
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Advertising in Farm & Ranch— 
Southern Agriculturist 
Saturates the South..County by County 


BECAUSE MORE SOUTHERN 
RURAL FAMILIES 
READ FARM & RANCH- 
SOUTHERN AGRICULTURIST 
HAN ANY OTHER MAGAZINE 











~ 


—__ 
CIRCULATION GUARANTEE 


TURN THE TAP ON SALES 1,290,000 


IN TODAY'S NEW SOUTH... Farm & Ranch-Southern Agriculturist 

More than 735,300 Farm & Ranch-Southern e Reaches a greater total purchasing power in the rural South 
Agriculturist families have homes with run- : 

ning water... than any other magazine... 


It’s a market with vast potentialities for Its circulation is patterned to follow the pattern of farm 
sales of sinks, bathtubs, washing machines, P ; 

refrigerators, pumps and other equipment income... county by county... 

...a market with plenty of money to spend And more farm and ranch families in your territory read 
for products advertised in the South's great- 2 

est farm magazine... Farm & Ranch-South- it than any other magazine. 

ern Agriculturist. 


scence ecnccenccsrcc ttt 





It’s simple as A-B-C...advertising will produce the 
most results in the magazine that reaches the most 
people. Write, wire or phone for the number of Farm 
& Ranch-Southern Agriculturist subscribers in any 
Southern or Southwestern county. Compare these fig- 
ures with those of the second farm publication—and 
you'll be convinced! 


New York 17 Atlanta 3 Dallas 2 
122 E. 42nd St 410 Forsyth Bldg. 2027'/, Young St 
Lamar 8811 Riverside 1181 
hy gar Farm and Ranch Murray Hill 5-6815 
Publishine Co Los Angeles 17 San Francisco 3 
ublishing 


Simpson-Reilly, Ltd Simpson-Reilly, Ltd 

’ Chicago | P Y peaidpy ig 

WRIST 318 Murfreesboro Rood bd 318 Halliburton Bidg 814 Central Tower 
Nashville 10, Tenn. 333 N, Michigan Ave 1709 W. 8th St 703 Market St 
Telephone: 42-5511 Dearborn 2-5182 DUnkirk 8-1179 Douglas 2-4994 
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BY THE 


The “fair trade” decision 


@ For ALL PRACTICAL purposes, 
the so-called “fair trade laws” in 
45 states were nullified by the 
Supreme Court decision handed 
down May 21, which ruled that 
the fair trade laws do not bar 
stores from cutting prices if the 
stores have not signed ° price 
maintenance agreements with the 
manufacturer. 


The heart of the 45-state laws, 
which are more or less uniform, 
has been a “non-signer” clause. 
This clause says, in effect, that 
if a manufacturer signs up a 
single retailer on such a fixed- 
price resale contract for a certain 
item, every other retailer in the 
state, even though he has signed 
nothing, is bound to hold. up his 
price on this item to the same 
level. 

The fair trade laws originated 
during the so-called depression 
years. California pioneered in 
this field in 1931. When the Na- 
tional Recovery Act (NRA), 
which authorized price codes to 
hold up prices at minimum levels, 
was held unconstitutional by the 
Supreme Court, the various 
trade associations and other 
groups interested in price main- 
tenance turned to the state fair 
trade laws. 

Even with state law protection 
of the price-fixing arrangement, 
however, there was always the 
possibility that manufacturers 
and retailers who entered into 
such price-fixing contracts would 
be prosecuted under the federal 
Sherman Antitrust Act. This 
threat was removed when Con- 
gress passed the Miller-Tydings 
Act in 1937 as an amendment to 
Section 1 of the Sherman Act. 
(The law was passed as a rider 
to a District of Columbia defi- 
ciency appropriations bill.) The 
act says that fair trade contracts 
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or agreements for resale price 
maintenance which are permissi- 
ble under state laws are exempt- 
ed from the Sherman Antitrust 
Law. The Supreme Court’s de- 
cision says that the Miller-Tyd- 
ings Act does not cover the non- 
signer clause. 

A manufacturer would find it 
extremely difficult to sign up 
every retail outlet selling his pro- 
duct, and if every retailer is not 
bound to a price maintenance 
agreement, it loses its effective- 
ness. It is for this reason that the 
court decision, in effect, nullifies 
the state fair trade laws. 

Many hundreds of manufactur 
ers have taken advantage of 
these fair trade laws to establish 
and maintain the resale prices of 
their trade-marked products, 


We are all in the fight 


@ THE DOWNTREND of prices ex- 
perienced in some lines has com- 
plicated the task of OPS. To some 
business men, it appears that a 
tremendous amount of paper 
work is required for a reason that 
is no longer pressing. To the ap- 
pliance dealer who has a heavy 
inventory of merchandise that is 
not moving as it did a few months 
ago, and who may be advertising 
“generous discounts on floor 
models” or “liberal trade-ins on 
your old appliance” and getting 
few takers, the highest prices 
charged during the base period 
may appear to be purely acade- 
mic. 

But there is every reason to be- 
lieve that the recent downtrend 
in prices insofar as inflation is 
concerned is only a momentary 
fluctuation rather than a definite 
change in trends. Greatly in- 
creased defense outlays will un- 
doubtedly result in a further up- 


with a view of preventing any 
retail outlet from making cut- 
price “leaders” of such products. 
From a customer point of view, 
the fair trade laws eliminated 
price competition on the fair- 
traded products, which had to be 
sold at the same price regardless 
of the type of retail outlet mak- 
ing the sale, whether of the “de- 
luxe” store type offering a wide 
range of “plus” services or a 
cash-and-carry, serve-yourself 
type of establishment with a 
minimum of overhead and sales 
expense. 

There will be many retailers 
and business men who will not 
mourn the nullification of the 
price-fixing laws. These hold that 
the laws certainly run counter toy 
the American system of free en- 
terprise which draws its strength 
from competition. Those who pre- 
fer to see business and industry 
unhampered by legislation that 
endeavors to control economics 
artificially view the fair trade 
laws as undesirable in normal 
times as other types of price and 
wage control. 

Many large retailers have felt 

(Continued on page 101) 


ward trend in prices. By the last 

quarter of 1951, there is reason to 

believe that prices will be pushing 

hard against the official ceilings. 

The best interests of all will be 

served if dealers co-operate with] 
OPS in the filing of their list date” 
price charts and by making a sin- 

cere effort to make price control 

effective. 

Recently, when two retailers 
were overheard discussing the 
price control orders, one appeared 
particularly provoked at the 
mountain of paper work, as he 
described it. The other retailer, 
who had a son in Korea, reminded 
the first that there were boys in 
Korea who would gladly ex- 
change places with him and do his 
paper work if the other would 
fight the gooks. Perhaps we do 
need to be reminded that in this 
fight against Communism some 
are being called upon for sacri- 
fices out of all proportion to those 
that the rest of us may be making 
at home. 
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Some retailers exempt 
from filing charts 


@ Revier from the necessity of 
filing list date price charts, as 
required by Ceiling Price Regula- 
tion 7, is being given to small 
dealers insofar as their sales of 
housewares, notions, sporting 
goods, silverware, china, glass- 
ware, jewelry, watches, and 
clocks is concerned. An amend- 
ment to CPR 7 provides that 
stores selling the merchandise 
listed above may elect to price 
those particular items under the 
general freeze order if either of 
the following conditions apply: 

(1) If the over-all net dollar 
volume of sales of everything in 
the retail store is less than $100,- 
000 annually. 

(2) If the net dollar volume 
from sales of the items listed 
above is less than $60,000 annual- 
ly, irrespective of volume of sales 
in other lines of merchandise, and 
even though the total volume of 
sales is over $100,000. 

Retailers whose sales of items 
covered by CPR 7 and its amend- 
ments amount to less than $20,000 
annually have already been ex- 
empt from the provisions of CPR 
7. 

The Office of Price Stabiliza- 
tion, in announcing the new 
amendment, pointed out that all 
other retailers selling items con- 
trolled by CPR 7 must file their 
pricing charts by May 31 if they 
want to continue to sell legally 
after that date. . There will be 
no further extension of the dead- 
line, OPS emphasized. 

Appliance retailers must still 
file pricing charts on television 
sets, radios, record players, musi- 
cal instruments and certain other 
items even though their annual 
total volume may be less than 
$100,000, provided that their sales 
of television sets, radios, etc., are 
not less than $20,000 per year. 

The retailer who elects to re- 
main under the general freeze 
order in accordance with the new 
amendment does not have to 
notify OPS. He simply lets the 


May 31 deadline go by insofar 
as the merchandise listed in the 
first paragraph above is concern- 
ed, but he must be prepared to 
show that he was entitled to make 
the choice should OPS later ask 


him for such information. 


(Ceiling prices for 
repair services 


@ Tue Orrice of Price Stabiliza- 
tion has issued Ceiling Price Reg- 
ulation 34, which became effec- 
tive May 16, 1951, establishing 
ceiling prices for services render- 
‘ed in trade, commerce, and indus- 
'try. The order covers radio, 
television, and major appliance 
servicing, as well as many other 
types of service. In almost all 
cases, the ceiling price prevailing 
under the general price freeze or- 
der will be the ones used under 
this regulation. Those subject to 
the new order must file their ceil- 
ing prices for services with their 
district OPS offices not later than 
June 15, 1951. 

CPR 34 sets the ceiling price for 
each service at the first of the 
following which applies: 

(1) Highest price charged pur- 
chaser of same class for same 
service during base period, Dec. 
19, 1950, to Jan. 26, 1951. 

(2) Highest price at which 
service was offered in base period. 


(3) Ceiling price of closest 
competitor. 

The order fixes ceiling price for 
new sellers of services at prices 
of closest competitor, and requires 
that notification be given OPS of 
such ceilings within 10 days. It 
permits requests for approval of 
ceilings not determinable other- 
wise, but requires a waiting peri- 
od of 20 days after application is 
mailed before such requested 
prices are actually charged. 

Service firms having seven em- 
ployees or less may add a specific 
percentage increase to service 
charge if service was last furnish- 
ed in a period prior to the base 
period. 


Summecry of other provisions 


The ceiling price order govern- 
ing service prices also: 

Prohibits redetermination of 
ceilings after determination under 
regulation, unless changed by 
OPS. 

Permits adjustments in case of 
classes of purchasers covered by 
long-term contracts during base 
period. 

Permits offering of higher pric- 
ed services in place of lower 
priced ones only under special cir- 
cumstances. 

Requires use of same flat rate 
manuals or catalogues as used 
during base period. 

Requires application to OPS for 





Sales Trend 


Sales of retzil radix . 


RETAIL RADIO. HOUSEHOLD APPLIANCE DEALERS 


Estimated Total Sales 





and appliance dealers 
were estimated at 259 
million dollars during 
March, 1951, by the U. 
S. Office of Bus ness 
Economics, a decline of 
28 million dollars from 
February, 1951. The 
March, 1951, sales were 
one million dollars 
more than sales report- 
ed in March, 1950. The 
chart shows the month- 
ly sales for 1950 and 
1951. 
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Home economist reveals 
Thor spinner washer 


: MARY K. DOUGHERTY, 

Director of Thor’s Home 

Economics Department, 

. tells of exhaustive tests 

8 : that prove the new flex 





ibility of the 1951 Thor 
Spinner Washer. 











eae 


Listen in on a recent d ation she ducted 
for THOR’S President John R. Hurley and General Sales 
Manager M. R. “Bob” Wilson . . . 








MISS DOUGHERTY: I want you to watch another time-sav 
ing way for Mrs. Housewife to use the 
Thor Spinner Washer. After the wash 
ing cycle is completed . . . I simply turn 
on the cold water and let it run until 
the rinse water is clear. I then turn the 
switch to “dry” ... and the washing is 
done! This eliminates one spin cycle 
and also eliminates refilling the tub 


2 <4 © @ 


’ 


BOB WILSON: Quite a saving in time .. . that’s what 
I'd call Thor’s “Skip-a-spin”! 


JOHN HURLEY: As I see it now .. . the Thor Spinner 
Washer ‘actually offers the housewife 
rour different ways to RINSE! 


MISS DOUGHERTY: That's true. We give her a variety of 
different ways to rinse .. . in fact, if 
she uses a “No-Rinse” detergent. . . she 
may skip the rinse operation entirely. 





BOB WILSON: What a sales clincher for Thor dealers! 
Matter of fact, this new flexibility angle 
is so important that I'm mailing out a 
special bulletin** to all Thor Franchise 
Dealers—right now—giving complete de- 
tails on this new time-saving way to use 
the Tuor Spinner Wasuer! 


**THOR FRANCHISE DEALERS: WATCH FOR IT! 
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establishment of ceilings if busi- 
ness is moved into different trad- 
ing area after 5-16-51. 

Prohibits new or higher charges 
for packaging, expediting, or 
transporting of any service. 

Requires filing of ceilings for 
services within 30 days from 
establishment of price under 
CPR-34. 

Fixes procedure for adjustment 
of ceilings upon showing of sub- 
stantial financial hardship if com- 
pelled to supply services at estab- 
lished prices. 

Allows adjustments between 
seller and buyer of essential non- 
retail services if buyer agrees to 
absorb increased cost. 


No relaxation seen 
for Regulation W 


@ Tue Feperat Reserve Board, 
which has authority over credit 
restrictions, has turned down the 
appeal of the Radio-Television 
Manufacturers’ Association for 
relaxation of Regulation W with 
respect to down payments on tele- 
vision sets. The RTMA, and oth- 
ers, had appealed to the Board to 
permit trade-ins on TV sets to 
be counted as part of down pay- 
ments. 

The Federal Reserve Board 
said that Regulation W must be 
restrictive if it is to help restrain 
inflationary forces by curbing 
credit expansion, and said that in 
the case of appliances and certain 
other listed articles it has depend- 
ed upon the down payment re- 
quirement for the greater part of 
its restrictive effect. 

There are rumors in Washing- 
ton that consumer credit regula- 
tions may actually be tightened 
soon instead of being relaxed. 


New price regulation 
eliminates squeeze 


@ ALL ELECTRICAL appliance 
wholesalers and retailers will be 
affected to a considerable extent 
by Supplementary Regulation 29, 
to the General Ceiling Price 
Regulation, which became effec- 
tive May 28. 

Recently issued manufacturers’ 
ceiling price regulations such as 
CPR 22 and CPR 30 will in some 
instances permit manufacturers 
to increase prices of manufactur- 
ed articles above the original ceil- 
ings established by the General 
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“If the government doesn't want people to spend 
their money, why don’t they set an example ?” 








Ceiling Price Regulation. 

In so far as retailers are con- 
cerned these increases will not 
squeeze the retailer if they apply 
to articles that come under a-mar- 
gin-type ceiling price regulation 
such as CPR 7. However, in the 
case of all items priced under the 
General Ceiling Price Regulation 
such increases in manufacturers’ 
prices would put retailers and 
wholesalers at a distinct disad- 
vantage so long as their prices 
were limited to those established 
under the General Ceiling Price 
Regulation. 

To correct this situation, Sup- 
plementary Regulation 29, GCPR, 
permits retailers and wholesalers 
to recalculate ceiling prices by 
methods outlined in the regula- 
tion when increases in the manu- 
facturers’ prices would produce a 
replacement squeeze on the part 
of wholesalers and retailers. 

It is to be noted also that this 
new regulation requires that 
wholesalers and retailers shall 
also recalculate their ceiling price 
when the manufacturer’s price on 
an item is roll backed as a result 
of the application of CPR 22, CPR 
30, etc. The only exception to 
this requirement is where the 
wholesaler or retailer is informed 
in writing by the manufacturer 
that no part of a price decrease is 
required by the manufacturer’s 
ceiling price regulations. 

Regulation 29, GCPR, is cer- 


tainly one of the most important 
regulations issued by OPS in so 
far as electrical appliance whole- 
salers and retailers are concerned. 
A copy of the regulation should 
be obtained and studied carefully 
in order to avoid any losses that 
may result from not taking advan- 
tage of the relief provided in this 
regulation, and to comply with 
the law on roll backs. 


Wholesalers cautioned 
on use of DO-97 order 


@ THE SPECIAL ratings used in 
purchasing certain materials 
needed for maintenance, repair 
and operating supply items 
(MRO)—the DO-97 rating—must 
not be used to build up inventory 
stocks, the National Production 
Authority, U. S. Department of 
Commerce, stressed recently. 
NPA said that some wholesal- 
ers, anticipating DO-97 rated or- 
ders from their customers, are 
building up stocks in advance to 
meet this expected demand by 
extending DO-97 rating prema- 
turely to their own suppliers. 
This is a violation of Regulation 
4, NPA pointed out. The whole- 
saler must not use the DO-97 rat- 
ing to get replacement items until 
he has received a DO-97 order 
from his customer. When he gets 
such a rated order, it then be- 
(Continued on page 101) 
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It’s time we got working mad! 





As we listen to the latest insults from 
Moscow, we’re likely to get fighting 
mad. 


Instead, we’d better use our heads 
and get working mad. 


It is clear by now that Stalin and his 
gang respect just one thing—strength. 
Behind the Iron Curtain they’ve been 
building a huge fighting machine 
while we were reducing ours. Now 
we must rebuild our defenses—/ast. 


As things stand today, there is just 
one way to prevent World War III. 
That is to re-arm—to become strong— 
and to stay that way! 


This calls for better productivity all 
along the line. Not just in making 
guns, tanks and planes, but in turn- 
ing out civilian goods, too. 


Arms must come first. But we must 
produce arms at the same time we 
produce civilian goods. 


We can do this double job if we all 
work together to turn out more for 
every hour we work—if we use our 
ingenuity to step up productivity. 


All of us must now make sacrifices 
for the common good. But we’re 
working for the biggest reward of all © 
—peace with freedom! 





FOR A FREE COPY OF “THE MIRACLE OF AMERICA” 
MAIL THE COUPON to Public Policy Committee, The Advertising 
Council, Inc., Dept. B.P., 25 West 45th Street, New York 19, N. Y. 


Name 


Address 
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PRODUCT PROMOTION | 


Why not deliver 


the kitchen 


Absence of restrictive ordinances gives small-town dealers 


a big advantage in complete-kitchen promotions 


@ JusT WALK into any one of 
several hundred _ Eller-serviced 
kitchens around Madison, Tenn., 
about dinner-bell time. The lady 
who shows you around is proud 
of her kitchen because it is not 
only all-electric but all-Eller. 
She is not only frying her fish 
on an_Eller range and freezing 
her ice cubes in an Eller refrig- 
erator, but is washing her spinach 
in an Eller sink, draining water 


| 


from an Eller faucet, running the 
waste into an Eller septic tank, 
and walking over an Eller-laid 
“loor. 

In plumbing, electric service, 
storage cabinets, and flooring, the 
kitchen is unanimously Eller. 

It is this ability to deliver a 
kitchen in one package that has 
given Eller Brothers one of the 
largest volumes of kitchen in- 
stallations in Davidson County. 


SING SHOWN THRU COURTESY OF 


ELLER BROS. _ 


These jobs are about 50-50 on old 
homes and homes under construc- 
tion. 

Handling so many 
phases of kitchen improvement 
will always give this company 
plenty to do, regardless of how 
many allocations and bottlenecks 
plague the electrical world. 

Many of the jobs Eller is install- 
ing and much of the equipment 
will have to be serviced. The 
store not only handles the tools 
and supplies for this work but the 
specialists to do it. 

The average woman getting 
ready to remodel and equip an 
old kitchen has to dicker with a 
plumber, plumbing dealer, appli- 
ance dealer, flooring specialist, 
and maybe a few other piece-meal 
operators. 


different 


She is usually up in the air 
about what all the work will cost 
until it is actually finished. Eller 
not only lumps all these activities 
into a one-store service, but the 
customer knows what it is going 
to cost before she obligates herself. 


These photographs 
step development 
kitchen sale 
As part 
stunt, 
tickets 


show step-by- 

of a complete 

and installation. (1) 

of an Eller promotion 

grocery purchasers receive 

entering them in a dish- 
washer contest. 
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by Ross L. Holman 


im one package? 


When the average woman re- 
models a kitchen, she usually be- 
gins with the floor. 

In order to get a toe-hold on the 
entire job, Eller Brothers keep 
two flooring specialists and in- 
clude floor work in the one-pack- 
age deal. They take a great re- 
sponsibility off the lady when 
they relieve her of the burden of 
shopping in four directions. 

The company learns, for exam- 
ple, that a home on a newly con- 
structed REA line is a good pros- 
pect for a kitchen; or that an old 
home in town is remodeling its 
culinary quarters; or a brand new 
house under construction is going 
to install a modern kitchen from 
scratch. 

Instead of sending out three or 
four estimators for each phase of 
the work, Eller has one man 
trained to figure the entire con- 
tract to cover flooring, plumbing, 
and all fixtures and appliances. 

If a septic tank is needed, he 
can figure that in too, and Eller 
will install it. 

If minor carpenter work is re- 
quired on the kitchen, that is in- 
cluded in the bill, though major 
carpenter alterations are outside 
the firm’s activities. 

The engineer who makes the 
estimate carries along a set of 


(2, Top) The purchaser must de- 
posit her duplicate stub at Eller’s, 
where she gets a good look at their 
equipment. (3, Center) The fol- 
low-up salesman later calls at her 
home if she expresses an interest. 
Here he can tell what other appli- 
ances are needed. (4, Bottom) 
After the customer has ordered her 
model kitchen, the linoleum flocr 
is laid. 
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miniature appliances, storage 
cabinets, and plumbing fixtures. 
He sets up a miniature model 
kitchen and shows the interested 
lady how her own will look when 
Eller gets through with it. 

By keeping the entire installa- 
tion under one management, with 
one overhead, Eller can naturally 
do the job cheaper than the lady 
could get it done through several 
piece-meal operators. 

Besides the plumbing crews, 
flooring specialists, and others 
who do the work, the company 
keeps in its store a complete stock 
of piping, fittings, sinks, electric 
construction supplies, linoleums, 
tile, and all the essential tools to 
do the work. 

The company doesn’t even have 
to call in an excavator to do its 
digging when laying a sewer line 
or installing a septic tank. Eller 
has its own bulldozer, Backhoe 
equipment, an air compressor, 
and operators to do all this work. 

Homes in and around Madison 
do not have a central sewage sys- 
tem, and this type of work alone, 
with the follow-up servicing that 
will be needed through the years, 
will give the firm lots of service 
jobs. 

By being able to deliver a com- 
plete job in one package, Eller got 
two $10,000 contracts at the Vet- 
eran’s Hospital in Nashville. 

The doctors at that institution 
wanted a lot of additional labora- 
tory equipment. They were about 
to secure it through standard 
laboratory supply sources at .a 
cost of $30,000 on each job. 

Eller’s engineer went out and 
convinced the medics that their 
kitchen equipment would serve 
their purpose just as well, and the 
firm could put in each installation 
at a cost of $10,000, or two-thirds 
less than they would have to pay 
if the equipment was secured 
through the standard sources. 

The jobs included 20 linen 

(Continued on page 102) 
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(5, Top) Excavating work is done 
on the outside of the customer’s 
home for the sewerage and septic 
tank. (6, Center) Minor carpenter 
work and plumbing are then fur- 
nished by Eller. (7, Bottom) The 
Eller customer shows a customary 
pride of possession over her com- 
plete all-electric kitchen. 
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Commercial refrigeration 


has a 


backwoods market 


How to sell modernization and repair service to suburban dealers 


by S. W. Ellis 


@ In a town of 3,800 population, 
excellent service to small high- 
way and suburban stores is bring- 
ing important volume in commer- 
cial refrigeration to a dealer who 
has to face competition in much 
larger communities close to his 
trade area. 

H. B. Fraser & Son, McGehee, 
Ark., sells ice cream cabinets and 
refrigerated cases for meats and 
other perishables to country 
stores that have been operating 
with obsolete equipment. 

Within a 100-mile territory 
around the dealer’s little town, 
many a country store, in a run- 
down building, has modernized 
the interior because Fraser prov- 
ed that good service is the Num- 
ber 1 consideration in selecting 
commercial refrigeration. 

Mr. Fraser is thoroughly fami- 
liar with the suburban dealer’s 
needs in refrigeration. He owns 
and operates the Dairyland Ice 
Cream Company, which produces 
ice cream and frozen novelties. 

He started in the commercial 
refrigeration business by renting 
ice-cream cabinets to dealers who 
handled his ice-cream products. 


H. B. Fraser, right, McGehee, Ark., prefers to sell ice cream cabinets and He still rents cabinets, but pro 
refrigerated cases rather than rent them. Dealers who use cabinets take fers to sell them because the deal- 
better care of them when they buy, according te Mr. Fraser. er who uses a cabinet takes bet- 
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ter care of it when he buys it. 

Fraser tells the store owner 
that he is keeping a record of the 
monthly rental, and that he will 
let it go on the purchase price 
when the owner is ready to buy. 

“Practically any country store,” 
he said, “can make a good profit 
on ice cream, handled properly. 
I am fortunate in being able to 
furnish him the entire deal, ice 
cream and cabinet.” 





How service starts 


Fraser’s service starts when he 
first approaches a dealer with 
ideas for modernizing the store 
with display cases and an ice- 
cream cabinet. 

“We have to convince most 
suburban store owners that dress- 
ing up the store with good equip- 
ment increases volume,” he said. 
“We often drive a prospect to talk 
with a dealer who has been using 
equipment we sold. 

“After we install cabinets or 
display cases, we help the dealer 
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show his merchandise to advan- 
tage—give him ideas on display.” 


(Top) Typical of suburban stores 
that have been modernized with a 
meat-display case and_ ice-cream 
cabinet is the Lovelace Grocery, in 
McGehee. This dealer has become 
convinced that dressing up the store 
with good equipment increases 
volume. (Bottom) The new Fraser 
display room rounds a corner with 
its display windows. 


Fraser keeps one service man 
employed to see that all commer- 
cial refrigeration he sells operates 
efficiently. When a unit is in- 
stalled, it is checked very thor- 
oughly and adjusted to operate 
perfectly. 

The service man and the sales- 
man who made the sale both talk 
to the new owner, making sure 
that he understands how to use 
the equipment. 

Fraser recently won national 
recognition from the manufactur- 
er for his record in commercial- 
refrigeration sales. 

“Nothing is better than service 
to make sales,” he said, without 
hesitation. “My competitors in 
larger towns all have good service 
departments, but we do not let 
them convince our prospects that 
anyone can give better service 
than we do. 

“We never sell a customer and 

(Continued on page 102) 


A new way to sell a TV set 


A nove. way of selling a tele- 
vision receiver—having the set 
speak for itself—has been intro- 
duced by Milton Rabovsky, head 
of the Television Company of 
Maryland, Baltimore, Md. 

The TV receiver is the Du 
Mont Westminster Series II 
model which, in addition to seven 
other entertainment features, 
comes equipped with a high- 
fidelity tape recorder and micro- 
phone. 

Owners can record the set's 
FM and AM radio programs, TV 
sound, and three-speed record 
player or make their own home 
recordings. 

Taking advantage of this last 
feature, Mr. Rabovsky has re- 
corded a sales message which 
salesmen unobtrusively switch on 


during demonstrations. 

Prospective customers are 
pleasantly startled to hear the set 
suddenly say, “Hello. I am your 
Westminster Series II, the 
world’s most deluxe television 
set.” 

The set then goes on to point 
out its various services, includ- 
ing the time clock which turns 
the set on and off automatically 
and allows programs to be re- 
corded in the owner's absence. 

The TV set concludes its sales 
talk with the question, “Now, 
won't you let my salesman ex- 
plain my services in detail?” 

According to Mr. Rabovsky, 
the recorded message puts cus- 
tomers in a receptive frame of 
mind, regardless of which set 
they are interested in buying. 
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PRODUCT PROMOTION 


A natural in the South -- 


room air conditioners 


@ THE APPLIANCE team of Russ 
and Dorothy Gray, 1565 N. W. 
36th St., Miami, Fla., has hung up 
a nice sales record by specializing 
in the promotion of room cooler 
units.’ 


While they promote and sell 
other electrical appliances—both 
major and minor—such as ranges, 
refrigerators, dishwashers, and 
the like, they have found that 
while the demand for such items 


The appliance firm of Russ & Dorothy Gray, Miami, Fla., sold an air-con- 
ditioning unit to the owners of this trailer. It is the permanent home of 
five people, and the unit is installed at the center of the trailer, where the 


window sercens project. 


The awning was used before the air conditioning 


unit was purchased, in an effort to keep cool in warm weather. Ingenuity 
of the Gray firm is adapting their units to customers’ individual air-con- 
ditioning problems is the cause of much of the concern’s success. 
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An expanding market should not be overlooked by dealers 


by Harrie H. Bierman 


has tapered off to a large degree, 
the potential market for the wing 
dow type of room air conditionerg¢ 
is a large one in which the saleg¢ 
possibilities hardly have been 
scratched, let alone exhausted. 

So the company sharpened up 
its promotion of room air condi¢ 
tioning, and with results, highly 
satisfactory to all concerned— 
themselves, the manufacturer of 
the line they sell, and their cust 
tomers. 

The Russ & Dorothy Gray come 
pany is a husband-and-wife team) 
which functions smoothly and ef 
ficiently. Each of the partners i§ 
responsible for a definite part of 
the company’s over-all activities, 

Russ Gray, the male membeF 
of the team, supervises servic@ 
the installation of new units, and 
does some of the outside selling. 
Mrs. Gray (Dorothy) supervises 
financing, office work, promotion, 
and inside selling. 

In the South, the marketing 
situation on room air conditioners 
at the present time is comparable 
to that of electric refrigerators 10 
to 20 years ago. 

There is a vast pre-sold clien- 
tele. Many customers are already 
sold on the appliance itself, but 
some prospective customers are 
waiting only until they can fi- 
nance their purchase. 
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(Left) This aerial view of the Palms Motel, So. Miami, Fla., 
shows why a centralized air-conditioning system would be 
impractical for the operator. The owner purchased 23 win- 
dow-type units from the Gray firm, and learned that air 


And in this phase of the trans- 
action the Gray firm, in many 
cases, can offer assistance. De- 
pending on size, the units the 
Grays sell retail for $399 to $888. 

Terms offered, at time of writ- 
ing, were 25 per cent down 
with the balance, plus carrying 
charges, spread over 15 months. 

When the purchaser can com- 

lete his payments in 90 days, 
he firm carries the paper itself, 
nd there are no carrying charges. 

therwise, the financing is done 
hrough a local finance company. 





Market analysis 


As a first step in the promotion 

f unit air conditioning, the Grays 

roceeded to analyze their poten- 
ial market, and quickly found 
hat their logical prospects fell 

to definite groups. 

In these groups were the small- 
er hotels, tourist courts, better- 
class private residences, and offi- 
ces. In fact, wherever air con- 
ditioning had not been provided 
for in the initial construction of 
buildings, there could be found a 
prospect for an air conditioning 
unit. 

The smaller hotels, particularly 
at Miami Beach, were shown that 
by air conditioning guest rooms 
on the lee side of a building, such 
rooms would rent—and stay rent- 
ed—as readily as rooms on the 
windward side, which, obviously, 
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would be in greater demand. 

~ Thus, a dozen or more hotels— 
mostly at Miami Beach—were 
sold one or more window-type air 
conditioning units. One hotel at 
Miami Beach bought over 60 
units. Other purchases of the de- 
vice, by hotel operators, ranged 
from five to 60 units. 

By working closely with archi- 
tects and builders, the Grays were 
able to have suitable openings for 
the air conditioning units pro- 
vided for in the original construc- 
tion of a proposed building. 

Such openings were easy to 
manage, since many buildings in 
the area are constructed of con- 
crete blocks. It would only be 
necessary to omit enough blocks 
to form a rectangular opening of 
the proper size. 

The openings, so left, could be 
closed by louvers until such time 
as the owner elected to install air 
conditioning units, which the 
hotel operator could offer to pro- 
spective tenants at an additional 
rental of $3.00 per month. 

A unit from the room of a ten- 
ant who didn’t wish to pay the 
extra charge could be transferred 
to the room of a tenant who did. 

In South Florida, hotel opera- 
tors, operators of apartment hous- 
es, motels, tourist camps, and oth- 
ers who are in the business of 
renting living quarters for shorter 
periods or on a seasonal basis 


conditioning helps to rent rooms in off-season months. 
It is on this type of prospect that the Grays concentrate 
much of their selling effort. (Right) This view of one of 
the motel bedrooms shows the cooling unit in the window. 


have a problem. 

This could be solved by air con- 
ditioning units, such as the Gray 
firm sells. And they capitalized 
on the situation. Except during 
the winter months — January 
through March, when demand is 
at peak—some rooms and/or 
apartments are hard to rent. 

During the peak season, rooms 
and apartments are easily rented. 
At’ other times, tenants are likely 
to be choosy about exposures, 
preferring those on the side of 
prevailing winds, usually the east 
or southeast exposures. 


Tourist problem 


A lot of money has been spent 
by the cities of South Florida for 
publicity to popularize the area as 
a summer vacation spot. To take 
advantage of this situation, those 
having seasonal living quarters to 
rent find that less-preferred 
rooms or apartments may remain 
unrented, while the preferred 
units are filled up. 

And that is the Gray firm’s op- 
portunity to prove that an air 
conditioning unit, such as they 
sell, will pay for its cost, plus a 
nice profit, in the extra rentals it 
will earn. 

To prove their point, the Gray 
firm will, if necessary, loan a 
doubting landlord one of their 
units for a week’s gratis trial. For 

(Continued on page 104) 
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PRODUCT 


PROMOTION 


Planning for fan sales 


Effective fan promotion requires a definite sales 


by Rush Holton 


@ THE MOST IMPORTANT part of 
selling is “doing.” And there is 
no exception to this rule in selling 
fans. The most successful sales- 
men are the ones who do the most 
—see the most people, make the 
most demonstrations, complete the 
most surveys, ask for the order 
the most times, and so on. 

The question today is what the 
dealer and his salesmen should 
be doing right now to sell fans. 
The following suggestions repre- 
sent a check list of fan sales pro- 
motion ideas that will be applic- 
able to the average appliance de- 
partment or dealership. 


Effective display 


Foremost on the list of what to 
do to sell fans is effective display. 
Many of the manufacturers offer 
display stands which permit the 
display of one or more fan models 
in actual operation. Other display 
material in the form of cards, ban- 
ners, national magazine ad blow- 
ups, etc., can be used to build up 
attractive, traffic-stopping win- 
dow displays. 

One of the most effective dis- 
plays that any dealer can use to 
demonstrate what his fans will do 
is to have one or more fans install- 
ed in his own place of business do- 
ing the job for which they are de- 
signed. And equally important is 
a fan installation in the dealer’s 
own home that can be demonstrat- 
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ed to his customer friends and 
prospects. 

Almost equal in importance to 
effective display is effective sales 
training for the salesmen. They 
need to know certain fundamen- 
tals about the fan business in or- 
der to do a good selling job. For 
example, they need to know what 
the market is for the fans handled 
by the dealer; to understand just 
what the various models can do 
for the prospect; what the advan- 
tages of their line, or lines, are 
over competitive makes; and how 
to apply the various models to the 
different ventilating problems 
that arise. 

Local circumstances will deter- 
mine the market for which the 
fans are best suited, but in train- 
ing salesmen where to look for 
prospects, the dealer should not 
neglect any possibilities in the 
four major markets—farm homes 
and buildings, industrial buildings 
and applications, commercial uses, 
and residential ventilating needs. 

A careful study of these mar- 
kets will reveal that there are an 
almost unlimited number of op- 
portunities in every field. For 
example in the residential field 
there are such varied applications 
as kitchen ventilation, night cool- 
ing with attic fans, individual 
room ventilation with window 
fans, laundry ventilation (espe- 
cially needed with indoor drying 


plan 


lines or driers that do not dispose 
of the moisture extracted), bath- 
room ventilation, recreation room 
ventilation, basement ventilation 
where moisture is excessive, etc. 

An even larger number of ap- 
plications could be listed for farm? 
homes and farm buildings. These 
would include a large number of 
special drying applications, venti< 
lation of storage areas, and aif 
circulation in live stock and poul¢ 
try buildings. 


Using your users 


Recognizing these multiplé 
needs for ventilating equipment 
a dealer can plan a most success* 
ful campaign around customers té 
whom he has already sold fan ins 
stallations. Early in the seasonj 
for example, he might have on@ 
or two of his salesmen or sales 
service men call on a selected list 
of customers, offering a free 
checkup service to ascertain that 
ventilating equipment is in suit- 
able condition for operation. This 
checkup service could include oil- 
ing or greasing as required, in- 
spection of belts on belt-driven 
fans, condition of automatic lou- 
vers, fire safety controls, etc. 

At the same time, the men mak- 
ing the checkup could survey the 
premises for other needed venti- 
lation applications. The results of 
these surveys could be used for 

(Continued on page 101) 
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| MAINTENANCE 


Pointers 


by Robert S. Geran 


Technical Manager, Kelvinator Divi- 
sion Nash-Kelvinator Corp. 


@ (1) THE oveN thermostat on an 
electric range is a very precise in- 
strument. It is manufactured and 
adjusted with considerable care. 

Like all mechanical devices, an 
occasional thermostat will deviate 
from its proper setting. Contrary 
to some opinion, this is a fairly 
uncommon occurrence. 

When it does happen, the ther- 
mostat can be adjusted only by 
having it checked against a preci- 
sion instrument of the remote 
eading type with a thermocouple 
t the end of a 4- or 5-foot lead 
nd equipped with an attachment 
lip. 

The checking of an oven ther- 

ostat is not an operation to be 

nducted by the user with an 
rdinary oven thermometer. 

In the first place, the common 
oven thermometer is not a precise 
device. The column of liquid can 
shift in the tube or the tube can 
shift on the scale; either condition 
can ruin the accuracy. 





Secondly, the common oven 
thermometer is a direct reading 
device which requires the open- 
ing of the oven door for a reading. 
This door opening changes the en- 
tire oven cycle and does not per- 
mit a true operating condition to 
be studied. 

Finally, by comparison, a con- 
siderable time lag is built into an 


on electric-range use 


TuHIs Is another in the series of articles on developing satis- 
fied users of major appliances. When appliance purchasers 
are trained to follow these suggestions, they will obtain better, 
longer service from their equipment; they will be boosters for 
the dealer from whom they purchased the equipment; and the 
demands on the dealer’s service department will be reduced. 

The first step in developing such satisfied users is to make cer- 
tain that salesmen, home economists, and service men are well 
versed in these appliance-use facts and are able to pass them 


on to the customer. 


ordinary oven thermometer. The 
mass of the material in such a 
thermometer subject to tempera- 
ture change is considerable when 
compared to a thermocouple. This 
time lag prevents the ordinary 
thermometer from being as sensi- 
tive to a temperature change. 

Here is a method of checking 
that is usually quite accurate for 
home use. Most oven thermostat 
dials are marked by a dot or the 
word “warm” — between “Off” 
and 200—to indicate approximate 
room temperature. 

This marking indicates an aver- 
age 70-75 degree room. This test 
is not accurate for very cold or 
very hot rooms. If the oven is 
at room temperature, turn the 
dial on slowly. 

If an audible click is heard at 
or near this indicating mark on 
the dial or just ahead of the word 
“warm,” the thermostat is ad- 
justed correctly. 

The proper position of the 
thermostat tube in the oven is 
important. The range manufac- 
turer has located this tube very 
carefully and the thermostat is 
calibrated accordingly. In some 
ranges, this tube is located on the 
left wall of the oven. 

If during use or cleaning of the 
oven, this tube is pushed or jar- 
red so its location is changed, 


then the thermostat will not 
function correctly. Be very care 
ful of this tube when cleaning 
the oven. 

(2) The oven heating elements 
should be. removed when. the 
oven is cleaned. Avoid touching 
or bending the heating wire on 
these units. It is not particularly 
fragile but it does distort easily. 

The unit itself may be cleaned 
with a damp cloth. Particles of 
burned food may be removed 
from the top surface of the heat 
deflector by means of a wire 
brush. 

Allow the elements to dry 
thoroughly before putting them 
back in the oven. Be sure the 
elements are pushed into the re- 
ceptacle as far as they will go to 
assure adequate terminal contact. 

(3) The range oven door and 
utensil drawer fronts are porce- 
lain-coated steel. Since porcelain 
is a form of glass, it must be 
given reasonable care and sen- 
sible treatment. 

In opening and closing the 
doors and drawers, do not bang 
them back and forth against the 
stops. 

(4) The range table top and 
backguard are also porcelain- 
coated steel. Given reasonable 
care and treatment, they will 

(Continued on page 106) 
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PRICE CONTROL 


Is price control being made too complicated a task? 


One day in the life of OPS 


@ ALL MERCHANDISERS of con- 
sumer durable goods will no 
doubt heave a sigh of profound 
relief as they learn of a recent 
decision made by the Office of 
Price Stabilization to relieve the 
troubled situation under 
control. 

This momentous decision is re- 
flected in the issuance of a formal 
regulation—General Overriding 
Regulation 5—which exempts cer- 
tain consumer durable goods from 
any ceiling price regulations im- 
posed by the OPS. What are 
the commodities thus affected? 
Sphygmo-oscillometers. (In the 
language of the layman, these are 
devices for measuring blood pres- 
sure.) 


price 


The reason for this action is not 
too clear. But it seems logical 
to believe that since OPS came 
into the picture there has been 
such a tremendous increase in the 
demand for sphygmo-oscillomet- 
ers that it now seems inadvisable 
to try to control their prices. 


Industry committee 


Then in the same mail which 
brought this weighty announce- 
ment, along with copies of many 
new OPS regulations, interpreta- 
tions, and news releases, there 
was another noteworthy item. It 
related to the first meeting in 
Washington of the Feather and 
Down Industry Advisory Com- 
mittee. 

The 11 members of this indus- 
try committee are widely scatter- 
ed—in such cities as Brooklyn, 
Chicago, St. Louis, and San Fran- 
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cisco. Yet in response to a patrio- 
tic impulse to aid in the defense 
effort, they hastened to Washing- 
ton for a conference of such great 
national concern that it was 
attended by three government 
economists and a legal adviser, 
in addition to five OPS officials. 

As explained in a_ two-page 
OPS news release relating to this 
momentous conference, the indus- 
try committee “seeks a clear-cut 
official ruling as to whether or not 
water-fowl feathers and down are 
considered an agricultural prod- 
uct. Some members stated they 
understand that land-fowl feath- 
ers and down, such as chicken 
and turkey feathers, are consid- 
ered an agricultural product, bu: 
that water-fowl feathers, such as 
duck and goose feathers, are not.” 

Apparently the troubled mem 
bers of the Feather and Down 
Industry Committee had to wend 
their respective ways homeward 
without the desired clear-cut de- 
cision on this weighty problem. 
But we understand it will be 
the subject of later conferences 
among government economists 
and legal advisers, who will thus 
make valiant efforts to earn their 
respective portions of our increas- 
ed 1951 tax dollar. 

In the same bulky mailing of 
OPS regulations and news re- 
leases received the day this is 
written, we note another breath- 
taking announcement headed in 
caps, FOR IMMEDIATE RE- 
LEASE. It relates to the solemn 
assembly in Washington of the 
members of the Rubber Sundries 


Industry Advisory Committee, 
who gathered there to contribute 
their bit in the present national 
emergency. 

Among the important items on 
the agenda of the meeting of this 
industry committee with six OPS 
officials was the problem of 
whether baby pants should be 
covered by the general regulation 
regulating to rubber sundries. It 
was pointed out, says the news re- 
lease, that perhaps this product 
might logically be classified as 
clothing. But, “recommendations 
were withheld pending further 
study,” says the government re- 
port. 

After all, how could we expect 
our conscientious and underpaid 
public servants to decide such a 
momentous question in a confer- 
ence limited to a few brief hours? 


CPR 7 postponement 


Then we note convincing evi- 
dence of a sympathetic under- 
standing of business men’s prob- 
lems on the part of the OPS high 
command, in the news that the ef- 
fective date of Ceiling Price 
Regulation 7 has been postponed 
still another 30 days. 

For the benefit of any who may 
not recall just what No. 7 is, we 
hasten to explain that this is the 
simple little regulation covering 
much of the “soft goods” lines 
sold by department and clothing 
stores—but which in early April 
was expanded to cover some 
“hard goods” lines also, such as 
luggage and sporting goods. 

(Continued on page 105) 
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TRADE-INS| 


@ ACTUALLY, there is nothing to 
be gained by adopting a schizoid 


behavior pattern toward trade- ° 


ins. 

The trade-in end of the appli- 
ance business is just what it is, 
and nothing more: a horse-trad- 
ing proposition. 

Dealing in trade-ins is no more 
disagreeable than the individual 
dealer makes it for himself. And 
as long as we sell new appliances, 
there will be trade-ins to contend 
with. 

Last year, we did a little over 
$300,000 volume. Around 20 per 
cent of this was in trade-ins. 

To explain how we operate, I 
am going to go through the sale 
of a new refrigerator, from start 
to finish. Of course, each sale 
varies, but our procedure follows 
the pattern outlined. 


“TT know how 


Just a horse-trading proposition, says an Austin dealer 


One of our outside salesmen, 
for instance, has a prospect for a 
refrigerator listing at $200. There 
is a trade-in to be considered. 

Upon looking over the box, we 
estimate it will cost us $40 to put 
it-up in saleable condition. 

Now this $40 is not our net cost, 
mind you. Were we to operate on 
that basis, we would have to end 
up in the “red.” 

Our repair department must be 
charged with its proportion of 
overhead, the investment and 
wear and tear on tools and equip- 
ment, and stand-by time of the 
employees. The $40, then, amounts 
to the retail charge. 

To make a profit, we cannot al- 
low more than $20 for the box on 
a trade. If this is too old a box, 
or a model that needs a new 
gasket that will cost $20 to re- 


C. A. Olson, whose company did about 20 per cent of their $300,000 volume 


last year in trade-ins. This article explains how they do it. 
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place, we don’t want it. 

But, we figure the box is mod- 
ern enough in physical appear- 
ance to be saleable. We will ac- 
cept it, allowing the customer $20. 

The box, when set on our floor, 
has $60 tied up in it. We have to 
pay a 10 per cent commission for 
selling it. Right? 

Now—because from here on 
out this is going to be a horse- 
trading proposition—we are going 
to put a price tag of, say, $114.50 
on the box. Not that we expect 
to get that much; but again we 
might. 

Now, who is going to be in- 
terested in buying that box? The 
smart dealer will have a used- 
customer following, just as he 
has a new-customer following. 
And these used customers are 
built up strictly on confidence in 
the company. 

Just to make my point clear, I 
am going to say that we sell the 
box being discussed for an even 
$100. We have $60 in the box, 
plus another $10 selling cost (the 
salesman’s commission). A total 
of $70. This leaves us a gross 
profit of $30. Correct? But that 
is not net profit. 

Last year we sold 800 new 
boxes of one manufacturer’s. We 
had two adjustments to make on 
these new boxes. But our records 
show that on one out of every 
five used boxes sold, we have an 
adjustment of some sort to make. 

For example, we just sold a 
customer a used box. Within a 
week, the seal broke and the gas 
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to deal in trade-ins!’ 


by C. A. “Oley” Olson 


Manager, 
The Corral 
dustin, Texas 


leaked out. To maintain a satis- 
fied used customer, we just let 
him select another box from our 
stock. 

The box that we hauled back 
was junked. It was not worth the 
expense to rebuild it. 

Every piece of used equipment 
we sell carries our 90-day guaran- 
tee. Remember, we must hold 
used-appliance buyers. Too, any- 
thing that leaves our store is a 
reflection on our organization and 
affects our new sales. 

Again, we have regular used 
customers who buy used appli- 
ances “as is.” They are, for the 
most part, those who own apart- 
ment houses. 

In fixing up an apartment for 
rent, they will have pre-deter- 
mined how much they want to 
pay for a used refrigerator. Our 
regular customers walk in and 
tell us before looking around just 
how much they will spend. 

Say they put a limit of $60 on 

(Continued on page 107) 














(Top) When you can’t sell appli- 
ances fast enough, you can always 
rent your used ones. The Corral 
has appliances out on rental that 
bring in a monthly income exceed- 
ing $600. (Bottom) Used appli- 
ances must be in shape to give the 
customer satisfaction. After a _ re- 
frigerator has been re-enameled, 
the service manager makes a final 
mechanical check. The Corral val- 
ues their used-appliance cust rs 
as highly as their new-appliance 
customers. 
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by David Markstein 


A reputation for selling high-quality equipment 


is one factor in securing new business 


@ THE TELEPHONE rang sharply. 
H. W. Pisters lifted it and said: 
“Normandie Radio and Electric. 
Good morning.” A female voice 
answered him. 

“You’re the people who are al- 
ways advertising your communi- 
cations systems, aren’t you?” the 
voice inquired. “Well, I’ve been 
having trouble with my television 
set. It isn’t a brand you handle, 
but I thought since you’ve had 
so much experience with really 
complicated radios and commu- 
nication sets you might be able to 
service it for me.” 

A lot of calls come in that way 
to the Normandie Radio and Elec- 
tric store at 532 Canal St., New 
Orleans, La. Many dealers, espe- 
cially during times when selling 
is the problem and there are more 
appliances than customers to buy 
them, tend to look upon their 
stores’ service departments as 
sales tools for leading up to new 
appliance sales. 


New-business factor 


But H. W. Pisters, owner of the 
Normandie store, finds that his 
reputation for selling top “com- 
munication sets” is a big factor in 
securing new service business. 

Normandie Radio and Electric 
has never sold radio sets—rather, 
they have sold the idea of “com- 
munication sets.” And the aura 
of quality has carried over into 
the merchandising of television 
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How to get 


the service ealls 


i sets as well. 


It leads to many service calls 
like the one from the woman who 
“thought since you’d had so much 
“experience with really complicat- 
ed radios and communication sets 
you might be able to service my 
radio for me.” 

The service department occu- 
pies the entire back of the store 
at present. Plans are to change 
that and allot more area to serv- 
ice work. 

“We’re going to build a balcony 
floor,” Mr. Pisters points out, 
“and locate the service depart- 
ment there, leaving the ground 
floor free for display space and 
giving more room for the service 
technicians to work.” 

Normandie Radio and Electric 
employs four full-time service 
men. They work on direct salary 
from the store—no commission or 
independent deal. Two are “com- 
munication-set” technicians espe- 
cially qualified to handle service 
work on the sets. The other two 
are television men. 

“We service all of our own 
sales, TV sets included,” Mr. Pis- 
ters notes, “and in addition have 
a great volume of outside service 
work.” 

Much of the service work is 
marine. Normandie Radio and 
Electric chose the present location 
near the foot of Canal street, New 
Orleans’ main business thorough- 
fare, because it was in what Mr. 


Pisters terms a marine block. 

“We have always handled one 
special line,” he reports, “a line 
that is well-known by people and 
companies who require sets cap- 
able of receiving from anywhere 
in the world. We have set up a 
marine sales organization that not 
only caters to the ships’ needs in 
receiving and transmitting equip- 
ment, but to personal sales to the 
ships’ crews.” 

The workings of this marine 
sales and service plan are simple. 
They would pan out in any Gulf 
or Atlantic town where ships call. 

“We follow the daily shipping 
reports in the newspapers, and in 
addition we subscribe to port 
services that tell us in advance 
when ships are due in port,” Mr. 
Pisters says. 

“Bear in mind that purchases 
and service orders for his ship 
are given out by the master of 
the vessel. We call upon the ship- 
ping agents and steamship-com- 
pany offices, too. But the orders 
for each vessel come from the 
vessel itself. 


Marine operations 


“Most of the ships that ply be- 
tween New Orleans—the nation’s 
second port after New York— 
and other ports of the world are 
regularly scheduled vessels. That 
means they come back at inter- 
vals. So our marine salesman 
knows the ship and its crew and 
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officers. If the call, however, is 
to a new ship that hasn’t pre- 
viously called at this port, he'll 
make a straight solicitation, tell- 
ing about our services, parts we 
can supply without waiting, new 
equipment .we car furnish. 

“It isn’t only orders from the 
master for -complicated ship’s 
equipment that this salesman gets. 
Many crewmen carry their own 
radios, and a large proportion of 
these are our brand—or another 
equally capable of bringing in 
broadcasts from any spot on the 
globe. To the crew members, he 
explains our service facilities. 
And gets many orders.” 

Marine sales are not all of the 
story in the selling—and servicing 
—of “communication sets.” Mr. 
Pisters notes that Normandie Ra- 
dio and Electric has developed 
quite a local market among cus- 
tomers, both for sales and service. 


How to interest customers 


“The pitch on selling a compli- 
cated piece of radio equipment, 
we have found, is in pointing out 
how the owner can get broadcasts 
he wouldn’t ordinarily receive 
with a radio made for the domes- 
tic market,” he notes. 

“T’m not referring to short-wave 
broadcasts from Mexico, or the 
ability to pick up a strange gabble 
from some remote part of the 
globe. Rather, the thing that in- 
terests people is ability to get 
short wave broadcasts from New 
York in things that don’t reach 
here by long wave—or reach here 
a day late. 

“Take, let’s say, the man who 
loves baseball. The major-league 

(Continued on page 109) 


(Top) H. W. Pisters, left, Norman- 
die Radio and Electric, New Or- 
leans, sells the idea of a “com- 
munication set,” not a radio. To 
sell high-priced models, he stresses 
ability to get programs that are not 
on the long-wave broadcasts, or 
pick them up direct, long wave, 
from New York. (Center) The 
store features TV as well as radio. 
Here, too, the selling name helps 
to get the service orders, (Bottom) 
These ships need radio equipment, 
parts, and service. Normandie’s 
salesman not only gets orders from 
the vessel’s master on his calls, but 
from crew members as well. 
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Hews Roundup 


Recommendations made 
to television trade 


@ THe Rapio-Te.evision Manu- 
facturers’ Association and the As- 
sociation of Better Business Bu- 
reaus have jointly agreed upon a 
number of recommendations for 
the guidance of manufacturers, 
distributors, dealers, and service 
contractors in alleviating the 
causes of consumer complaints 
from both the trade and the 
public due to any unavailability 
of television parts and tubes for 
replacement and repair purposes. 

Other recommendations agreed 
upon are designed to encourage 
additional training facilities in 
vocational schools and to further 
public understanding of the fac- 
tors involved in purchasing a 
television set. 

The detailed recommendations 
were as follows: 

It is recommended to television set 
manufacturers that they: set up a pro- 
vision for supplying set owners with 
replacement parts and tubes on an 
adequate quota basis related to produc- 
tion; expand the use of non-critical 
materials; continue to improve quality 
and inspection controls so as to obviate 
unnecessary complaints; minimize cir- 
cuit changes with due consideration to 
availability of replacement parts; furn- 
ish substitution data to the trade for 
tubes and parts; develop more equit- 





NARDA surveys 
range installations 


@ THERE’s A WIDE range of rates 
for installing electric ranges when 
the residence is not wired for 
220 volts, the National Appliance 
and Radio Dealers Association 
discovered when it conducted a 
nation-wide wiring code sampling 
recently. Rates varied all the way 
from $35 to $300, with the aver- 
age around $70. 

It wasn’t so extreme when the 
residence is wired for 220 volts 
but has no range outlet. Here 
rates run from $15 to $50, with 
the average around $30. Hourly 
rates for journeyman electricians 
were from $2 to $3 with most 
$2.25. Master electricians draw 
from $2.50 to $3.50, mostly $3. 
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able distribution of components for re- 
pair and replacement purposes through 
closer co-operation within the industry; 
and refrain from shipping sets with- 
out complete complement of tubes. 

It is recommended to tube and parts 
manufacturers that they: increase the 
standardization of tubes and parts; ex- 
pand the use of non-critical materials; 
develop more equitable distribution of 
components for repair and _ replace- 
ment through closer co-operation with- 
in the industry; and continue to im- 
prove specifications for better service 
and longer life of television compo- 
nents. 

It is regommended to set and parts 
distributors that they: maintain an in- 
ventory of repair and replacement parts 
adequate for the needs of their deal- 
ers; and replace components in short 


. supply on a turn-in basis only in ex- 


treme cases. 

It is recommended to television deal- 
ers that they: keep an adequate stock 
of repair and replacement parts or re- 
quire contracting service companies to 
do so; replace components in short 
supply on a turn-in basis only in ex- 
treme cases; and recognize and fulfill 
their obligations to purchasers in ob- 
taining parts and service. ; 

It is recommended to television serv- 
ice contractors that they: make every 
effort to keep an adequate stock of 
tubes and parts; maintain adequate 
stock records from which to order; 
educate customers on the problems in- 
volved in television service; and give 
reasonably prompt service; try to keep 
appointments. 


Types of wiring used for elec- 
tric ranges showed heavy favor 
to rigid conduit and service-en- 
trance cable, but EMT and non- 
metallic range cable were also 
cited. 


Tropic-Aire buys 
Everhot Division 


@ Max McGraw, president of 
McGraw Electric Co., has recent- 
ly announced that the Everhot 
Division of the Swartzbaugh 
Manufacturing Company has 
been purchased by Tropic-Aire, 
Inc., in which McGraw Electric 
Company owns a controlling in- 
terest. 
Tropic-Aire, 


Inc., will now 


manufacture this line of roasters, 
heaters, electric blankets, and 
other Everhot products. 

Tropic-Aire, Inc., will be equip- 
ped to render prompt and effi- 
cient service on all Everhot pro 
ducts including those heretofore 
manufactured by Swartzbaugh 
Manufacturing Co. 

The Toastmaster Products Di- 
vision of McGraw Electric Co., 
Elgin, Il., will assume responsi- 
bility for handling the sales of 
Everhot sales and merchandising. 

It is proposed to adopt the 
same sales policies that have been 
in effect for Toastmaster, and all 
products marketed under the 
Everhot or Tropic-Aire trade- 
marks will be merchandised in 
keeping with Toastmaster  poli- 
cies. 


TV range extended, 
demonstration shows 


@ A pRAmaTic demonstration 
conducted by John Meck Indus- 
tries in connection with the in- 
troduction of a new TV chassis 
shows that consistently good 
ground reception at a 100-mile 
distance from transmitter is pos- 
sible. In an air test, the manu- 
facturer reports that the receiver 
picked up programs from as far 
as 140 miles away. 

Principal features of the new 
chassis are: four intermediate 
frequency stages of amplification 
instead of three; video detector 
operating at higher level; im- 
provements in synchronizing cir- 
cuits; and better balance between 
video and audio reception. 

The manufacturer believes that 
this increase in receiver sensi- 
tivity will triple the area that can 
be served effectively by present 
TV stations and will increase the 
TV audience by 25 per cent. 


G, E. appliance 
activities separated 


@ ESTABLISHMENT OF two sepa- 
rate departments to be respon- 
sible for the manufacture and sale 
of major appliances and electric 
housewares was announced re- 
cently by the General Electric 
Co. 

The two departments have been 
created out of the appliance and 
merchandise department “more 
effectively to meet the demands 
of the growing market for house- 
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hold electrical equipment,” Roy 
W. Johnson, executive vice-presi- 
dent, said. 

Clarence H. Linder has been 
appointed general manager of the 
major appliance department, and 
Charles K. Rieger becomes .gen- 
eral manager of the traffic appli- 
ance department, Mr. Johnson an- 
nounced. 

The move follows Mr. John- 
son’s earlier announcement that 
the company is planning to ex- 
pand its major appliance activities 
at a multi-million-dollar “Appli- 
ance Park” to be established in 
the Middle West. 


@ THE APPOINTMENT of several 
new franchised distributors for 
the Mitchell line of window-type 
room air conditioners has been 
announced by E. A. Tracey. vice- 
president of the air conditioning 
division of the Mitchell Manufac- 
turing Co., Chicago. 

Included among the new dis- 
tributors are South Texas Appli- 
ance Corp., 641 So. Flores St., San 
Antonio 5, Texas; Boyd Engineer- 
ing Co., Inc., 718 No. Stanton St., 
El Paso, Texas, W. E. Boyd, presi- 
dent; and Georgia Appliance Co., 
1405 Spring St., N. W., Atlanta, 
Ga., Herndon Thomas, president. 


@ SIx DISTRIBUTORS, covering 
most of Texas, Louisiana, Arkan- 
sas, and Oklahoma, have been 
added by the special products di- 





“DON’T HIDE YOUR LIGHT” — says Fred Kimball, right, Arvin district 

manager for radio and TV in Missouri and southwestern states, in referring 

to his company’s “accordion” presentation of 1950 consumer and trade 

advertising, available to Arvin sales representatives. Commenting on the 

display are, left to right, Norman Bradwell, secretary of Broadwell & Co., 

Arvin radio and TV distributors in St. Louis; James P. Broadwell, president 
of the company; and Ralph Lay, vice-president and sales manager. 


vision of The Hoover Co. 

This completes the company’s 
national distribution setup for its 
special products in the major mar- 
keting areas. The franchises do 
not include sale of Hoover electric 
cleaners, which Hoover has sold 
directly through dealers since the 
company was formed in 1908. 


Hall Wholesale Co., Inc., Dallas, 


MAYTAG BUILDING OPENED — Fred Maytag II, head of the Maytag 

Co., recently dedicated the new 30,784-square-foot home of the Maytag 

Southwestern Co., Dallas, before 750 Maytag distributors, dealers, salesmen, 

and servicemen. Walter Rogers, president of Maytag Southwestern, said 

that of the total area of the building, 8,000 square feet are office space 

and personnel training rooms, and a 5,000-square-foot parking lot adjoins 
the building. Seven loading docks are available for trucks. 
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Texas, will serve dealers in Dal- 
las, Ft. Worth, and West Texas. 

Lighting Fixture & Electric 
Supply Co., Inc.,; New Orleans 
La., will handle Hoover’s special 
products in that trading area. 

Five - Five - Five, Inc., Little 
Rock, Ark., will contact retailers 
in that state. 

The Oklahoma City trading 
area, as well as the trading area 
around Amarillo, Texas, will be 
covered by the William Mee Co., 
Oklahoma City, Okla. 

The Crumpacker Distributing 
Corp., Houston, Texas, has the 
franchise for the Texas Gulf and 
neighboring areas. 

South and Central Texas has 
been assigned to the South Texas 
Appliance Corp., San Antonio, 
Texas. 


Few TV tubes made 
in sizes under 16-inch 


@ TRENDs in television manufac- 
ture are indicated by the fact that 
ninety-six per cent of all televi- 
sion picture tubes sold to TV set 
manufacturers in February were 
16 inches in size or larger, accord- 
ing to the Radio-Television Manu- 
facturers Association. Picture 
tubes sold to receiver manufac- 
turers in February totaled 634,080 
units valued at $17,555,375. 

The February sales to manu- 
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facturers represented a rise of 
nine per cent above the 580,317 
picture tubes sold in January. 
RTMA picture tube statistics also 
showed that 82 per cent of the 
units sold in February were rec- 
tangular. 


Southern distributors 
named by International 


@ THe INTERNATIONAL Oil Burn- 
er Co., of St. Louis, Mo., through 
their southeastern factory repre- 
sentative, the A. H. Patton Co., 
710 Walton Bldg., Atlanta 3, Ga, 
has announced the appointment 
of the following distributors for 
their line of “spring-suspended” 
window fans: 

In Georgia — Sharp-Horsey 
Hardware Co., Electric Sales & 
Service, Southeastern Electric 
Supply Co., Electric Supply Co., 
and Thompson-Wilson Co., all of 
Atlanta. 

In the Carolinas — the West- 
inghouse Electric Supply Co., 
with offices at Charlotte, Greens- 
boro, Raleigh, Columbia, and 
Greenville. 


@ DistrisuTIon or Arvin televi- 
sion receivers, radios, and appli- 
ances in central and northern 
Florida will be handled by Thu- 
row Distributors, 134-136 Tampa 
St., Tampa, Fla., according to 
Raymond P. Spellman of Arvin 
Industries, Inc., Columbus, Ind. 

All Thurow branches—at Jack- 
sonville, Orlando, and Tallahassee 
—will handle Arvin distribution. 

H. M. Carpenter is president of 
Thurow, and P. S. Bishop is gen- 
eral sales manager. 

Thurow branch managers are: 
Frank Mitchell, Jacksonville: Ce- 
cil Ritch, Orlando; and C. V. 
Pope, Tallahassee. 


@ THe Mitchell Mfg. Co., Chi- 
cago, has announced the appoint- 
ment of several new southern dis- 
tributors and dealers for Mitchell 
products. 

In co-operation with the St. An- 
thony Corp., Clearwater, Fila., 
Mitchell has named Maas Broth- 
ers Department Store of Tampa, 
St. Petersburg, and Ybor City as 
dealers for Mitchell’s window- 
type room air conditioners. 

Herb M. Rose is Mitchell Flor- 
ida district manager. Paul Miller 
is president of the St. Anthony 
distributing company. 
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SOUTH TEXAS IH DEALERS MEET—South Texas dealers were shown the 
1951-model International Harvester refrigerators at a recent meeting held 
in the Shamrock Hotel, Houston, Texas. Shown looking at the freezer com- 


partment are, left to right: 


Rube Farmer, executive vice-president and general manager of Lack’s Wholesale Distribu- 


tors, Inc., IH Houston area distributors; 
Wallace, Inc., the IH advertising agency; 


Meck Industries names 
southern distributors 


@ EarRLy DEMAND for the new 
Meck “Red-Head” long distance 


‘television sets has led to the 


franchising of several new dis- 
tributors, John S. Meck, presi- 
dent of ‘John Meck Industries, 
Inc., announced recently. All are 
in areas in which Meck previous- 
ly did not have wholesale outlets. 

Included in the newly an- 
nounced distributorships are: 
Perkins Sales & Service Co., 
1803 Cleburne St., Houston, 
Texas; and Taran Distributing 
Co., 2820 N. W. 7th St., Miami, 
Fla. 

The Taran firm, headed by 
Sam Taran, also has offices in 
Jacksonville. Its operations will 
cover distribution of the Meck 
sets along Florida’s east coast. 


Small-screen TV 
sets in production 


@ Propuction has been resumed 
on Arvin 8%-inch-screen table- 
model television sets and accele- 
rated on four receivers with 1244- 
inch screens, consisting of table 
models and consoles, to “give 
dealers an ample supply of the 
type sets needed for current mar- 
kets,” Harland B. Foulke, vice- 
president in charge of television 
and radio division of Arvin In- 
dustries, Inc., has announced. 
Included in the revised produc- 
tion, merchandising, and promo- 
tion plans at Arvin is the com- 


James T. Aubrey, president of Aubrey, Moore and 
R. H. Burnside, assistant general manager, IH; A. 1. 


Lack, president of Lack’s; and John L. Moore, Houston district manager for IH. 


pany’s 4080T set with an 84-inch 
screen and $129.95 retail price. 

It is now being manufactured 
in three colors—mahogany, wil- 
low green, and sandalwood—and 
will be promoted as an ideal set 
for indoor or outdoor use, and 
as a “second set.” Its small size 
and weight make it portable. 

Acceleration of 12 %-inch- 
screen output enables Arvin to 
offer dealers larger supplies of 
four “most wanted” models, Mr. 
Foulke said. These are table 
models, $169.95, and _ consoles, 
$199.95. 


Electric Sales 
opens Augusta office 


@ An Avucusta office and ware- 
house has been opened by Elec- 
tric Sales & Service Co., Atlanta, 
according to an announcement 
by P. C. Gilham, Jr., president. 

H. H. Akin has been elevated 
to manager of the new branch. 
He formerly served in a mana- 
gerial capacity in Atlanta. J. B. 
Wood will be sales manager of 
the Augusta area. 

Electric Sales & Service is the 
Georgia wholesale distributor for 
International Harvester refriger- 
ators, Universal electrical appli- 
ances, Raytheon television. ABC 
washers, Sunbeam appliances, 
gas and oil appliances, as well as 
wiring devices and supplies. 

The Augusta branch is located 
at 631 — 11th St. The company 
also maintains a branch in Sa- 
vannah. 
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Sclent Satesmen 





This five-color display, which holds 

an actual fan, is available to deal- 

ers from International Oil Burner 
Co. with an initial fan order. 


International — 
Window-fan display 


A FIVE-COLOR, eye-catching display, 
aimed at window-ventilating-fan sales, 
is now available from the fan division, 
International Oi! Burner Co., 3800 Park 
Ave., St. Louis, Mo. 

The display measures 42 inches by 
48 inches, can be used for floor or 
counter display, and holds the actual 
fan right in it for a forceful, attractive 
demonstration. 

Dealers can receive this display free 
with their initial order of 12 window 
ventilating fans. 


General Mills — 
Spring activity package 


A SPRING activity dealer package is 
available to dealers at no cost from 
General Mills distributors or direct 
from General Mills home appliance 
sales promotion department, 1620 Cen- 
tral Ave., Minneapolis, Minn. 

Included in the package are two 
four-color blowups of an ad, an ad- 
schedule reprint, and an order form 
for mats and radio and TV commer- 
cials. The entire package is intended to 
help dealers capitalize on the spring 
gift-occasion market. 


Holeomb & Hoke — 
New sales literature 
New SALEs literature is now being 


distributed throughout the Silent 
Breeze dealer organization, according 
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to Holcomb & Hoke Mfg. Co., Indi- 
anapolis 7, Ind. 

The new literature, primarily design- 
ed for industrial and commercial ap- 
plications, is unique in several re- 
spects. It not only helps the dealer to 
sell fans, but also gives step-by-step 
instructions, with illustrations, on how 
to properly locate the fan, calculate the 
proper size, and determine the best 
method of installation. 

The new folder shows the dealer 
and prospect the various types of auto- 
matic shutters and permanent grilles 
and louvers, and the features and capa- 
cities of the two models of Silent 
Breeze fans. 


General Electric — 
Portable-radio promotions 


A wrnpow display and special sales 
promotion material for General Elec- 
tric’s new line of portable radios. 
models 605-606 and 610-611, is now 
available to dealers. 

The window display features a re- 
versible poster depicting Mother’s Day, 
Father’s Day, June weddings, and 
graduation on one side; scenes of 
spring, summer, fall, and winter on the 
other side. 

G. E. television sets and other G. E. 
radios are shown as part of the dis- 
play. A blow-up of a national maga- 
zine advertisement appears in the fore- 
ground. 

The sales promotion material consists 
of a promotion kit and a counter dis- 


General Electric’s sales promotion 

material for portable-radio models 

is examined by D. S. Beldon, left, 

radio sales manager, and A. A. 

Brandt, general sales manager for 
the receiver division. 


play. In the kit are two window 
streamers, four counter cards, one mat 
book, and a set of 25 envelope stuffers. 
The counter display, offered independ- 
ently of the kit, holds four new port- 
ables. This material can be obtained 
from G. E. distributors. 

Also tied in with the promotion is a 
sales training kit which includes a 
quiz-film, “Selling More G. E. Portable 
Radios,” a leader’s guide, a 33 1/3 rpm 
recording, and descriptive give-a-ways 

Divided into three parts, the quiz- 
film shows various methods of portable 
radio sales presentations, both good and 
bad. After each part, all salesmen will 
actively participate in a discussion per- 
taining to the presentation. 


Westinghouse — 
Range booklet 


A new 40-page fact-finder booklet 
designed to give range dealers and 
salesmen complete and concise infor- 
mation on the 1951 range line is now 
being issued by the Westinghouse elec- 
tric appliance division. 

A quick presentation of the new line 
is given with large product illustrations 
accompanying the facts and figures on 
each range model from the top of the 
line deluxe “Commander” to the low- 
priced “Rancho.” 

One section of the booklet is devoted 
to why the features are important to 
the consumer and not so much to how 
the ranges are built and where the fea- 
tures are located. Production - line 
photographs, small feature cuts, and 
fast reading covy tell the story. 

Detailed instructions for range dis- 
play lighting plus helpful demonstra- 
tion ideas are also presented in the 
booklet, available from Consumer 
Service, Dept. MP, Westinghouse Elec- 
tric Corp., Mansfield, Ohio. 


International Harvester — 
Dealer-aid handbook 


A 12-pace, two-color handbook of 
advertising material has just been dis- 
tributed to its refrigerator and freezer 
dealers by International Harvester Co., 
180 No. Michigan Ave., Chicago 1, Ill. 

The handbook is a veritable antho- 
logy of all the advertising and sales 
promotion matter available to dealers 
under the company’s co-operative fi- 
nancing plan. 

Title of the booklet is “Menu for 
Merchandising,” from an IH color mo- 
tion picture of the same name, which 
dramatizes the company’s 1951 refrig- 
eration advertising program 

The handbook includes a description 
of outdoor posters, point-of-sale dis- 
plays, motion-picture playlets, tran- 
scribed radio announcements, TV 
films, and printed materials, and in- 
cludes a strong plug for dealers to 
make wider use of the company’s new 
128-page newspaper-ad mat book. 
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Uames and Faces 





Edward R. Taylor, general sales man- 
ager, Hotpoint, Inc., has been elected 
vice-president, James J. Nance, presi- 
dent, announced recently. 


Edward R. Taylor 


Mr. Taylor will have responsibility 
for directing all marketing policies 
which will be activated through the 
company’s 11 district sales offices, 100 
distributor houses, and 13,000 dealers. 


J. F. McBride has been appointed 
manager of sales of the General Electric 
Company’s range and water-heater di- 
visions, it has been announced by J. R. 
Poteat, divisions manager. 

P. M. Augenstein has been appointed 
sales manager for G. E. ranges, and 
R. T. Musselwhite has been named 
headquarters specialist for water-heat- 
er sales. 

Mr. McBride has been sales manager 
of the range division since 1945. Mr. 
Augenstein has been sales manager for 
G. E. water heaters since 1948. Mr. 
Musselwhite since January of this year 
has been headquarters representative 
for the range and water-heater divi- 
sions. 


Election of Arthur Keating as chair- 
man of the board, and William How- 
lett as president of Nesco, Inc., has been 
announced. 

Emmett J. Gardner, formerly first 
vice-president in charge of manufac- 
turing, was elected executive vice- 
president. 


Bill C. Scales, Southwestern regional 
sales manager for the receiver sales 
division of the Allen B. Du Mont 
Laboratories, Inc., with headquarters 
in Dallas, has been appointed general 
sales manager of the cathode-ray tube 
division for Du Mont. 
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In his new position, Mr. Scales, who 
has been with the company since 1949, 
will direct the sale of cathode-ray tubes 
to manufacturers and parts distributors 
throughout the world. 


Bill C. Scales 


Bob Cheshire 


According to Walter L. Stickel, na- 
tional sales manager at the Du Mont 
New Jersey headquarters, Bob Che- 
shire has been appointed to succeed Mr. 
Scales as Southwestern regional sales 
manager for the receiver sales divi- 
sion. 

Mr. Cheshire was formerly eastern 
states regional manager for the division. 
He will make his headquarters in Dal- 
las. 

* 


I. P. Pruitt has been appointed man- 
ager of General Electric major appli- 
ance sales for the General Electric Sup- 
ply Corp., it has been announced by 
Charles R. Pritchard, president of the 
corporation. 

Mr. Pruitt was formerly manager of 
sales services for the G. E. appliance 
and merchandise department. 


Henry C. Miller has been elected 
vice-president and general works man- 
ager of The Emerson Electric Mfg. Co., 
St. Louis, Mo. Mr. Miller joined Emer- 
son in 1936 as a layout engineer, and 
was, previous to his new appointment, 


works manager over all Emerson op- 
erations. 


Raymond E. Otto 


Also announced recently by Emerson 
was the election of Raymond E. Otto 
as vice-president and general sales 
manager. Mr. Otto joined Emerson in 
1914, and previously was general sales 
manager of the company. 


x 


Robert A. Gilruth 


Robert A. Gilruth has been appoint- 
ed advertising and sales promotion 
manager of the Deepfreeze Appliance 
Division, Motor Products Corp., North 
Chicago, Ill., B. G. Sanderson, general 
sales manager of the division, has an- 
nounced. 

For the past four years, Mr. Gil- 
ruth has been an account executive 
and copywriter for LeVally, Inc. 


G. D. Kobick has been appointed 
manager of the General Electric home 
bureau and contract sales division, it 
has been announced by L. H. Miller, 
manager of marketing of the major ap- 
pliance department. 

In his new capacity he will be in 
charge of major appliance sales to 
apartment houses and builders, and of 
the kitchen and laundry planning acti- 
vities of the home bureau. 


Edward A. Pecara has been appoint- 
ed the new sales promotion manager 
of Motorola Inc., according to an an- 
nouncement by Robert W. Galvin, ex- 
ecutive vice-president. 

Previously, Mr. Pecara was sales pro- 
motion manager of Zenith Radio Cor- 
poration for four years. 
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Kitchen Corner Cabinet 


AN automatic “Merry - Go - Round” 
corner cabinet, manufactured by Ge- 
neva Modern Kitchens, Geneva, IIL, is 
a new convenience for the modern kit- 
chen. 

By pushing or pulling the door, shel- 
ves spin around, bringing all contents 
to the front of the cabinet. When the 
article has been removed from the 
shelf, the doors close automatically. 


Two shelves are welded to the door 
and supported on a chrome-steel shaft 
which revolves on a ball-bearing. Shel- 
ves have a diameter of 24 inches and 
are 1% inches deep with rolled edge 
at the top. Shelf sides are coved at 
the bottom for easy cleaning. 

Made of heavy-gauge steel, the unit 
will hold heavy loads of utensils, foods, 
etc. 

s 


Electric ranges 


EicHT NEW electric range models 
headed by lighted-pushbutton-control 
types with larger ovens, new time 
measures, and chromium grids on 
broiler pans, and including a double- 
oven range priced in the medium 
bracket have been introduced by Hot- 
point, Inc., 5600 W. Taylor St., Chicago 
44, Ill. 

The RD11 and RD10 are double- 
and single-oven models, respectively, 
with high control panels mounting 
lighted pushbuttons to the right. 

Each of the four surface cooking 
units, as well as the ovens, has a set 
of five buttons that light up in dif- 
ferent colors to register the selected 
heat setting. 

The RC16 is a lighted pushbutton 
range in the medium-price class, with 
styling similar to that of the top de- 
luxe models. A companion model, 


ELECTRICAL SOUTH for JUNE, 1951 


RC15, is identical in appearance except 
that the pushbuttons are not indi- 
vidually lighted. 

The RB45 is a double-oven range 
that is priced for the first time in the 
medium bracket. 





Other new models are the RB40, a 
low-priced, full-sized range with three 
surface units and a deepwell cooker; 
the RB30 and RB34 apartment ranges 
with three and four surface units, res- 
pectively; and the RB42, a low-priced 
model with three storage drawers. 


2 
Portable radio 


One or the latest entries into the 
portable radio field is the Mitchell 
Model No. 1256 Caravan, just an- 
nounced by the Mitchell Mfg. Co., 2525 
No. Clybourn Ave., Chicago 14, Il. 

The new radio is a three-way per- 
sonal superheterodyne portable. It op- 
erates from self-contained batteries or 
from 110 volts a-c or d-c. The new 
model has the built-in “Air Magnet” 
antenna, an Alnico PM dynamic speak- 
er, automatic volume control, and a 
full-vision, side tuning dial. 

The new portable comes in a ma- 
roon plastic case with a practical car- 
rying handle. The case measures 934 
inches wide, 64% inches high, and 4% 
inches deep. 

2 


Food mixer 


A new Universal food mixer, Mod- 
el No. EA6225, has been announced by 
Landers, Frary & Clark, New Britain, 
Conn. 

An informative 10-speed powermix- 
ing guide has large, legible, white let- 
ters on a contrasting blue background. 
The mixer comes equipped with 1- 
and 3-quart opal-glass bowls, a white 











plastic strainer, and juicer. A cast- 
iron chopper is available at a small 
extra cost. 

The turn-table is adjustable, and 
height- and two-position-adjustment 
accommodates the bow! for thorough 
mixing. 
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Finish is of easy-to-clean white por- 
celain enamel with blue trim. The 
handle is of red plastic. 

The mixer operates at 115 volts, 125 
watts, a-c or d-c. Net weight, includ- 
ing the- mixer, two bowls, juicer, and 
strainer, is 15 pounds. 


* 
Reversible window fan 


An ELECTRICALLY reversible, three- 
speed window fan, WR 20, has been 
announced by Circulators & Devices 
Mfg. Corp. 

The unit acts as an exhaust fan to 
remove air, and by a flick of the switch 
becomes an intake fan. It is said to 
be easy to install, and will fit any win- 
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Telescoping side panels are adjust- 
able for windows from 28 to 34 inches 
wide. The 6-inch deep fan has 20-inch 
aluminum propellers, displaces 3,520 
cubic feet of air per minute, and runs 
at three speeds — 600, 800, and 1,000 
rpm. 

Further details are available from 
Circulators & Devices, 128-168 32nd 
St., Dept. ES, Brooklyn 32, N. Y. 


’ >» 
Wall cabinets 


A NEW Live of deluxe wall cabinets, 
with top shelves that can be easily 
reached by the average homemaker 
and curved lines to harmonize with 
the most modern kitchen has been in- 
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troduced by the General Electric Co., 
1285 Boston Ave., Bridgeport 2, Conn. 

The wall cabinets in the new line 
have counterbalanced doors which lift 
up from the bottom in_ effortless, 
finger-tip operation. When open, the 


doors are completely out of the home- . 


maker’s way, eliminating the hazard 
of bumping into open cabinet doors. 

Accompanying “underwall” cabinets 
which fit directly under the larger 
wall cabinets also feature doors, which 
open down from the top. Wall cabinets 
have wire shelves and the underwall 
cabinet shelves can be removed. 

Also included in the new line are 
corner cabinets with open shelves. 
There is also an open shelf designed to 
fit over the refrigerator. 

The wall cabinets and underwall 
cabinets will be used in conjunction 
with the company’s present line of 
base cabinets. The company will con- 
tinue its complete line of standard wall 
cabinets and accessories. 


te 
Table radios 


THE NEW 540T table-model radio 
series has been announced by Arvin 
Industries, Inc., Columbus, Ind. 

A choice of six colors is available— 
flame, citron, cherry, avacado, ivory, 
and pebble. The new series has a one- 
piece, stamped-steel cabinet, an im- 
proved-type Alnico permanent magnet 
speaker, and four-tube complement. 
The sets are listed by Underwriters’ 


Laboratories, Inc. 

An extendable-type antenna can be 
tucked in the back of the set for easy 
packing when traveling. Dimensions 


are 8% inches long, 334 inches deep, 
and 5% inches in height, and weight 
is 3% pounds. The set can be operated 
on a-c or d-c. 

€ 
New refrigerator line 


A NEw une of refrigerators, the As- 
tral, has been announced by the As- 
tral Industries, Inc., Rockleigh, N. J. 

The new refrigerator is a midget, 
weighing 63 pounds, that is operated 
by electricity on an absorption basis 
and has no spinning motor or moving 
parts. 

The unit is 2 cubic feet in size, and 
can be operated on an automobile bat- 
tery or from any ordinary electrical 
outlet at 220, 32, 24, 18, 12, or 6 volts, 
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a-c or d-c. The refrigerator uses a 
95-watt element. 

Said to be ideal for trailers, camps, 
doctors’ offices, vacation trips, and 
bars, the new appliance comes in por- 
celain exteriors of three colors—white, 
which retails for $129.95, and simulated 
walnut or blonde, which sell for 
$149.95. The interior is green pastel, 
and contains two shelves. 

Advantages claimed for the refrig- 
erator include a minimum amount of 
operation cost, long life due to no 
moving parts, compactness, and the 
fact that the unit can be attached on 
a wall with brackets. 


e 
Admiral TV set 


INTRODUCTION OF a table-model tele- 
vision receiver with a 14-inch screen 
priced at $159.95, including federal ex- 
cise tax, has been announced by Ad- 
miral Corp. 

The new model contains all technical 
features of the most expensive Admiral 
sets, although it is the lowest priced 
ever offered by the company. 

Th new model is an addition and not 
a change in the company’s TV line 
which now has 36 models ranging in 
price from $159.95 to $895.00, including 
excise tax. . 


Electronic parts catalog 


A new 130-page catalog of radio, 
television, and electronic components is 
now being offered by Sun Radio & 
Electronics Co., Inc., 122-124 Duane St., 
New York, N. Y., distributors. 

Designed particularly for industrial 
purchasing agents, research labs, uni- 
versities, trade schools, and service 
dealers, this new-type catalog, 8% by 
11 inches, has been compiled in such 
manner that full technical informa- 
tion is given on all items listed, as well 
as illustrations and drawings on many. 


€ 
Kitchen ivy clock 


A new electric kitchen clock, Ivy, 
with twin plant containers that will 
hold real growing vines, has been an- 
nounced by Telechron, Inc., Ashland, 
Mass. 

The case is white with color-styled 
vases in flamingo red, dove grey, lime 
green, and sunglow yellow. The plant 
containers will hold soil- or water- 
growing plants, such as ivy or philo- 
dendron. They are easily removable 
and when filled with plants and re- 
placed, they lock into position so that 
they will not tip or fall. 

Unlike many kitchen clocks which 
can be hung only, the new model 
stands on a shelf or hangs on the wall 
to suit the varied needs of many 
homes. 

Minute and hour hands, numerals 
and minute dots are in black; hour 
dots are in red; and the bezel is bright 
silver finish. 
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Use of DO-97 order 
(Continued from page 78) 


comes permissible for him to use 
DO-97 to replace the item sold. 

The DO-97 rating was establish- 
ed as a means of protecting civil- 
ian production and economy as 
far as possible by keeping civilian 
facilities in operating order, NPA 
pointed out. The rating may be 
used by any business firm, gov- 
ernment agency or private or 
public institution as provided in 
Regulation 4. 


Fair trade decision 
(Continued from page 75) 


that the fair trade laws put them 
at a distinct disadvantage when 
manufacturers failed to police 
the trade and take action against 
price cutters. In the electrical 
industry, recently, there has been 
a legal controversy between one 
of the country’s largest depart- 
ment stores and a large electri- 
cal manufacturer. The depart- 
ment store was accused of cut 
ting prices on the manufacturer’s 
“fair-traded” products. The de- 
partment store contended that its 
buyers found “outlet stores” and 
“discount houses” cutting prices 
on these products, and that it had 
become a showcase or display 
where people shopped before 
they went to a discount house for 
what they wanted. 

It is extremely doubtful whe- 
ther Congress will enact a new 
law validating the non-signer 
clause of the state fair trade laws, 
unless such a law is sneaked 
through as a rider in the same 
way that the Miller-Tydings Act 
became law. Even this is unlikely 
in a period of inflation when 
price reductions are being sought 
now rather than price mainten- 
ance as was the case in the de- 
pression period when the fair 
trade laws originated. 


Fan sales 
(Continued from page 87) 


an intensive direct mail campaign 
and sales effort later in the sea- 
son. Such checkup calls would 
also provide an opportunity to ob- 


tain names of prospects from 
these users—friends of theirs who 
had seen their fan installations 
and may have similar needs. 
Sales training in the correct ap- 


plication of the dealer’s fan line 
can be achieved, generally, 
through planned use of manufac- 
turers’ literature. It is not enough 
to simply provide reading mate- 
rial to the salesmen. The train- 
ing program should include actual 
discussion sessions on fundamen- 
tals and specific applications. 
Even experienced salesmen need 
refresher training when they have 
been busy several months on oth- 
er products. 

The merits of your fan line will 
frequently be the deciding issue 
—especially if it is a quality line 
that must compete with cheaper 
products. Consequently, _ sales- 
men should be able to present 
these merits to the prospect in a 
way that helps them to justify the 
extra expenditure for quality 
equipment. Some of the things 
which the salesmen should be 
able to discuss intelligently are 
air delivery ratings; quietness of 
operation; maintenance factors; 
efficiencies; and dependability. 

The fan sale season is short and 
effective selling requires a defi- 
nite sales plan. Most salesmen 
work better when given a definite 
plan. Wherever possible, the deal- 
er should supply his fan salesmen 
with a definite list of prospects’ 
upon whom calls are to be made 
that day. When a list of ten 
names are given a salesman, the 
chances are good that ten calls 
will be made; but when told to 
call on ten people, he may or may 
not get around to that many calls, 

Most successful fan dealers 
have used some sort of salesman’s 
control system, which will keep 
the dealer informed of the num- 
ber of calls made and the results 
of each call. Such a plan may 
include a daily contact record for 
the salesmen to fill in. One such 
record sheet includes spaces for 
name and address of the prospect 
with a list of “result columns” at 
the right. The salesman simply 
puts a check mark in the column 
that applies. Some of the head- 
ings are: Survey, Interview, Pre- 
sentation, Demonstration, Asked 
for Order, Call Back, Order Sign- 
ed, Call on Prospect Source, Dates 
to Call Back. 

Such a form provides a valu- 
able source of prospect informa- 
tion and keeps the dealer ade- 
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HIGHER NET PROFITS! 
LOWER ADVERTISING COSTS 


with VADNIT 


ts he Rye 


Increase your net profits with Viking’s 
unique Co-op Advertising program. With 
each Viking Fan you buy, you get a 
VADNIT redeemable for $3 towards 
your local advertising. Ask your job- 
ber, or write Viking Air Conditioning 
Corp., for full details today. 


‘et 





By si ft 
VIKING WINDOW FAN DISPLAY! 


This super shows si 
how the fan works in the home; dem- 
onstrates the benefits of night air cool- 
> ing; SELLS FANS! 3 VADNITS redeem- 
able for Viking Fan Display or order 
- from your Jobber today! Supply 
4 limited. j 





_ Campbell, Ky. 





quately informed of the sales- 
man’s activities. A monthly re- 
cord sheet of a similar nature can 
be used to post the total number 
of calls made each day in each of 
the various categories. 

Most salesmen work best when 
given live prospect names, and 
getting these names becomes one 
of the dealer’s principal problems. 
Experience of other dealers indi- 
cate that the six most effective 
methods are: (1) newspaper ad- 
vertising with coupons offering 
free surveys; (2) radio advertis- 
ing, also offering free surveys; 
(3) canvassing by telephone and 
house-to-house; (4) using your 
users; (5) direct mail; and (6) 
special promotions. 


Package kitchens 
(Continued from page 82) 


closets, 25 sinks, 100 base cabi- 
nets, and other equipment. 

By being able to supply every- 
thing from scratch, Eller landed a 
$70,000 army contract at Camp 
It included a lot 
of toilet partitions, shower stalls, 
etc. 

The owning pariners of this 
company are J. C. and R. M. 
Eller. J.C. Eller is president and 
general manager of all activities. 
R. M. Eller is the vice-president 
and manager of the store. He has 
under him two floor salesmen. 

The Eller company now has a 
total personnel of 45 men. The 
plumbing activities are in charge 
of Tom Matthias, a graduate engi- 
neer. Robert Butler is the sani- 
tary engineer who estimates the 
outside plumbing. 

There is a separate crew for 
sewer lines and septic tanks. The 
estimator on whole kitchen jobs is 
Homer Collins. In addition, there 
are salesmen who promote the 
individual appliances. 

The store carries a complete 
line of building hardware, in addi- 
tion to its electric and plumbing 
supplies. 

For kitchen prospects Eller 
checks the F. W. Dodge reports. 
Eller also checks farm home pros- 
pects on REA power lines. 

They frequently land the kitch- 
en work on several new sub-divi- 
sion homes in one contract be- 
cause they have all the essential 
construction equipment and can 


stress this advantage with the 
contractor who is handling the 
work. 

Eller’s chief promotion is the 
daily use of the classified sections 
of the daily newspapers, where 
each of the various services is 
offered at the right time. 

J. C. Eller believes that this 
continual pounding brings the 
company more business than any 
other method of soliciting. In the 
store are kept on display a mod- 
ern kitchen and a few model 
bathrooms. 

To increase its ever-growing 
prospect list, Eller frequently 
puts on a special promotion stunt. 
Right now it is offering at each 
of two super grocery stores a 
dishwasher to a fortunate grocery 
purchaser. 

This promotion is a good trade 
builder for both the supermarket 
and the Eller store. The grocery 
purchaser has to carry her dupli- 
cate stub to Eller for deposit. 

She then gets a good look at the 
numerous appliances, modern 
kitchens, floor covering, and 
plumbing equipment she might 
need, and Eller adds her name to 
his prospect list for a dishwasher 
follow-up. 

The follow-up salesman who 
later calls at her home to sell her 
this appliance has a chance to 
look over her home in general and 
her kitchen in particular to see 
in what other way Eller can serve 
her. 

Then, armed with this complete 
information, the company has a 
new prospect to whom it can plug 
its complete package service for 
all it is worth. 

The senior partner believes 
that with this promotion stunt 
alone the prospect list for Eller 
kitchens will increase by several 
hundred names. 


Commercial refrigeration 
(Continued from page 84) 


then forget him. At regular inter- 
vals we contact every old cus- 
tomer, to let him know that we 
are interested in knowing that the 
equipment we sold him still op- 
erates efficiently.” 

Fraser admitted that his close 
contact with all customers will 
probably bear profitable fruit 
when shortages begin to pinch in 
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the future, and repair service be- 
comes increasingly important. 
“Repair service is going to be 
the profit end- of the business 
again as it was in the war years,” 
he predicted. “We're getting set 
to utilize trade-ins to the best 
advantage. . 
“And we are letting new cus- “ 
tomers know that if they buy the rT So D | S PLAY 
equipment they need now, they / 
can rely on us to keep it serv- ‘ Lon, || 
iced.” 


ih % y ‘ , 1 
Fraser practices what he lan Ai Ty 3 
preaches about dressing up the “4 | 
store for better volume. He re- j 7 


cently completed his new $45,000 } 

building that sweeps around a > 7 / 

prominent corner of the city in a  * rip OSCILLATI N G 
graceful are of plate glass and 
buff brick. Z 

Behind the glass is shown a . FAN S 
storeful of commercial display - 
cases and freezers for both stores 
and homes. All major appliances 
for use in the home are displayed 
and sold aggressively » but com- The first warm day starts the demand for FAasrca 
mercial refrigeration, sold to sub- 3 
urban stores, is the profitable oscillators... Are you ready to meet it? 
specialty here. 

“The average suburban store 
in the South,” said Fraser, “often 
needs modernization. It isn’t al- ing performance. Now they're dressed in sleek, modern styling and 
ways the large stores that are our 
best prospects for cold-drink and f " s 
ice-cream cabinets and display There's a model for every buyer's need—10”, 12” and 16 
cases. Almost any little country 
store with electricity needs what . > 5 : 
cm heicte nel profit margin for you. And their superior quality and performance 

“And that gives us a long line mean satisfied customers. 
of prospects that is practically in- 
exhaustible. As long as the manu- 
facturers can supply us with units Cash in on the popularity of 
to sell, we expect to keep on sell- 
ing those country stores. FASCO FLOOR FANS 

“When goods stop coming be- 
cause of world conditions, we’ll 
still have our well-equipped serv- Beautiful, durable, quiet and safe—it moves all the air in a 
ice shop to uphold our belief that room without a trace of a draft. And only FASCO offers 
service comes before sales.” 

Mr. Fraser admitted that he is 
building up his stock of repair 
parts to take care of future needs. 
And he is making his customers 
feel safe in buying their equip- 
ment from him, instead of going coming. Order your stock now. 
to larger towns for it. 

“We're set up to give the very 
best in service right here in our WRITE FOR ‘51 CATALOG AND PRICES TODAY 
little city,” he concluded. “And 
we’re not letting our customers ; 
forget this.” ot ae 

Fraser is finding the home free- FATCO ~ 
zer a profitable unit to promote I n d us t ries J I nc. 

nae HESTER 2, N.Y 


to dealers as well as to home 


FASCO Oscillating Fans are old favorites for smooth, long-wear- 
handsome finish . . . with the steady, quiet power customers want. 


blade sizes. Display them prominently; they'll sell fast with a good 


This new Lo-Level Fan wins new friends every day. 


a solid base that keeps floor dust out of the breeze. Models 
with 10” and 12” blades. 


Be sure you have FASCO Fans ready for.the warm weather that's 
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WHILE | DEFROSTS .. . WHILE YOU SLEEP” | SLEEP 


TAADEM ARE REGISTERED. 


oo 
DEFROSTING 


| DEFROSTS .. . WHILE YOU SLEEP” | 


Cash in on the Swing 
to Automatic Defrosting 


The big news in refrigerators in 
1951 is Automatic Defrosting! As 
more and more refrigerator manu- 
facturers play up this wanted fea- 
ture — more and more housewives 
are sold on its advantages—and this 
creates a tremendous market for 
you ...mno matter what make of 
refrigerator you sell! For now you 
can offer simple, clean, worry-free 
automatic defrosting for any refrig- 
erator, new or old, with Paragon's 
performance-proved “de-frost-it”! 


An Untapped Market of 
29,000,000 Refrigerator Owners 


Paragon aaa si. il 


YOU SLEEP 


po an to buy. 


( @ de-frost-it is the only com- 
plete unit . . . hung any- 
where . . . no installation 

ad + +» Mo extra cord to buy. 
@ de-frost-it is completely 
performance proved . 
et 4 g hundreds of thousands “ot 
satisfied users. 

“My de-frost-it @ de-frost-it is made and 
does away with backed by the world's larg- 
haond-defrosting est exclusive manufacturer of 
mess and bother, time controls. 
savesmehoursot @ de-frost-it is backed by og- 
time, keeps food gressive national advertising 
longer — cuts . reaching over 7,000,- 
down electric 000 prospects . . . month 
bills and refrig- after month. 

— ae > e ~ Svea’ ye} gga 

on the Poragon plans ees sales policies 

de-frost-it!"’ « dealer aids help you 
cash in on customer demand. 

PARAGON ELECTRIC COMPANY 


1618 TWELFTH STREET © TWO RIVERS, WIS. 
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users. One or more units always 
occupy a prominent display space 
close to the curved bank of dis- 
play windows that catch the eye, 
night and day. 

Country storekeepers, most of 
whom trade with the farmers for 
meats and other products ‘that 
must be frozen, are good pros- 
pects for the home freezer. The 
unit is especially valuable to the 
dealer who sells packaged ice 
cream. 

Some of the best prospects 
for commercial refrigeration and 
home freezers are dealers in back 
country well removed from the 
main highway. 

Many of them have electricity, 
but still get along with old-fash- 
ioned ice boxes, until Fraser 
proves that modern refrigeration, 
backed with his good service, sti- 
mulates the business of the coun- 
try storekeeper. 


Room air conditioners 
(Continued from page 86) 


a longer period, a rental fee of 
$25 to $35 per unit is charged, 
depending on the size of the unit 
loaned. 

In determining the size of unit 
best suited for any conditioning 
problem, a representative of the 
firm—usually Russ Gray—meas- 
ures the heat load of the space to 
be conditioned. The size of the 
room, its probable inhabitants, 
and other details all are factors 
which influence the heat load. 

Of course, the Gray firm is 
geared to amply service the units 
they sell, in order to keep them 
functioning at full capacity. 

The firm will provide service 
in the field—at the customer’s 
location—since units will weigh 
an average of 200 pounds or more. 
For field service, the firm has 
three trucks and three service 
men, in addition to Russ Gray, 
who supervises that part of the 
firm’s business. 

Service facilities at the Gray 
place of business consist of a 
space 50 feet by 70 feet, at the 
rear of the Gray’s store and dis- 
play room. Besides Gray, who 
supervises, personnel for inside 
service consists of two of the out- 
side service men, who attend to 
both branches of service, plus a 
competent helper. 


The major cause of the trouble 
experienced by the firm is dirty 
air filters, which would curtail 
the unit’s efficiency by reducing 
its cool-air output. 

While air filters may be clean- 
ed, usually with a vacuum clean- 
er, new filters are inexpensive, 
costing on an average of $1.50 
each—depending on the size of 
the unit for which the replace- 
ment is wanted. 

Compressors are not likely to 
give trouble, but they are covered 
by a manufacturer’s guarantee for 
five years. Motors have a guaran- 
tee of one year. 

If one gives trouble, a replace- 
ment, costing $18 to $20, is recom- 
mended by the firm, since the 
local cost of servicing a fractional- 
h.p. motor would be likely to be 
greater than that of a replace- 
ment. 

The Gray firm actively pro- 
motes its sale of room air condi- 
tioning units in various ways. 

(1) It uses newspaper adver- 
tising regularly in the industrial 
section of a local newspaper. Ad- 
vertisers in this section get a com- 
plimentary story in the reader 
portion of the section. 

(2) The firm has used spot an- 
nouncements on local radio pro- 
grams. 

(3) They have shown room- 
conditioning units in local home- 
and hotel-equipment shows. 

(4) They have used follow-up 
by personal calls and by direct 
mail advertising on lists of new 
hotel and other construction, se- 
cured from the local builders’ ex- 
change. 

Another source of business has 
been the solicitation of trailer 
owners. While they have had 
moderate success with this plan, 
one main obstacle has been the 
cost of used current charged by 
the operators of trailer parking 
spaces. Such operators charge 6 
cents per kwh, which is higher 
than the rate paid by most users. 

However, the Grays believe 
that their best long-range market 
consists of the owners of better- 
class homes, who have an urge 
for comfort and the wherewithal 
to provide themselves with what 
they want. The firm solicits such 
owners by cold canvass to the ex- 
tent of available time. 

If owners can be contacted and 
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interested while new homes are 
still in the process of construction, 
provision for inlets for air condi- 
tioning units may be made at lit- 
tle or no expense, doing away 
with later work such as cutting 
steel or aluminum window sash 
for the purpose. 

In the four years the Gray firm 
has been selling air conditioning 
units, by its various promotional 
methods it has placed several 
hundred units. 

In contacting the owners of 
new hotels in the process of con- 
struction, the firm has an excel- 
lent sales argument in promoting 
window-type air conditioners as 
against the more costly type of 
central installation. 

The unit type can be installed 
in one or more units at a time, 
and the system can be expanded, 
as need develops, and as it earns 
its cost in greater rentals; the cen- 
tral system means a large initial 
expenditure in one piece, and 
lacks the flexibility of the unit 
method. 

The firm starts to place its 
orders for stock in January, when 
the manufacturer it represents 
announces its new models for the 
coming year. This year the manu- 
facturer announced a new 1/3- 
ton model, which made the Gray 
firm very happy, as it was experi- 
encing a growing demand for a 
unit of this type. 

The firm’s best sales months are 
June through August. Approxi- 
mately one half of the firm’s an- 
nual business for 1950 was done 
during the months named. March, 
April, May, and September are 
fair sales months. 

Poorest months are October 
through February. For the first 
three months of 1951, sales, in 
number of units sold, have equal- 
ed or exceeded 50 per cent of the 
firm’s entire sales volume for last 
year. 

This may be because of the 
current threat of short supply or 
a growing demand for the win- 
dow-type unit. 

Not only has the demand for 
window -type air conditioning 
units gradually developed into a 
year-round business but the de- 
mand for that type shows a 
healthy increase, measured in the 
number of units sold. 

For example, the Gray’s volume 
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increased in 1950 by 300 per cent 
over the previous year, in units 
sold. 

So actively and successfully has 
the Gray firm promoted window- 
type air conditioning in the Miami 
area that the manufacturer it rep- 
resents has allotted to it the ter- 
ritory from Vero Beach to Key 
West, inclusive, as a distributor. 

Since the firm would have dif- 
ficulty handling this amount of 
territory intensively by itself, it 
has built up an organization of 
more than 40 dealers to assist in 
doing the job, efficiently. 

In their promotional effort, the 
Grays are prepared to demon- 
strate several facts about win- 
dow-type air conditioning, facts 
which have been highly important 
to their over-all sales results, such 
facts as: 

(1) The flexibility of the win- 
dow-type method of air condition- 
ing as compared with a central 
system; and 

(2) The lower operating cost, 
as well as lower initial cost of the 
former. The operating cost of an 
air conditioning unit, such as the 
Grays sell, is no more than that of 
an electric iron—about 24 cents 
for 8 hours. 

(3) On a humid day one of the 
window-type units will extract a 
quart of moisture out of the air 
every hour, and toss it out of the 
air in the form of vapor. 


A day with OPS 
(Continued from page 89) 


“It is of utmost importance that 
price regulations covering retail 
sales be clear, enforceable, and ef- 
fective,” says Regulation 7 in its 
introductory paragraphs. “For 
most firms are small, and need a 
type of price control that is clear, 
simple, unambiguous.” 

In this simple, clear, unambigu- 
ous phraseology, Regulation 7 
then defines what sellers are cov- 
ered as follows: 

“(a) This regulation applies to 
any seller whose sales of articles 
covered by this regulation to in- 
dividual ultimate consumers con- 
stitute more than 10 per cent of 
the merchandise covered by this 
regulation which he buys and 
sells in substantially the same 
form.” 

If after studying this gem of 





FOWLER 
Yass lind 


| WATER HEATERS 


“have the features 
that 
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IT’S A FACT! Fowler offers the most 
important, most down-to-earth features 
of them all. Combined, these outstand- 
ing points of superiority are the reasons 
why Fowler is the water heater that’s 
easiest to sell in every market. 


Ylass lined vrorecrion 


-+-first with Fowler! Every Fowler tank is 
lined with two coats of durable porcelaim 
bonded-to-steel. This sure protection pre 
vents tank rust and corrosion, regardless af 
water conditions; keeps hot water rust-freé, 
clean; promises longer tank life. 





Performance and Economy 
ELECTRIC WATER HEATERS 


PATENTED 3-WAY BUILT-IN INSULATION. Deod ait 


space; aluminum reflector jacket; 3-in. Fiberglos. 


EASY-ADJUSTABLE AUTOMATIC TEMPERATURE 
CONTROLS. 


SAFE “BLACK HEAT” lock-on, externol-type elements 
provide efficiency, long life 

COPPER HEAT TRAP eliminates wasteful hot woter cit 
culation in plumbing system. 

U. L. APPROVED. 


CAPACITIES: 5 to 80 gallons. (Table Top models: 90 
and 40 gallons.) 


GAS WATER HEATERS 


EXTRA-HEAVY INSULATION. 21), in. thick Fibergias 
blanket, from top to bottom of heater, keeps woter pt 
longer. 


SNAP-ACTION THERMOSTAT, cosy temperature odjust 


ment. 
OVER-SIZED TAPERED HEAT FLUE supplies 8% mere 


heating orea than fives most commonly used 


ECONOMY, ONE-PIECE DRILLED RAISED PORT 
BURNER, burns al! gases cleaner 


AGA APPROVED. 
CAPACITIES: 22, 30, 35 and 45 gallons. 


ELECTRIC WATER HEATERS 
GAS WATER HEATERS 
BACKED BY I15-YEAR 
PRORATED WARRANTY 





PRICED RIGHT! Fowler water heaters are 


economically priced for quick, profitable sale. 
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WATER HEATERS 


FOWLER MANUFACTURING COMPANY 





Runs on 3 Quiet 
some golden tan finish. Sturdy and 
Safe. Low Price. 
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Frigid’ Economy and Heavy Duty 
Belt Driven Attic & Industrial Fans 
Quiet Operation. For Upright or 


pet Simple Installati 








Frigid Patented Hassock Fan. 


Equipped with Sealed Bearing GE. 
Moter that never needs oiling. 
Speeds. Hand- 


WR24 & WR 30 Electrically revers- 
ible window fan with grill in front 
and back. Acts as exhaust fan—then 
at the flick of @ switch becomes 
on intake fan. Hammertone finish. 


0. Electrically Reversible, thin 
streamlined beauty. From an ex- 
haust fon f an intake fan at the 
mere flick of a switch. Operates at 
3 Quiet Speeds. Adjustable from 
28” to 34” wide. Popular Price 


Square Frame Heavy Duty Quiet 
Exhoust Fon — 4 Blade Aluminum 
Propeller. Welded Steel Frames. 
G.E. Motors. 





simplicity a merchant decides it 
applies to his operations, he then 
proceeds further with Regulation 
7. It comprises 24 pages of fine 
print, and some 30,000 or more 
words are used in the effort to ex- 
plain this “clear, simple” price 
control device, in which the mer- 
chandise covered is divided into 
several hundred different cate- 
gories. 

But apparently some thousands 
or tens of thousands of the mer- 
chants subject to No. 7 did not 
understand this clear, simple 
regulation—so the original effec- 
tive date was postponed 30 days, 
and then it was postponed another 
month. 

After referring to the difficulty 
of comprehending and operating 
under such regulations as No. 7, 
we recently asked a top OPS offi- 
cial this question: “Would it not 
be much more practical, merely 
to operate under a general regu- 
lation, permitting on each cate- 
gory or item of merchandise, the 
same percentage or dollars-and- 
cents margin as in the base peri- 
od? Or is it the purpose of price 
control to provide jobs for an 
army of accountants and law- 
yers?” 

The official OPS answer, in 
part, was: “The control of prices 
in thousands of industries, on mil- 
lions of products, is a complicated 
task. If a regulation is to be ef- 
fective, it must be enforceable, 
and this requires considerable de- 
tailing of what sellers may and 
may not do under it.” 

So the OPS continues to carry 
on the “detailing”—to the extent, 
we feel; that ultimately the whole 
price-control structure may break 
down for the simple reason that 
Mr. DiSalle’s organization is mak- 
ing price control too complicated 


a task.—T.W.M. 


Electric-range pointers 
(Continued from page 88) 


last indefinitely. The porcelain 
will fracture or chip if struck a 
sufficiently hard blow. 

This porcelain is acid-resistant, 
but it is not acid-proof. Boiling 
food acids of severe concentra- 
tions will stain this porcelain. 

Avoid boiling over or splash- 
ing of food acids on the porcelain. 
When porcelain is hot, it can be 


scratched by the bottoms of hot 
pans or griddles. 

A little care in preventing this 
will keep the range looking new 
much longer. Some homemakers 
prefer to use protective mats on 
the porcelain work surface. 

(5) Care in the use of surface- 
unit switch knobs and other con- 
trol knobs will result in longer 
life. If knobs are turned slowly, 
the assembly wil! ordinarily last 
longer and give better service. 

A spring holds the knobs in 
place; they can be removed with 
the fingers by pulling directly 
away from the mounting panel. 
Remove them occasionally and 
clean behind them to prevent 
their sticking. 

(6) By using the proper amount 
of water in pans and giving the 
proper attention to the prepara- 
tion of foods on the surface units, 
frequent boil-overs may be pre- 
vented. 

Such care reduces the number 
of times the units have to be re- 
moved or tilted for cleaning. The 








, “WRIST ACTION” CORD SET 


Wireless swivel plug 
turns, bends, swings, 
spins — eliminates all 
cord wear, 95% 
of all cord 
troubles. Exclu- 
sive, patented de- 
A proven 
Attractive 
display card free. 


Ce eeeeseseseseeeeeeesesasee 


RANGE CONNECTORS 


jsFinest quality cord and recepta- 
cles, including new flush range 
receptacie. Underwriter's Ap- 
proved. 220 volt, 50 amperes. 
Eliminates costly electrical work 
in connecting ranges. 


your jobber or write direct 
for full details and prices. 


DAVIS Mfg. Company 


PLANO 1, ILLINOIS 
Southwest Rep Southeast Rep 
H. K. Dewees Co M. C. Huie Co 
Walton Bidg. Atianta,Ga. Thomas Bidg., Dallas, Tex 
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more the unit lead wires are 
moved, the more likely they are 
to break. 

When a lead wire breaks, all 
or part of the unit will be put 
out of service. This is one item of 
service that many range users 
can repair themselves. 

When the unit switch is in the 
“Off” position, the terminals of 
the surface unit are “out of the 
circuit.” This means that you can- 
not get a shock at these terminals. 

A surer precaution is to discon- 
nect the “pigtail” plug. With a 
knife, strip the insulation back 
about 34 of an inch from the end 
of the broken wire. 

Form the end of the wire in a 
loop about %4-inch in diameter. 
With a screw driver, remove the 
terminal screw where the broken 
wire was fastened and remove the 
broken end of wire. 

Put the terminal screw through 
the new loop in the wire and re- 
connect to the unit. Tighten the 
screw firmly. This simple opera- 
tion may prevent considerable in- 
convenience. 

Continued boil-overs may also 
tend to deteriorate the insulation 
of the unit lead wires below the 
table top. 


(7) Most electric ranges are 
equipped with a porcelain-enamel 
broiler pan and an aluminum 
deep-well cooker. Care in the 
use or handling of the pan will 
prolong its useful life. 

The cooker kettle will burn 
through the bottom very rapidly 
if the unit is turned on by mis- 
take or left on “High” too long 
and there is little or no food or 
water in it. 


In many localities where the 
water is relatively inactive chemi- 
cally, users keep a small amount 
of water in the kettle at all times. 
Should the switch be turned on 
accidentally, boiling of the water 
calls attention to the mistake and 
prevents a burned kettle. 

(8) Electric ranges are equip- 
ped with range-mounted fuses in 
the light circuits (oven and top- 
light) and in the appliance-outlet 
circuit. When these fuses blow, 
the circuit remains open until the 
fuse is replaced. 

The fuse block of most electric 
ranges may be reached either by 
removing a utensil drawer or by 
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removing a rear surface element 
from the table top. 

A blown fuse indicates an over- 
loaded circuit, either temporarily 
or otherwise. It is a good plan 
to determine, if possible, what 
caused the fuse to blow before 
it is replaced. 

When a main entrance range 
circuit fuse blows, the oven will 
not heat on either the “Bake” or 
“Broil” position. However, the 
toplight may illuminate even with 
one blown main fuse. 


Trade-ins 
(Continued from page 91) 


the amount they will pay. The 
box that we discussed before, if 
it is still on the floor, will be 
shown the customer. We will let 
it go for $60 “as is.” 

Why? 

This is a cash deal. There will 
be no service calls to be charged 
against it. Our books show that 
we have $60 against it—plus $6 
salesman’s commission for selling 
it (10 per cent of $60). We have 


made no money on it; we have 
lost none. This leaves the origi- 
nal new-box deal clear and clean. 

The next question that arises: 
how can we possibly sell a rebuilt 
box for $100 when the customer 
can buy a brand-new box for as 
little as $214 from us? 

Remember there is $100 differ- 
ence there. To comply with 
Regulation W, we do not have to 
get as large a down payment on 
the used box—and the monthly 
payment, including carrying 
charges, is only going to amount 
to $5.25, not $15. 

It may be surprising for many 
readers to learn that many of our 
used-appliance customers drive 
up to our store in new Cadillacs 
Very, very few are in the low-in- 
come bracket. 

The high cost of living has hit 
those earning $100 to $200 per 
week the hardest. At their best, 
they lived up to their income. 
Now, they have to cut... and 
they cut where it doesn’t show. 

Regardless of the number of 
years any reader has been in this 
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WwIND-WAY 
vegHICAL 
DISCHARGE 
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In 
attic ventilation 


SALES-PROVED 


@ it is designed to fit ANY type building EASILY 
®@ installation costs, time and effort cut down to a minimum 
@ WIND-WAY merely sets on the floor of the attic or 
the trim of the well hole. it is NEVER fastened 
in any way, yet it moves the greatest amount of cir 
quietly with absolutely NO noise or vibration 
@ WIND-WAY sells “on sight” to people who recognize it 
as a simple, foolproof, superior fan 


a oe Pe oA 
2 =@) —W-— FAN AND VENTILATOR CO. 
= \ = = 531 St. Joseph St. New Orleans! 2, La. 








The Advertiser's Index is published as a convenience, and not as a 
part of the advertising contract. Every care will be taken to Index 
correctly. No allowance will be made for errors or failure to insert. 
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Adams Electric o. Frank Farm and Ranch Publishing 
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Air Conditioning Products Co. _1¢ Wahi “Sadeatsiiee. tins 


¥ . Fast-Lok Mfg. Cx 
| a Co. of oe cietsl ‘Dinetits Méal 
“ . - American Blower Corp. See 
Year in... year out—the quality leader in the Appleton Electric Co. : 
fan field is REED! The established Reed name Arro Expansion Bolt Co 5 ‘ ni ap sib _ 
and reputation means consumer acceptance, your Sy ee Fowler Manufacturing 


sales job made easier! Sell REED—and you sell Atlantic 
the leader! 


All-Steel Equipment, Inc. 


Conduit Fittings Co. 


Atlantic Steel Co. 


G 


General Electric Co., (Composite 
1 Construction Material Div.) 
General Electric Co., 


Benjamin Electric Mfg. Co 
Complete home-cooling 


without installation costs 
...the fan that pioneered 
window-type home 
ventilation. Quality 
constructed, finest 
materials, certified air 


. > . (Lamp Div.) 
B & C Metal Stamping Co 


Briegel Method Tool Co 


Buchanan Electrical Prod 


General Electric Co., 
(Wire & Cable) Sack Cover 
neral Electric Supply Corp * 


General Mills, Ine 


Corp. 
Buffalo Forge Co 
(Home Appliance Dept.) 
Bulldog Elec. Products Co. ee 


. . . General Switch Corp 
trundy Engineering Co 


delivery, and q-u-i-e-t. or Graybar Electric Co 
Sizes to fit every home 
ventilation need. 





C 





Javalier Corp. 38 
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‘eil Heat Div. Homes, Inc ys (eee — 


Homes, Ine 

Hoover Co., The 

Packaged, lay-down type Hotpoint, In 

vertical discharge attic . beteiiinatedis’ had: Sebaiteiie g Hubbard & Co 

fans with special Reed . : Seuusce ‘Oeredratios 57 Hunter Fan & Ventilating Co., 
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but a minimum of 
Space and time to in- 
stall. Competitively 
priced, Reed quality D 
throughout, certified 

air delivery, stock sizes Ideal Indust: 
for every need. 
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WRITE FOR INFORMATION Dominion Elec. Mfg. Co. Ine 2 


— ee ee ee ee ee ee ee ee ee Dreyfuss’ Sons, Jules J ° 
REED UNIT- FANS, NC., Dunean Electric Mfg. Co. ° 
Department N 
1001 St. Charles Ave. 

New Orleans 8, Lo. 

Please send me full information 
about REED Wind-O-Vent 

and Attic Fans: 

ET 


Kayline Co., The 

Kearney Corp., Jame 
Eastern Fixtures Co Killark Elec. Co 
Address__. alls Ebasco Services, Inc 


REED UNIT-FANS, Inc. 


1001 St. Charles St., 
' ‘et ‘ Electre e Corp. 53 Hoover Co., The 

New Orleans 8, Le. City _State | te remote ‘int Loove . Th 
~— Oe we ew wee ew ee ee eee ee Elgo Shutter & Mfg. Co. Krueger & Hudepoh! 


Kingston-Conley Div 
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business, he cannot always tell 
the year of each refrigerator 
model—unless he handles that 
particular line. 

For sure, the layman cannot. 
If the box looks good, the cus- 
tomer can put it in her kitchen 
with the assurance that her 
friends and neighbors will be 
none the wiser. 

Buying a used car is different. 
Everyone recognizes the model of 
a car, and can date it. This is not 
true with appliances. 

In selling used appliances, par- 
ticular care must be given to out- 
ward appearance. We _ repaint 
only enamel jobs. And we go 
down to the bare metal and come 
up with sufficient coats to war- 
rant a lasting job. Then, we wax 
the entire surface. 

As I mentioned before, there 
are used-appliance buyers as 
there are new-appliance buyers. 
The buyer in either class comes 
back to where he has been treated 
fairly and squarely. 

A new-appliance dealer cannot 


operate on the basis of “let the 
buyer beware” and expect to sell 
either used or new merchandise. 
The dealer is quickly known by 
what he sells, and the service he 
renders. 

Because the average used-ap- 
pliance buyer is by nature a horse 
trader, the dealer who courts this 
business must use horse-trading 
tactics. There is no use pretend- 
ing it can be otherwise. 

The buyer is out to get the best 
of the deal, and the dealer is, too. 
And when both the dealer and the 
customer believe they got the best 
of it, that makes & good deal for 
both. 

To protect ourselves, we refuse 
to allow more in trade than we 
feel reasonably sure we can get 
on resale—plus a small profit for 
our time and effort. 

Those who allow more, hoping 
to hi-jack the used-appliance buy- 
er, will disappear from the scene 
soon enough. A good horse trad- 
er doesn’t pull his punches on the 
original trade. He is a horse trad- 


er from start to finish. 

In the new-merchandise field, it 
is best expressed in the old say- 
ing, “Good merchandising can be 
summed up in the knack of buy- 
ing low—the selling takes care of 
itself.” 


Service calls 
(Continued from page 93) 


moguls frown upon network 
broadcasts of their games. The 
thinking behind their attitude is 
that if people are able to hear big 
league games while they are hap- 
pening, they will not go in person 
to see the minor league games. 

“The owner of a ‘communica- 
tion set,’ however, can get these 
games as they happen. The music 
lover can get short—and long— 
wave broadcasts of opera in New 
York. That’s the selling point. 

“And the reputation as special- 
ists in high-quality communica- 
tion equipment brings us service 
calls for domestic long-wave ra- 
dios, as well as TV sets.” 




















CT/ PROPERLY TRAINED MEN 
HAVE THE 
PRACTICAL SHOP TRAINING 


In 
ELECTRICITY, MAJOR APPLIANCE 


Service, Maintenance, Installation 


“KNOW HOW" 


THE 
AUTOMATIC 
SHUTTER 

WITH ALL THE 
FEATURES 


FRONT VIEW—CLOSED 


IT TAKES THE LOAD OFF THE FAN! 


Aluminum louvers open fully, 
operation. New heavy reinforcement strip 


permitting 


capacity fan 
adds strength and 


long life to the louvers, assures quiet operation and perfect 
counterbalance, prevents rattling. Deep shrouds protects shutter 
from high winds. Tie-rod, brackets and bearings inside frame, 
not exposed to weather. Special finish resists corrosion. Many 


other features. 


WRITE FOR NEW AIR-FLO CATALOG 43-B 


Ilustrations and details of the complete Air-Flo line. 


Air Conpitioninc Propucts Co. 


DETROIT 16, MICH. 


234U W. LAFAYETTE BLVD. - 
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Write for Catalog ESS—Veterans ask about GI Training 
Manufacturers, distributors, etc., when you need 
TRAINED men tact CTI Pl t Bureau. 


COMMERCIAL TRADES INSTITUTE INC. 
of Alabama 

200 Seuth 20th S&., alco sin Ala. — Phone 7-0555 

Member: Southern Association of Private Trade Schools 




















Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design” sum- 
marizing the latest authorative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 
your copies. 


ELECTRICAL SOUTH 
806 Peachtree St., N. E. Atlanta 5, Ga. 














“More than 





sold last year! 


That should prove what 
we think of White 


_ WATER-HOTTERS!” 
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ELECTRIC AND GAS AUTOMATIC WATER HEATERS 


r | 


WHITE’S 
PORCELAIN TABLE TOP 
ELECTRIC WATER HEATER 

7 / 


100 a year! When a dealer 
sells that many heaters, it 
proves at least three things: 
(1) he’s an “atom bomb” type 
of aggressive merchant, (2) 
he’s handling a mighty fine 
heater that makes customers 
powerfully happy and (3) in- 
stallation is just about as 
quick and easy as we say it is. 

NOW — White also offers a 
wealth of NEW sales. promo- 
tion material designed to pull 
more of those dollars your 
way! Contact your White dis- 
tributor NOW or rush your 
inquiry to 


WHITE PRODUCTS CORPORATION 


Water Heating Specialists Since 1930 
MIDDLEVILLE, MICHIGAN 


Patented. Copyright 1951, White Products Corp 
Electric i) 
| | = 
Round or table top models ; ee 


eS in 


ae 


Hook it up... 


minutes—The job's done! 


| Round models only 
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Leviton Mfg. Co. 
Light & Power Utilities Corp. 
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M & W Electric Mfg. Co., 
Inc. 
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Marcus Transformer 


Manufacturing Co., Ine. 

Company 
Inc. 
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Motorola, Inc. 
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National Electric Products 
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Okonite Co. 
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Sangamo Electric Co. 
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Simplex Wire & Cable Co. 
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Sta-Brite Fluorescent Mfg. Co. 64 
Stee! City Elec. Co 
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Sutton Corp., O. A. 
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Tennessee Coal, Iron & Railroad 
Co 

Thor Corp 

Tomic Sales and Engineering 
Co 

Triangle Conduit & Cable Co., 
Inc 

Trumbull Electric Mfg. Co 


Tuttle and Kift, Inc 


Union Insulating Co., 
United States Rubber Co., Ine 
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Viking Air Conditioning Corp. 
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Fr. W Inside Front Cover 
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(Appliances) 
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Wind Way Fan and 
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Three beautiful useful fans you will want because they are 


right in the middle of this year’s buyers’ trend on design, 


price and application. It will pay you to investigate. Send 
for prices and literature. 
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MODEL P12-16—A jewel. Portable as a handbag, just as 
useful. Two sizes, two speeds. An easy seller, popular priced 
and the public wants it. 





MODEL R. W. P.—Reversible, adjustable 
window fan, two speeds, two sizes—12”, 16”. 
Available as a package with stand to convert 
fan to portable or as window fan only. Actually 
three fans in one for price of one good fan, 




















30 other models 

Fresh-Air Makers in MRPAQuR ARO 4a en@ Enh Bee@tl ta 0 Be 
popular type fans VENTILATING DIVISION 
and innumerable INDIANAPOLIS 7, INDIANA 
centrifugal blowers ENGINEERS AND MANUFACTURERS 


5°10 25° of Fine Fans 
far auer 30 year 


ed 


RW20—Electrically reversible 20” window fan— 
2900 cfm. The answer to demand for a fine 
powerful, quiet fan for a small home or apart- 
ment at a moderate price. 
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Everywhere women look . . . after June 15th. . . they'll si 
this proud pair of aristocrats always together . . . 
. .. Westinghouse Frost-Free... peerless pace setter among 

fully automatic, “No Defrosting” R 
... “Little Countess” Frost-Free super “sales baby” for 

Westinghouse refrigerator retailers everywhere. 

Between the covers of 11 great national magazines . . . 
in the daily newspapers . . . by way of television . . . 
+. of course, “Countess” will enter the homes of every retailer's 

it’s electric! customers. From store windows and selling centers, she'll 
beckon to women: “Come see Westinghouse FROsT-FREE 
... finest refrigerator you can buy ... the only one that 
counts... counts door openings to assure you FROsT- 
) FREE, automatic refrigeration at all times.” 

The “Countess” is your baby 
and ours. Adopt her! She’ll win 
customers all summer long. 
WESTINGHOUSE ELECTRIC CORPORATION 
Electric Appliance Division - Mansfield, 0. 


HERE’S USER PROOF THAT 
SELLS FROST-FREE 


x «re 
Letters from 
women every- 
where... who 
praise more lav- 
ishly than sales- 
men dare. it's the 
sales clincher for 
every salesman. 
Get yours now. 
Only Westing- 
house FROST- 
FREE is tested in 


< tinghouse 


SOOO eRslH) 


+ wee . Reeser + (lectic Sheet + . Tooster + Woter Heater + Feed Crafter + Range + Sleciric Griddle + Cleaner + Loundromet + Home Freezer 
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DESIGN LEADERSHIP 
IN THESE FEATURES: 


a Quick-make, quick-break contact mechanism 
a/ Single ot double pole construction 

Vv Double break contacts of fine silver 

y Modern styling 


/ Straight-through wiring with convenient 
terminals—generous wire space 


/ Dependable melting alloy type 
overload protection—trip-free 


of Definite trip indication 


Vf Interchangeable overload relay units 
accessible from the front 
right: 
Class 2510 
Basic Starter Mechanism 


v4 Open type starter can be used with 
standard switch box and flushplate 


RATINGS 


Double pole 
1 4P., 15- 
230 volts 
ac. ot OL. 


Single pole 
1 HP. 115 
230 volts A.C. 
and % WP. 
- -tight and dust-th Explosion-resisting Flush mounting. Basic starter 115-230 
enclosure — with of dust-tight with pilot fight enclosure For hazard- mechanism can be used with volts 0.0. ’ 
without pilot light enciosure ous locations — Class | standard switehbox and flush 
Group D and Class tt plate — of with flush plate only 
Groups E, Fad G tor machine tool cavity mounting 


Write for Bulletin 2510A. Address Square D Company, 4041 N. Richards St-, milwaukee 12, Wisconsin. 


ASK YOUR ELECTRICAL pisTRIBUTOR FOR SQUARE D provucts 


SQUARE 19) COMPANY CANADA LTD., TORONTO « SQUARE D de MEXICO, $.A. mEKICO city, 0.F 





How to pack 64% more current 


into your existing raceways 


Have you considered meeting to- 


day’s extra load demands without 
adding new raceways? By installing 
AVA 


cable in your present raceways, you 


General Electric Deltabeston* 


actually may get as much as 64% 
more current-carrying capacity than 


ordinary 60 C cable can provide. 


HERE’S WHY: G-E Deltabeston 
AVA cable is doubly insulated with 
heat-beating asbestos. plus No. 1799 
varnished cambric. This combina- 
tion permits the cable to operate 


effectively at higher copper temper- 


atures. Thus, at normal ambient tem- 
peratures. AVA cable can safely 
carry more current than ordinary 
types The inherent non-aging char- 
ict’ ties of asbestos give the extra 
advantages of long life and efficient 
operation, 


When you modernize your elec- 
tric system, look to Deltabeston 
AVA for savings in materials, dol- 
lars, time . . . with no raceways to 
replace. Deltabeston AVA cable is 
easy to install. And when planning 


new construction, specify Deltabes- 


2 — 
fou CUR pul your COnfULENRCE 7 


GENERAL @@ ELECTRIC 


ton AVA cable, so that you will be 


prepared for future load increases. 


For more information. call on 
your local G-E distributor. Section 
W58-624 Construction Materials 
Department, General Electric Com- 


pany, Bridgeport 2, Conn. 


DELTABESToN 


Wires and Cables 
Built to beat the heat 


ELECTRICAL SOUTH for JUNE, 1951 





